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“Happy Hotmays AHEAD’—but without an Eveready Flashlight there’s a chance for mis- 
fortune and accident. That’s the story put across in Eveready vacation advertising. Every 
' person planning to go away will realize the truth of it! 
On June 30th alone, 20 million people will read this message in a full-page color smash in 
The American Weekly. Millions more will be reached through The Saturday Evening Post, 
Better Homes & Gardens, and The Country Gentleman all during the vacation season. 








*% *%& ®& Window and Counter Display 


These are your trade’s for the asking. They are signs of the times—they carry the vacation idea. 
In the windows and on the counters of your dealers they'll link sales with the advertising. Em- 
phasize the use of this material. You can’t get around it — it’s been proved too often — that 
store display makes advertising pay. 





al 





Tie Up with this Campaign 


A full-size reprint of The American Weekly ad, streamers, and display material will be mailed 
to your trade before the advertising breaks. See that they use this material to identify their 
store with this biggest seasonal drive ever put behind a flashlight line. Have them put Ever- 
eady Flashlights in the windows and on the counters, particularly Nos. 2697, 2645, 2671, 2605, 
2604, which are featured in the ads. Also to show displays Nos. 1 and 20—the new 49c pocket 
light and the colored lights. 


During this summer, 20 million motorists will be touring and detouring. Every one should 
have a flashlight. Two million boys and girls go off to camps and summer schools — flash- 
light prospects, every one. The whole nation will mark its calendar and plan to go away. All 
these millions of vacationists should be buying flashlights. Here’s a whale of a market to shoot 
at! A whale of an opportunity for wide-awake Eveready dealers. See that your dealers’ stocks 
are complete. Make all the money you can from this campaign! 
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Eiffel Tower—Not a 
Tower of Babel 


N PARIS FORTY YEARS AGO, four sets 


of men started four foundations. These were carefully designed 
and very strong. They were far apart. 


Soon, superstructures of steel were reared. At 
first they, too, were quite far apart, and seemed to be growing to- 
ward the sky in rather an aimless fashion. To the casual observer 
their purpose would have been vague—going up as they were ap- 
parently to no purpose. 


But back of these operations was a definite plan 
in the mind of a great engineer. As time went on, it could be seen 
that the lines of these structures were beginning to draw in—to 
converge toward a central axis. : 


Finally, after still more time, tentacles of each 
of the four structures began to touch, and when they had all inti- 
mately grown in together, laced and interlaced, their combined 
strength was a hundred times that of any one of the structures 
standing alone. Then we had the spectacle of the Eiffel Tower— 
the tallest, strongest, mightiest structure ever reared by man. 


We draw the parallel, that the electrical indus- 
try is on the way to something that will be tall and strong and 


graceful. 
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Four sets of men have built four strong foun- 
dations—manufacturers, wholesalers, contractors and public utili- 
ties have dumped barrels of money and oceans of sweat into those 
foundations. They are even now erecting superstructures toward 
the sky. But does the parallel end there? Is there a convergence 
toward a strong, interlacing, mutually supporting industry? 


Are the lines along which these four great 
branches of the industry are growing no better than parallel or are 
they actually divergent? Mathematicians tell us that two parallel 
lines meet at infinity. But who wants to wait for infinity? 


Do branches of the electrical industry talk the 
same language? If we stand apart and hurl invectives at each 
other in unknown tongues, are we building so many Towers of 


Babel? 


One of the great branches of the industry, the 
National Electrical Wholesalers Association, is meeting at Hot 
Springs, Va., this month. 


Its objective is an Eiffel Tower of co-operative 
strength, not a Tower of Babel. 


+48 Bee 








National Electric Products Corporation 
NATIONAL METAL MOLDING DIVISION 


Pittsburgh, Pa. 
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TYPE “B” 
Malleable Unilet with Cad- 
mium Finish 








T1tPr..* 
Malleable Unilet with Cad- 
mium Finish 





Titre *S” 
Malleable Unilet with Cad- 
mium Finish 





TYPE “LB” 
Malleable Unilet with Cad- 
mium Finish 





aure "1 
Malleable Unilet with Cad- 


mium Finish 





TYPE “LRL” 
Malleable Unilet with Cad- 
mium Finish 
Changing cover gives Type 
si or * oe 











Salesmen Note— 





Threaded type Malleable Unilets as used 
in connection with a switchboard installed 
by W. C. Krauth Electric Co., Louisville, Ky. 


Hit an Appleton Unilet with 
a Hammer! Hit it Again! 


Hammer blows, knocks, constant vibrations 
have no effect on Appleton Unilets because 
they are made of malleable iron. To add to 
the wonderful corrosion resistance of this 
malleable iron, Appleton Unilets are coated 
with Cadmium. They will give a life-time of 
service. 

To be sure of maintaining its high standards 
of quality, Appleton manufactures Unilets 


SOLD THROUGH JOBBERS 
APPLETON ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U.S. A. 


Los Angeles—340 Azusa St. 
Seattle—628 Railroad Ave. 


New York—150 Varick St. 
San Francisco—655 Minna St. 


APPLETON 


Threaded Malleable 


UNILETS _ 


~Reg. U. S. Pat. OF. 


Standard for Better Wiring 


fe a ea i 
APPLETON E.LEctric COMPANY 
1734 Wellington Avenue, Chicago 
Gentlemen: 
Please send us a copy of New Revised Catalog on Unilets and Con- 
duit Fittings, together with prices. 


in its own foundry. The sizes are accurate, 
the bottoms are flat and true, with 
a maximum of wiring space available in 
all types. 

Every possible wiring need is provided for 
with one of the many types of Unilets found 
in the Appleton Catalog. A new revised 
edition is just off the press. Send for your 
copy at once. 
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GENERAL ELECTRIC SUPPLY CORPORATION. 


STANDING: Carl E. Luebbe, Service Manager 
J. L. Buchanan, Chairman of the Board 


SITTING: Louts Sisskind, Pres. 


HE Central Electric Co., of 

Chicago, was founded in 

April, 1887, by Geo. A. Mc- 
Kinlock and his brother William, 
and is one of the oldest houses in 
the United States. The first office 
and salesroom occupied a dingy 
upper floor at 38-40 LaSalle St. 


In spite of this humble begin- 
ning, the business grew rapidly and 
in 1888 the entire building at 42 
LaSalle St. was occupied. But that 
proved insufficient and the com- 
pany moved again the same year 
to 116-118 Franklin St., remaining 
there until 1894. In 1898 after 
four years at 173-175 Adams St., 
the business located on Fifth Ave- 
nue, which is now Wells St. 


In April, 1926, the 


company 


Page Nelson, Sales Manager 


Albert Gelbard, Sec.-treas. 


changed its name to the Central 
States General Electric Supply Co., 
remaining at 316 S. Wells St. 
Louis Sisskind became president 
shortly after this. Effective June 
1, 1928, J. L. Buchanan, president 
of the Midwest General Electric 
Supply Co., Kansas City, was 
made chairman of the board of the 
Chicago house, now known as the 
Central States General Electric 
Supply Corp. 

On December 29, 1928, the com- 
pany moved to a fine modern 
building at 350 N. Ogden Ave., 
equipped with many novel devices 
for efficient operation and arranged 
from roof to cellar for speed, safety 
and comfort. The company now 
employs 20 salesmen. 
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| Conductors in all 


Durabilt Products are as- 
sured by our control of 
every step in the manufac- 
ture, from our vast copper 
mines, to the finished wire. 

These are the quality 
wiring materials which, 
for years, have helped Elec- 
trical Contractors every- 
where, to do the best wiring 
jobs with the — 


Greatest Saving 


of Time 
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DURABILT, 


PRODUCTS 





ANACONDA WIRE &% CABLE COMPANY 
PAWTUCKET, R. I. 
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bber Sales 


in 1928 


Not a Record-Breaking Year, But Nevertheless a Satisfactory 


One. 


ACH succeeding year, owing to the significant 
changes that are taking place in all lines of 
merchandising, the final tabulation of the job- 

bers’ sales statistics compiled annually by THE Jos- 
BERS SALESMAN is attended with a feeling almost of 


trepidation. So much 
is being said of the 
jobber’s decline as a 
factor in merchan- 
dising that the slide 
rule and adding ma- 
chine are ap- 
proached with some 
misgivings. Bu t 
when they have 
ground out their to- 
tals, the jobber al- 
ways seems to be 
there with bells on. 
Here and there in 
some lines t he y 
tinkle rather faintly 
it is true, but others 
make up for that 
and the volume and 
tone of the business 
as a whole contin- 
ues to be healthy. 
On the next two 
pages is presented 
the summation of 
the electrical job- 
bers’ work for the 


year 1928. 














Comparative Percentages in Volume of Sales of the Major Groups 
of Commodities Handled by Electrical Jobbers, Selected from a 
List of 40 Key Products (See Page 9) 


Changing Phases in Merchandising Lines Brought Out 


The statistics from which the totals are 
compiled were painstakingly secured from the whole 
electrical jobbing field, and the results, based on an 
unusually large return, from every kind and size of 
house, must be taken as a very close approximation 


of the exact status 
of the 
the year just passed. 


business for 


Every year can- 
not be a_ record 
breaking one, and 


those who confident- 
ly expected that the 
year 1928 would 
overshadow all pre- 
years must 
trim 
their expectations 
just a trifle. As a 
matter of fact, 1928 
showed total sales 
amounting to about 


vious 
necessarily 


90 per cent of the 
total sales in 1927, 
which latter seems 


to have been the 
banner year thus far 
in volume of sales. 
While all naturally 
would have liked to 
have seen it eclipse 
the previous 
they must be satis- 


year, 
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fied with this slight reduction as simply a 
dip in the curve of the years, not as the 
beginning of any general downward. ten- 
dency. 

Careful scrutiny of the tabulated sales 
figures for 1928 and previous years brings 
out a number of interesting things. Mak- 
ing a comparison between 1928 and 1927 
among the 40 key products listed it will be 
seen that almost exactly one-half of them 
showed substantial gains with correspond- 
ing losses for the remainder. 

In particular, it is interesting to see 
what has taken place in the appliance mer- 
chandise’ lines. Not considering radio and 


tubes, these appliance lines are _ electric 
ranges, washing machines, ironing ma- 


chines, flat irons, vacuum cleaners, refrig- 
erators and all other miscellaneous small 
appliances. In 1928 the sales of these ap- 
pliances totaled $90,138,000 as against $73,- 
394,000 in 1927, or a gain over 1927 of al- 
most 23 per cent. 
1 It has been the contention of THE 
Joppers’ SALESMAN that the appliance 
business is working back toward the 
electrical jobber,—that a new era is 
opening for him in this direction and 
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he should apply himself to the development of all 


possible retail outlets. This 23 per cent gain in a 
single year substantiates such a view of the situ- 
ation. 

Taking up some of the individual lines among the 
40 listed, there are a few outstanding cases that may 
be given special mention. One of the consistent 
performers in the last five years has been the 
electric range. Starting in 1924 there has been a 
very satisfactory increase every year—8, 10, 14, 22 
and finally 28 million dollars in 1928. This is truly 
a brilliant record. 

While electrical refrigeration is not generally 
looked upon as a jobber line and few manufacturers 
have attempted to formulate a jobber policy, nev- 
ertheless, the jobber is insistently and persistently 
breaking into that field. When refrigeration was 
first listed in these statistical studies, in 1926, sales 
stood at a trifle under three million dollars. This 
was increased to about 4% million in 1927 and to 
nearly 9% million in 1928, placing this commodity 
just one point above the middle of the list. 

Radio maintains its place at the top of the list by 
a wide margin. It did not make the progress in 
1928 that might be expected, for the total sales, in- 
cluding tubes, of slightly over 112 million dollars is 
quite measurably below the total sales of 1927. 

Other good performers are: measuring and test- 
ing instruments with a gain of 70 per cent over 
1927; ventilating equipment with a gain of 11 per 
cent; panel boards with a gain of nearly 27 per 
cent; conduit fittings with 12 per cent; motors and 
control 63 per cent; weather proof wire, 11 per 
cent; rubber covered wire, 9 per cent, and conduit, 
26 per cent. 
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Electrical Jobbers’ Sales in 1928, in 40 Key Products, As Contrasted With 
Sales in the Previous Four Years. These Are at Jobbers’ Sales Prices! 


1924 

1. Radio Sets and Parts (excl. tubes)........ $116,051,000 
Os -UIRCEDE  LIGTDS oo ice sc c'e se tie'e 61,389,000 
ie) aa so eek sea how kn 65-90 0 8 hae es 31,586,000 
4...Rabber Covered. Wire.............000000- 45,987,000 
ee ee aces ckwwie . ebelewen’ 
bse IO cs sober mk aS is C3 hes Oe s's 8,774,000 
7. All Heating Appliances, Not Otherwise 

AR Sad Sores och hc SR ee ar Eee bees 15,766,000 
Oe I tiled Gans tavescsess 36,414,000 
rE OG - WEFG. ooo. c cccck cece cece 21,551,000 
10. Power Motors and Motor Control 

NEN ERE SES EES ea 10,287,000 
Pe a eee Se 13,589,000 
ee rg cca cba aces ote coes 18,324,000 
13. Clothes Washing Machines............... 8,334,000 
14. Residence Lighting Equipment (incl. 

EO nok Oe 19,112,000 
16. Dey Batteries Gincl. radio)..:............. 15,000,000 
pe aa a 9,380,000 
17,  SAWOEC 6.2 cs cs ik cvcccncceses 11,393,000 
18. Commercial Lighting Equipment (incl. 

MMII rere a aie ote a als <a <r ckciesgin.t 0's 11,000,000 
19, Perumal POGIDUIONE ©. nce lw eee cee 
20. Transformers, Insulators and Other Central 

Station Distribution Equipment........... 16,221,000 
21. Panelboards, Power and Lighting......... 7,005,000 
ae IR Eg a as ee ws s ernie Snid. wie Ss 4,132,000 
Ty EE an Si Ga asi ids v.46 tape ecdcepees tans 7,816,000 
24. Industrial Lighting Reflectors and 

I leat Io Gh ak claw siee ovale aa. "a ehemeee= 
26. VGRTIRIINS EORIDIMERE . oo 53s 5 occ ce econ 1,814,000 
Oe ee ei Nel Sa ae ws eka e eke os 5,900,000 
ST,  Feeeee IMABEON oe ck 5 sk os cakes Mle cece. 6,271,000 
28. Measuring and Testing Instruments....... 3,683,000 
So ee RUMIIBOE recs be tie a cca ies wees 4,827,000 
SR Fr gatas os nw areal Gib Gici duel lee 2,358,000 
31. Flashlights and Flashlight Batteries...... 4,129,000 
32. Electric Ironing Machines................ 807,000 
pe a eee 4,323,000 
eg Ge 9) | ae 1,883,000 
35. Annunciators and Bells................... 1,362,000 
36. Fimction=al ©. 2. Motors... .. 20. 5.05..... 1,782,000 
37. Soldering Paste, Commutator Com- 

STEEL Ci cicb races pupe'c' eos sonwaees ss 931,000 
38. Poéstable Electric Tools... .........c00c0 0 810,000 
Si: I SEIUOG ic eccchaneeoceve. -  -+s ences 
Ms OS es OER ie Ss 3 a eis ssc niomeies 1,208,000 


Total sales in 1928, including those listed above and all others 


*In the years 1924 to 1927, radio tubes were included in “‘Radio Sets and Parts.’ 


a separate classification. : : tape 
**In 1924 and 1925, commercial and industrial lightin 
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1925 


$104,286,000 


48,123,000 
31,000,000 
33,085,000 


10,560,000 
13,351,000 


33,191,000 
11,150,000 


7,084,000 
11,290,000 
18,148,000 

9,453,000 


20,306,000 
18,200,000 
11,265,000 

8,350,000 


11,186,000 


8,630,000 
6,127,000 
3,811,000 
7,084,000 


2,108,000 
6,568,000 
5,575,000 
1,543,000 
3,820,000 
3,035,000 
4,562,000 
3,651,000 
2,140,000 
1,026,000 
1,387,000 
2,174,000 


652,000 
945,000 


535,000 


, 


1926 


$128,874,000 


46,324,000 
32,937,000 
37,815,000 


14,916,000 


14,865,000 
39,322,000 
15,073,000 


9,007,000 
14,450,000 
14,468,000 
11,747,000 


21,478,000 
23,126,000 
13,092,000 

8,268,000 


10,225,000 
2,947,000 


10,752,000 
6,576,000 
2,567,000 
2,686,000 


7,847,000 
3,584,000 
7,381,000 
4,967,000 
2,081,000 
4,698,000 
2,356,000 
4,668,000 
3,820,000 
1,887,000 
1,802,000 
1,542,000 
1,336,000 


915,000 
1,638,000 
520,000 
1,261,000 


1927 


$149,435,000 
72,647,000 


35,941,000 
38,640,000 


22,424,000 


13,894,000 
40,306,000 
17,901,000 


10,260,000 
14,058,000 
17,503,000 
12,190,000 


13,929,000 
18,487,000 
14,892,000 
13,377,000 


10,494,000 
4,426,000 


16,312,000 
6,681,000 
8,329,000 
7,373,000 


9,420,000 
6,296,000 
8,243,000 
7,383,000 
1,663,000 
6,497,000 
2,981,000 
5,285,000 
4,748,000 
2,638,000 
1,814,000 
1,937,000 
1,447,000 


1,283,000 
878,000 
632,000 
648,000 


$610,000,000 


1928 this was broken down to show radio tubes as 


equipment were combined under one head, “Commercial.” 
tIn 1924 and 1925; “Fractional H. P. Motors” and “Sewing Machine Motors” were combined under the former head. 


hts & Bat. 
Ea Electric Ironing Machines 
Ee Lightning Arresters 
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a Flashl 








= Construction Tools 


BAnnunciators & Bells 





B Fractional H.P Motors 
= Soldering Paste 


§ Portable Electric Tools 


E Sew 


1928 


$82,931,000* 


52,326,000 
44,962,000 
42,095,000 
29,350,000* 
28,820,000 


21,864,000 
21,047,000 
20,010,000 


16,741,000 
16,254,000 
14,370,000 
13,467,000 


13,413,000 
12,761,000 
11,644,000 
11,365,000 


10,720,000** 


9,416,000 


9,373,000 
8,543,000 
8,520,000 
8,245,000 


7,939,000** 


7,034,000 
6,999,000 
5,758,000 
4,292,000 
4,284,000 
3,380,000 
3,264,000 
2,568,000 
1,983,000 
1,450,000 
1,389,000 
1,170,000+ 


1,147,000 

1,030,000 
824,000+ 
656,000 
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TELEGRAM 
TO THE JOBBER’S SALESMAN 


From 


THOMAS A. EDISON 


On the Occasion of the N. E. W. A. Convention in Hot Springs 


‘Trade Follows Light” 


CGicen 


should put into three short words such a power- 

ful message. The readers of THE JoBBER’s SALES- 
MAN, as well as the executives gathered in session at 
the National Electrical Wholesalers Association, 
should feel pleased indeed that Mr. Edison has taken 
the time to send a telegram carry- 


|: IS characteristic of Thomas Edison that he 


“Great National Asset,” as he has been called. 
The sponsorship of Light’s Golden Jubilee lies in 
singularly appropriate hands. First, the Edison 
Pioneers—that unique little group of veterans of the 
Age of Light—who helped and are still helping to 
develop this wonderful epoch. Among the members 
are a Japanese, a colored man, and 





ing a thought which ties-in so well 
with their activities. And, THE 
Jopper’s SALESMAN, speaking for its 
readers, is indeed indebted to Mr. 
Edison for his thoughtfulness. 

The invention by Thomas Edison 
of the first practical incandescent 





LIGHT’S 
GOLDEN 
JUBILEE 


many of the outstanding figures in 
industrial America, including Henry 
Ford. The Edison Pioneers meet 
once a year on Edison’s birthday to 
honor the “chief.” At the annual 
meeting held February 11, 1929, this 
“Old Guard” suggested Light’s 








lamp on October 21, 1879, ushered in 
the “Age of Light”. Just a hundred and ten years 
before, James Watt inaugurated the “Age of Steam” 
by his invention of 
the steam engine. 
Light’s Golden Ju- 
bilee will be the 
greatest tribute that 
has ever been paid 
to a man, living or 
dead, because it 
bows before a man 
whose deeds place 
him’ definitely 
among the greatest 
of the immortals. It 
takes its bigness, its 
impressiveness, its 
constructive- 
ness from the man it 
honors. The man of 
miracles. The 





Late into the Night Edison Toiled 
that the World Might Have a 
New Source of Light 


JUNE, 1929 


Golden Jubilee to the world at large. 
The response to this suggestion was immediate, 
enthusiastic, and universal. A sponsoring committee 
of probably one hun- 
dred people is being 
formed—a commit- 
tee of distinguished 
men and women, rep- 
resentative of every 
field of human en- 
deavor. It will be 
the aim of this com- 
mittee to make 
Light’s Golden Jubi- 
lee an expression of 
all the people just as 
all of the people 
have been reached 
and benefited by the 
works of Thomas 
Edison. 
(Turn to Page 52) 
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Edison Lights His New Lamp. 
The Age of Light is Begun 
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Fifth Annual 
GuMMER SALES 
ontest 


THE [OBBER’S SALESMAN’S An- 

nual Contest Starts July 1. Have 

Your Sales Manager Enter You 

at Once 
‘A RE you going to have a sales contest this year?” 
That is the question asked of our field men 
whether they are traveling north, east, south 
or west. And, the answer is, “Most assuredly, yes,” 
for not only is the contest of the keenest interest to 
the salesmen themselves, but also the increase in the 
volume of business done each summer, as indicated 
by the chart shown here, is proof indeed that it is a 
most constructive step in the interest of the electrical 
wholesaling industry. 

A good many of the men are now “old timers” in 
the contest. They know the steps to be taken quite 
as well as we do. In order, however, to protect your 
interest, make certain that your sales manager has 
entered you on the entry blanks furnished him for 
that purpose. 

For the benefit of those men who are entering the 
contest for the first time, it might be well to outline 
briefly the major steps in the contest. 

First of all be certain that you are entered by your 
sales manager. After your name has been sent in 
you will receive, the latter part of this month, a folder 
which will give you complete instructions concern- 
ing the competition and just what you are to do. 

For instance, certain manufacturers’ products only 
will be eligible in the contest. The complete list of 
these manufacturers will not be available until the 
latter part of June for the July issue, and the latter 
part of July for the August issue. So by July 1 
you will have in your hands a complete list of the 
July eligible manufacturers. This list will be printed 
on the special July score card and on August 1 you 
will have a complete list of August eligible manufac- 
turers which will be on an August score card. You 
will find that quite a number of the manufacturers 
listed on these score cards are among those whose 
products you are regularly selling. 

We give a cash prize of $25.00 to the salesman 
anywhere in the country who sells the highest 
amount of any manufacturer’s product as shown by 
the score cards turned in. That is to say there is a 
$25.00 prize for high score on each eligible manufac- 
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tive 


1925 1926 1927 1928 


turer in July and a similar prize for each eligible 
manufacturer in August. If there should be dupli- 
cate high scores submitted in any case, duplicate 
prizes will be awarded. As stated above, all this will 
be fully explained in the folder which will be sent 
you this month. Read the instructions carefully and 
note particularly that your score card must be coun- 
tersigned by the sales manager of your company. 

This is strictly a jobber’s salesman’s contest. By 
this we mean that sales managers, department man- 
agers, officers of the company and city desk men are 
not eligible. It seems each year that we receive re- 
ports from executives, but obviously it is unfair to 
the salesmen to ask them to compete against the offi- 
cers of the company. We realize that officers in 
some of the smaller companies go after business reg- 
ularly. Still, in most of the cases, these men on ac- 
count of their positions have special entree to busi- 
ness that the average salesman does not possess, so 
the rule to eliminate them was made. 

In addition to the cash prize, a premium will be 
awarded to every salesman sending in a report. As 
repeated in former years, we are determined to make 
this a contest without “Blanks” as we feel that any 
salesman who is interested enough to follow through 
and shows sincere effort by turning in his score at 
the end of the month should be rewarded. 

Bear in mind that there is no rule against your 
winning more than one cash prize, in fact the oppor- 
tunity is before you to win many of the prizes and 
in the past some of the salesmen have been awarded 
two or three prizes in a month. 
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Geo. E. Cullinan, Chairman, N.E.W.A. 


NFORTUNATELY for the effect upon its 

readers, the use of superlatives in describ- 

ing various meetings and conventions has 
become so general that when one resorts to them in 
all sincerity it is difficult to make them convincing. 
For instance, it can easily be said that this year’s 
Hot Springs meeting of the National Electrical 
Wholesalers Association is the most important yet 
held by that organization. And still, that statement, 
too, sounds like all others unless some definite rea- 
sons are given for that opinion. So, it might be 
well to consider some of the things which are to 
be discussed. 

If the convention were to do nothing else but 
delve deeply into the subject of modern merchan- 
dising brought about by changing conditions, that, 
in itself, would determine its importance. There is 
no doubt we are undergoing a change in merchan- 
dising methods, and jobbers must take cognizance 
of this condition if they are to cope with it. The 
diverting of electrical merchandise, particularly ap- 
pliances, to other channels needs consideration, This 
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Te NAKETING 
Will Come 


()RDER! 


The National Electrical Wholesalers Association Meet- 
ing at Hot Springs Gives Promise of a Most Fruitful 
Gathering. Pertinent Problems on Which Committee 
Research Work has been Done are up for Solution 


business belongs to the electrical wholesaler. How 
he is going to hold it, how he is going to secure 
that portion of it which has become lost to him 
these are problems which undoubtedly will come in 
for serious discussion. 

The activities of the chain stores in particular is 
a subject which requires serious, intelligent study. 
Nothing can be gained by refusing to recognize this 
powerful presence in the field. It is only by rec- 
ognition of this problem that a solution of it can be 
arrived at. There will be plenty of formal and 
“front porch” discussions on these phases of mer 
chandising. 

The final report of the Department of Commerce 
on the study being made of an electrical wholesale 
house will be presented at the meeting. This report, 
which was received in preliminary form prior to 
the meeting of the executive committee in Wash- 
ington last February, indicated some startling fig 
ures on the size of the orders being handled by 
men engaged in the wholesaling of electrical ma 
terial. 

The purpose of the study is to develop definite 
cost formulae from which the relative profitableness 
of customers, services and commodities may be de- 
termined to the end that standard practices of cost 
finding may be adopted by the entire trade. 

Many jobbers will be astounded to learn that in 
this survey 52% of the total orders received were 
for amounts of less than $10 and that these orders 
accounted for just 7% of the total volume. 
These figures are quoted to give an insight into the 
kind of report being prepared so that its signifi 
cance may be grasped readily by those who are not 
familiar with it at the present time. 

The report of the executive committee promises 
to prove most fruitful. W. R. Herstein, chairman 


sales 
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of the fact-finding committee, has placed in the 
hands of the executive committee the results of an 


Westinghouse Agents’ 
Jobbers Club; the Gray- 
bar group and the inde- 
pendent or “Free Lance” 
wholesalers. It has also 
examined the methods 
adopted and the results 
obtained by such organi- 
zations as: The Radiola 
Club; the Radio Whole- 
salers Association, and 
the Automotive Supply 
Jobbers’ Association. 

It might be well to in- 
ject here that the execu- 
tive committee will rec- 
ommend to the member- 
ship that an amendment 
to the By-Law be adopt- 
ed which will provide 
that the chairman of the 
executive committee 
should also have the title 
of president. 

The membership of an 
association is a subject 
which cannot for a mo- 
ment be neglected. Mar- 
tin J. Wolf, chairman of 
that committee, reported 
that to interest new mem- 
bers a program for the 
future must be carefully 
outlined. There is no 
doubt that serious con- 
sideration will be given 
this phase of the associ- 
ation’s problems at the 


convention. Steps will certainly be taken to get 
more members into this 


Some of the “Regulars’”” Who Will be on Hand 





E. Donald Tolles 
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OUTLINE PROGRAM 
Hot Springs Convention 
May 27 to 31, 1929 
Monday, May 27 


A. M.—2:30 P. M.—8:30 P. M. 
Meetings of the Executive Committee. 
Tuesday, May 28 

A. M.—Meetings of Fan Motors, Incan- 

descent Lamps, Household Motor 

Driven Devices, Lighting Fixtures and 

Reflectors, Pole Line Hardware, and 

Wiring Devices Committees. 

P. M.—Meetings of Conduit and Wire 

Conductors, Dry Batteries and Flash- 

lights, Heating Devices and Radio Com- 

mittees. ; 

P. M.—Meetings of Conduit Fittings, 

and Bare and Insulated Wire Commit- 

tees. 

P. M.—Executive Committee meeting. 
Wednesday, May 29 

A. M.—Opening Session for Members. 

P. M.—Atlantic Division Meeting. 

P. M.—Central Division Meeting. 

P. M.—Executive Session for Members. 

P. M.—Session for Members and Guests. 
Thursday, May 30 


A. M.—Session for Members and Guests. 
Report of the Department of Commerce 
on Distribution Study made in a whole- 
sale Electrical house. 

Afternoon—Golf Tournament, Putting 
Contest, Cards, etc. 

P. M.—Session for Members and Guests. 
(Speakers and entertainment features to 
be announced later.) 


Friday, May 31 


A. M.—Final Executive Session for 
Members. 

















W. R. Herstein 


national association. relation to appliance sales. 


W. J. Kranzer 





The finance committee is now headed by John A. 
Duncan who was appointed by Mr. Cullinan to fill 
investigation having especial reference to: The the vacancy created by Mr. Thomas’ resignation. 


Among other reports 
will be that of T. B. Ca- 
bell who will carry a 
message having to do 
with the winter meeting 
of the electrical commit- 
tee of the National Fire 
Protective Association. 

While the Free Lance 
group consisting of en- 
tirely independent units 
is said to be still in its 
formative period, it has 
already discovered and is 
now dealing with numer- 
ous problems of a more 
or less personal nature in 
which the members have 
an identical interest. This 
group undoubtedly will 
have some most interest- 
ing sessions, 

The Biddle Plan will 
prove one of the most 
important subjects at the 
convention. It is now in 
operation in a sufficient 
number of cities for the 
Association to get an ex- 
cellent cross-section view 
of its developments and 
merits. 

Elsewhere in this issue 
are given the statistics as 
to jobbers’ sales compiled 
annually by THE JOBBER’s 
SALESMAN. Certain trends 
are to be noted there in 


comparison with previous years, and particularly in 


(Turn to Page 52) 





E. M. Keatley 
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“Troubles that Would be Laughed Away 
by Rested Brains are Bungled into Bigness” 


Says Bruce Barton 


NE reason for the world’s tribulations 
is lack of sleep. Men who ought to be 
firm-nerved and resolute are vacillating 
and irritable. 
Troubles that would be laughed away by 
rested brains are bungled into bigness. 
The world is too much ruled by tired-eyed 
men. 


If you want to prove this to yourself look. 


at the flash-light pictures taken. They help 
to explain why government and business are 
not more efficient. 

. Dr. Richard Cabot hit the nail on the head 
when he said: “To avoid overeating and al- 
cohol and the cigarette habit are matters of 
self-control. But to get the sleep one needs 
(which means all that one can possibly soak 
into one’s system in twenty-four hours) often 
takes courage—the courage to refuse invita- 
tions, to invite ridicule, to seem odd or ‘puri- 
tanic.’ I believe that more minor illnesses 
are due to lack of sleep than to any other 
recognizable factor. A person catches cold, 
gets lumbago, is constipated or headache-rid- 
den because his vitality is below par, his phys- 
ical expenditure beyond his physical income. 
Sleep would set him square with the world; 
but to get sleep means sacrificing the eve- 
ning’s fun. This he won’t do, and so he runs 
in debt, and is chronically edging toward a 
breakdown.” 


HEN Perseus, the last king of ancient 

Macedonia, was confined as a prisoner 
at Rome, his guards wished to put him out 
of the way without leaving any marks on his 
person or bringing down the displeasure of 
their superiors. 
JUNE, 1929 





Harris & Ewing 


They accomplished their purpose by keep- 
ing the poor fellow awake day and night. 

Napoleon sent 30,000 of his trained veter- 
ans to Haiti to reduce the negroes led by 
Toussaint L’Ouverture. A few months later 
a bedraggled 5,000 withdrew. 

What had happened to the other 25,000? 
Shot? Toussaint did not have ammunition 
enough to shoot very many. 


IX adopted a simpler and more effective 

plan. Night after night he would 
threaten an attack. All night long a few of 
his men would continue the pretense—and 
all night long the French would toss in 
sleeplessness. 

They had faced the best men of Europe and 
won; they could not conquer the loss of sleep. 

“Those who are habituated to full and reg- 
ular sleep are those who recover most readily 
from sickness,” says Dr. Benjamin W. Rich- 
ardson, and adds: “The observation of this 
truth led Menander to teach that sleep is the 
natural cure of all diseases.” 

Menander was right. We should have 
fewer doctor bills; fewer deaths of middle- 
aged men; fewer quarrels—yes, even fewer 
wars—if the nerves of all men were kept 
toned and sweet by a generous measure of 
sleep. 

In all literature there is no finer line than 
this: “He giveth His beloved sleep.” 
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This ts number 110 in our series of sketches of prominent wholesalers 


Men You Should Know 


J. L. KLINE 


President, Western Light & Fixture Company 





UST about the time the 
f| boys in blue and gray 

were buckling on their 
belts preparatory to a pri- 
vate war of our own, Joseph 
Lyon Kline got his first 
glimpse of the world in Den- 
ver, Colo. It was, to be 
exact, on September 10, 1861, 
that he was born, and he 
remained in that city,— 
which of course was little 
more than an outpost in 
those days,—until early 
manhood. He was, how- 
ever, fortunate enough to 
complete his grade and 
high schools there, but the 
far west held a charm for 
him so he moved to Seattle, 


cital. 


longs. 





An Unselfish Life 


N REVIEWING the life of 

Joseph Kline, one is deeply 
impressed with the predominant 
note of unselfishness which 
sounds throughout its entire re- 
His interest in his em- 
ployes, his activity in the in- 
dustry, his concern over all with 
whom he comes 
speak volumes for the charac- 
ter of this man who has built 
for himself a permanent niche in 
the industry to which he be- 


St., where the company is 
today. The building, which 
was especially designed for 
conducting a wholesale elec- 
trical supply business, is en- 
tirely occupied by the com- 
pany but now the warehouse 
has fallen far short of the 
demands of the business and 
before this year is over, the 
company expects to be in 
larger quarters. 

Holding firmly to strict 
business ethics, and backed 
by a keen business percep- 
tion and rare merchandising 
ability, Mr. Kline has guided 
the activities of his company 
to its present prominent po- 
sition in the industry. 


in contact 








Wash., where he remained 
until 1910. During his stay 
in Seattle he worked for others at the various mer- 
chandising occupations open to the average young 
fellow, but he decided that working for oneself was a 
much better idea, so when he reached Los Angeles, 
which is where he headed for when leaving Seattle, 
he started a retail gas fixture supply store on Broad- 
way. 

Electricity had, during this time, been coming into 
its own, and Mr. Kline was not slow to take advan- 
tage of the apparent opportunities existing in this 
new, fast growing industry. He kept pace with the 
demand for electrical materials and fixtures and it 
was not long before he had a completely stocked 
electrical supply store. 

While still conducting a retail business, J. L. found 
that many of the electrical contractors preferred to 
make their purchases from the Western Light & 
Fixture Co., which was the name he had chosen for 
his business. He did not hesitate to serve these con- 
tractors, and, as a consequence, it was not long be- 
fore his wholesale branch of the business was 
exceeding in volume the amount done by his retail 
department. So, as soon as conveniently possible, the 
retailing was abandoned altogether. 

The firm soon outgrew its Broadway quarters and 
Mr. Kline secured a location at 301 S. Los Angeles 
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The man himself always 
has been a keen student, ap- 
plying himself to the subjects which would best fit 
him to meet the changing conditions of the day. He 
still studies economics and uses this knowledge in 
the conduct of his business. He is, as well, an enthu- 
siast of philosophy and the author of many epigrams 
such as: “All of us can do a better job if we are not 
too particular who gets credit for it’; “everything 
comes to him who goes after it”; “no job is well done 
that could be done better’; “there is no incentive like 
a busy boss”; “let your character be such that none 
can say aught against you”; and “a business is only 
as strong as the man at its head.” 

As a boy his hobby was fishing, but this pastime 
has been abandoned for many years. And, at the 
present time, he has no particular hobby.. 

During his life Mr. Kline has given freely of his 
time to civic and social matters. He is a member of: 
The Advisory Committee of the California Electrical 
Bureau; the Los Angeles Electric Club; the United 
States Chamber of Commerce; the Los Angeles 
Chamber of Commerce; Los Angeles Commercial 
Club, and the I. O. O. F. 

He has been extremely active in the National Elec- 
trical Wholesalers Association and was recently 
elected chairman of the Pacific Division. 

Although a man 68 years of (Turn to Page 48) 
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J. L. Kline 


esident, Western Light & Fixture Co., Los Angeles 
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News in Views of the Day 















Watch It Grow 

X-ray moving pictures of rad- 
ishes growing. Arthur C. Pills- 
bury, California photo-botanist and 
X-ray motion picture expert, is 
making X-ray motion pictures of 
the way a radish grows. This has 
never before been done. The 
siphon on the left of photo keeps 
the water at an even level. Note 
how the roots can be plainly seen. 


—Wide World Photo. 
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It's a Dog's Life 

Life in a dog and cat hospital is not so bad 
as can be seen from this photo, dealing with 
modern scientific health, beautifying, and arti- 
ficial, stimulatory conditioning of dogs and 
cats, as performed at the Miller Dog and Cat 
Hospital, one of New York’s leading medical 
centers for sick animals. “Who wouldn’t en- 
joy being in a hospital?”—So says this wire- 
haired terrier as Dr. Zepp, superintendent of 
the hospital, gives him a sun-bath with the 
aid of Miss Sylvia Marshall. 






Paris Illuminated 


The Samaritaine, one 
of Paris’s largest and 
most famous depart- 
ment stores, brilliantly 
illuminated at night. 
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Renewals 


HEN you buy renewable 
fuses you save on yearly 
fuse costs. But how much 


yOu save is measured in terms of 
renewals—the number of blow- 
outs each fuse will withstand. 
Union Renewables endure the 
stress and strain of an unusually 
large number of blowouts. The 
extra heavy grey horn fibre casing 
—vented by an exclusive method 
which quickly releases the tre- 
mendous pressure of blowing — 
insures exceptional strength — 
longer life and service and reduced 
fuse costs. Simplified design and 
fewer parts make for quicker, eas- 
ier renewals—less ‘‘time out’’ 
when a fuse blows. Made in knife- 
blade and ferrule types for de- 
¥ pendable, low cost protection of 

. = ; all sizes of motors. 

A 3 a f ' Catalog No. 33 gives detailed informa- 
ae e Soa tion. The Union Fuse Chart indicates the 
at : j ; proper size fuse to use on all motors. 
; : - Shall we send you a copy? 

? é : Jefferson Electric Company 
gle 1 F 1519 West 15th Street Chicago, III. 


e134 334°43¢)) | 





UNION FUSES 


Because they are worth more they really cost less 
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Piano Manual Made Easy 


Here is a novel, modern, and unique 


method of acquainting the novice 
plano student with the keyboard of 
the instrument. The instructor sits at 


the piano (foreground), and her stu- 
dents sit at dummy keyboards. As she 
presses the keyboard of her own in- 
strument, lights on the dummies in 
dicate the keys she is touching, and 
the students press them down noting 
the indicators which name them as 
they are pressed.—Herbert Photo. 
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A Highly Complicated and 
Delicate Instrument 

Here we have a_- skilled 
craftsman at the Western 
lectric Ca:'s Hawthorn 
Works in Chicago doing his 
bit that you may hear sound 
pictures. The machine in the 
photograph is a highly com 
plicated and delicate instru 
ment for the microscopic ex 
amination of adjustable aper 
tures which give perfection of 
shape and_= size of picture 
shown on the theater screen 
Absolute accuracy is necessary 
in this operation as the slight 
est irregularity would appear 
on the screen magnified about 
2,500 tim es .—Underwood 
Photo 

















Putting Board Boys 
Out of Work 


A new apparatus de- 
signed to revolutionize 
the equipment of broker- 
age houses, doing away 
with the manual posting 
of price changes” on 
stock market quotations, 
will shortly be put into 
operation in the financial 
district. It is electrically 
operated from a central 
point and is able to cope 
with a  10,000,000-share 
day and with any num- 
ber of stocks. The elec- 
tric board was developed 
by the Telerigester Cor- 
poration of which Rob- 
ert L. Daine, French 
war ace, is president.— 
Underwood Photo. 
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Standard authorized dealer contest during 
month of June offers valuable prizes for 
jobber’s salesmen—write for details. 











Out 
in 
front! 


The 




















“Royal Standard” 








heads the list of all Standard successes! 


Every day brings additional proof that the 
“Royal Standard” has an unusual appeal 
to the trade and the public alike. Design- 
ed from an entirely new viewpoint, the 
“Royal” embodies unusual, valuable fea- 
tures. Extremely capacious oven—18"x18" 
x14".—Recessed oven burners, permitting 
use of whole oven.-- Combined ther- 


mometer, temperature and time and tem- 
perature control. Automatic or non-auto- 
matic as desired.— Curved streamline de- 
sign, free from bolts, and with concealed 
door-hinges.— Unusually ample cooking- 
top, with four hot-plates.—Finished in 
white porcelain enamel of the finest quali- 
ty.—Priced to offer exceptional value. 


There is every evidence to warrant the statement that the 
“Royal” Standard offers exceptional merchandising oppor- 


tunities. 


Write for full information. 


THE STANDARD ELECTRIC STOVE COMPANY, TOLEDO, OHIO 





ELECTRIC RANGES 


“Standard quality is never questioned” 


INDUSTRY 








Standard 


—a source of supply 
for all electrical cook- 
ing requirements. 


Standard makes not only 
domestic ranges, of all 
kinds, for residential use 
(with special types for a- 
partments ) but also heavy- 
duty ranges for clubs, res- 
taurants and similar use. 
—Standard also makes 
hot-plates and griddles, 
fireless cookers, coffee urns, 
electric ovens, and electric 
water heaters. You can 
use the Standard line to 
advantage as a complete 
line, or as a supplement- 
al source of supply on the 


items mentioned above, in 


which a large amount of 
business is available. 


Ask us for a copy of 
catalog 16-B. 


——————— 
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Sweeping the Highways 
How many punctures will 1,150 pounds of nails 
and fragments of steel distributed over a distance 
of one mile, cause to the traveling public? Here 
is a thought to give the motorist pause. This is 
the actual weight of the “junk” picked up by 


the “Vacuum Cleaner” of the Arizona State 
Highway Commission on the Phoenix-Yuma 
highway It was designed and assembled in the 


yards of the Arizona highway department under 
the direction of M. H. Hasler, equipment engi 
neer, and looks much as you see it in the above 
picture. An ordinary three ton Liberty truck 
one of the discarded army transport. trucks, 
is equipped with a separate power plant for the 
operation of the magnets. This plant is a gaso 
line motor with a 3,000 W. 230 volt D. C. gener 
ator, supplying power to three magnets. The 
generator is equipped with a rheostat for con 
trolling the power fed to the magnets.—IP. & A 
Photo 


Dunninger Dumfounds the Mediums 
Joseph Dunninger, savant of psychical research, 
who has been showing up so-called spiritualist me 
diums for science and invention, has devised, after 
many years of study, a series of mechanisms, by 
which he can reproduce many of the tricks of the 
mediums in broad daylight, and with witnesses 
watching the demonstration. He operates a drum, 
the sticks of which tap out spirit messages, seem 
ingly without human direction; makes the jaws of a 
human head click, writes on a slate, and so forth 
lo watch Dunninger’s performance is to witness an 
uncanny manifestation of ghostly activities, until, 
at the end of the show, Dunninger takes off his coat, 
and reveals his control mechanism about his body. 

Then it all seems so simple.—Herbert Photo 





A Tunnel for a Picture Frame 
On the left is shown a novel view of the charming little 
town of Poschiaro, Switzerland, which nestles snugly _ be- 
tween magnificent mountain peaks. This is a typical view 
of Swiss landscape beauty as seen from the Bernina railway 
between St. Moritz and Virano, Italy—Underwood Photo 
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Vlad i}1 
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Reflector & Illuminating Co. sive 


Manufacturers & Engineers , GLASS 
1411 Jackson Blvd., Chicago, U.S.A. REFLECTOR & 
REPRESENTATIVES IN ALL PRINCIPAL CITIES ILLUMINATING 
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Outstanding Features 


Reflector Type elements—660 watts, as efficient as 
any 1000 watt elements. Saves 50% current. 


Large Oven—its oven is as large as that found in 
any household electric range. Illustration shows 8 
lb. roast, pan of escalloped potatoes, and two vege- 
tables being cooked at the same time. Ample 
capacity for large family—cooks a meal for ten 
people—and it is surprisingly fast. 


Oven temperature indicator—no guessing. Correct 
oven insulation by means of dead air spaces. This 
means cooler kitchens, no insulating material to 
burn or become foul. 


Compact design—occupies space only 2634” from 
front to wall, 23” wide and 40” high. 










This is the range your dealers have been 
waiting for—a high quality, efficient, fast, 
beautiful electric range, at a low price. 
Stock this early— it’s a great summer seller. 


YOUR DEALERS 


Will Find This Range 


Easy to Sell 
and Profitable 


The NEW 


ARMSTRONG 
Wall Outlet Range 
Beautiful Portable Ef ficient 


No 
Installation ’ $ 50 
Cost ¢ Retail 


Denver and West 


$108.50 








A Real Oven 14" x 14" x 1914"— and FAST! 


Portable because of compact size, light weight and 
no special wiring required. 


Large warming shelf, back of two top elements. 


Beautifully finished in china-white baked-on porce- 
lain enamel, with grey enamel trim and legs. 
Highly polished nickel plated hinges. 


Remember this range is “Package Merchandise”’— 
a full size range as portable as a radio—yet re- 
quiring no heavy duty wiring. Here is a range 
you can get apartment house business with. 


The Armstrong Electric & Mfg. Corp. 


West Virginia 


Huntington 
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Adventures of 


Hard Luck Sam 























By COIT A. (DUKE) SMITH 


EAR Phil: I will send 
this via air mail so 
you can start peddling 


it among the hounds without no delay—I know you 
love to broadcast all my flops and had you lived in 
the days of the Puritans you would of been in the 
stocks regular for gossiping. 

But never mind that, you’re a fine press-agent 
and I’m like Georgie Cohan, who says: “I don’t 
care what you say about me, just so you say some- 
thing.” Only be sure and tell ’em that poor Sam’s 
honest methods is out of place among all these 
wiseacres which can’t enjoy their supper unless they 
pulled a fast one on some poor peddler. 

First I want you should cast your mind (such as 
it is) back over the years to when you and me was 
in seventh grade studying algebra and Latin in 
Grace Sheldon’s room at the old Forrestville School. 
You was way ahead of the rest of us and I remem- 
ber how the teacher would let you take us for a 
ride with Caesar when he was making a slaughter- 
house out of Gaul. 


JUNE, 1929 


CAVEAT VENDOR 


Well, I only remember a 
few slices out of my Latin, 
but believe me, one of ’em 
sure sticks in my mind, That’s this here now “Caveat 
Emptor’—‘Let the buyer beware,” which was the 
slogan of organized business about the year 1900 
B. R. (Before Rotary). 

“Let the buyer beware!” In other words, if Me- 
dulla Oblongata went down to the market place 
with a bag of gold and came back with a blind 
mule or a chariot with broken bearings, that was 
just too bad, and all the sympathy he got was the 
“Royal Raspberry.” The only comeback he had was 
to watch his chance and nick some other boob for 
a flock of gold ducats. 

Yep, that was the dope in the old days but not 
now and I’m putting out all this paper and ink to 
wise you up that today it is “Caveat Vendor”—the 
boy that sells is the one that has to be alive every 
minute or all he will have is a silly grin and the 
bag the snipe was supposed to walk into. 

I guess the buyers just got tired of being the fall 
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guys all the time and started thinking up fast ones 
of their own, and boy, they’ve discovered plenty of 
ways to give a salesman gray hair and nail-biting. 

Suppose you smell out a bird that has a great 
big order on tap. You never batted his pitching 
before and all you can do is guess. He says he 
needs 1,500 ft. of lead cable and what’s your price. 
You look on page 687 and you tell him it will set 
him back—say a dollar a foot. 

He looks at you for a minute like you had a 
“Smallpox” sign around your neck and then he goes 
epileptic all over the shop like a chicken with its 
head off. After you catch him and sit on his chest 
he screeches that he can buy the cable from Hoosis 
for 87 cents a foot. Now, if you stand pat you will 
probably get the order but if you weaken, you 
might as well be a galley-slave and him the ad- 
miral—you'll never get another order out of him 
without an argument. 

Now, that’s only the common or garden variety 





of stunts for chiseling an extra 10% and getting 
you in bad with your house. Not many of the old 
timers will fall for it these days. But this here 
haggling is like game fishing—if the buyer don’t 
hook you with minnows he'll switch to frogs or 
pork rind, and there you are. If you go to sleep for 
a second you'll wake up with one of those orders 
that make a sales manager write you in longhand, 
because if he dictated it his stenog would quit. 

You know me, Phil, I’m always the contractor’s 
friend when he’s got a big job and I see a chance 
to clean up. I'll do anything in the world for a 
guy if he’ll only give me all his business. But I’m 
beginning to have my doubts about that big-hearted 
stuff—too many crooks and ingrates in the game, 
who will give you the old oil to your face and then 
kick you in the pants if you turn your back to tele- 
phone. 

When some peddlers work on a big wiring job 
they get on one contractor's (Turn to Page 48) 








New jobs for robots were demonstrated at a meeting of 
the New York Electrical Society in New York City, when 
Dr. H. H. Sheldon, Professor of Physics at New York 
University, showed how a photo-electrical cell can not only 
do away with traffic policemen but can also avoid many un- 
necessary traffic delays. It can be termed in this connec- 
tion an automatic eye. Underneath the street and overlaid 
with a “mushroom” covering so as not to obstruct traffic, 
lies the sleeping robot. As soon as a vehicle crosses the 
mushroom covering, the shadow of the vehicle falls on the 
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automatic eyeball and awakens the robot to electric action. 
His first impulse, which is automatic and never fails, is to 
switch the green light to red on the main road and red to 
green on the side road, so that the car which has just 
caught the eye may cross the road in safety. After a brief, 
stated interval, if no other car on the side street casts a 
shadow upon his vision, the robot automatically obeys his 
impulse, which switches traffic lights back again to their 
original status and lets the main line traffic proceed. 
P & A Photo. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. . 





EASTERN STATES* | CENTRAL STATES* || WESTERN STATES* 
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EASTERN STATES | CENTRAL STATES WESTERN STATES 
ALL 22 LINES COMBINED 
































Good | Fair | Poor |Good | Fair _| _ Poor Good | Fair _ Poor 
0 ee ae! ae. A eae | 21% | 51% | 28% | 27% | 49% | 24% | 38% | 47% | 15% 
Mar. 15—Apr. 15, 1929..........-....0+5-] 28% | 38% | sas ose | at | 25% || 33% _— | 20% 
Apr. 15—May 15, 1928...........-....+... 21% | 44% | 35% 19% : 50% | 31% 27% | 50% | 23% 





*Eastern States include all between the Atlantic Coast and the eastern boundarics of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 
Oklahoma and Texas; Central States include all between. 
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Editorial 





Edison's Message 
To Wholesalers 


HREE short words but how signifi- 
cant! When asked by THE JoBBER’s 
SALESMAN to send some message 
that might be conveyed to the electrical 
wholesalers in convention at Hot Springs, 
they came flashing over the wires—Trade 
Follows Light.” The “Grand Old Man” of 
the electrical industry has thus addressed 
you. He has given you all a text rather than 
a sermon, and it is better so. In this year of 
“Light’s Golden Jubilee” you can keep this 
text constantly before you and build again 
upon the basic principle which it so aptly 
expresses. 

As the moth has been attracted by the 
flame, so have all our industrial and commer’ 
cial activities come to seek the lighted ways. 
And the end is not yet, for modern lighting 
is yet only in its infancy. What is good light- 
ing and adequate intensity today becomes 
dim and inadequate by tomorrow's stand- 
ards. Cities and towns which are centers or 
light focuses now, will soon be only a part of 
great systems of bands and streamers of light 
that will follow our highways from coast to 
coast. To this ever changing, ever widening 
prospect of light and more light, the busi- 
ness of the wholesaler is irrevocably bound. 
In this fact lies the utmost encouragement 
for the future, for truly your trade will fol- 
low the channels of light. 


4 4 4 


Doing Away With 
Price Flirting 


HAIN buying is being seriously con- 
templated by many jobbers in the 
hardware field says a contemporary. 
It is not unlikely that some of them may 
unite their purchasing departments, not on a 
national chain basis but within certain job- 
bing localities. With purchasing depart- 
ments so consolidated it is thought they 
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could command an interest from manufac- 
turers comparable with the chain stores and 
mail order houses. 

This would also help to do away with 
“price flirting.” Many manufacturers claim 
that their selling costs are greatly increased 
on account of this price flirting habit, where- 
by a jobber will ostensibly place an order for 
a season’s business with a manufacturer and 
then at once begin to price-flirt, which com- 
pels the manufacturer to go back and re-sell 
the jobber over and over again. It is said 
that mail order houses and chain stores do 
not do this. Once they decide upon an ar- 
ticle they order for a year and live up to 
their contract, which manufacturers say in 
itself warrants their getting a differential 
price. 


a 4 4 


The Time to Choose 
Has Come 


OMMON sense will tell anybody that 

the time is coming when the manufac- 

turer will not be able to sell the inde- 
pendent retailer, either direct or through the 
wholesaler, and at the same time sell the chain 
or mail order houses at a less price. 

Many manufacturers can straddle the 
fence now and maintain a precarious and 
somewhat galling position, because the mail 
order and chain store business is just coming 
into real prominence and all merchandising 
is generally up-set and not a little panicky. In 
such confused times, the manufacturer can 
get away with murder and is doing it, either 
openly or through the expedient of unnamed 
or differently named brands for the chains. 

But sooner or later it will be very difficult 
or impossible to play the two-price game. 
Both the jobber-dealer and the chain routes 
will persist and one or the other will be open 
to him. But not for long, as we see it, will 
both be open except on a one price basis. The 
jobbers and independent dealers will be bet- 
ter organized and will be better business 














—— 








THE JOBBER’S SALESMAN 























Commment 















































W.J.M‘Laughllim, Managing Editor 


men. And they, too, will have a few mer- 
chandising cards of their own up their 
sleeves. And furthermore, they will know 
what is what. They will say to the manu- 
facturer—Play the chains if you wish, but 
in that case you can’t play us except on an 
equal price footing.” 

So, the manufacturer will come to the 
parting of the ways, and it will be up to him 
to make the decision—whether to send all 
his goods over one route or the other, or else 
divide them two ways but at equal tolls. In 
our judgment, it would be the proper time 
for him to make the decision now, for the 
efficient jobber-dealer set-up of the future is 
going to have a long memory for its friends. 


=.9% 4 


Your Right 
to the Road 


LL this talk and discussion about the 
high cost of merchandising; all this 


scrambling and uncertainty and wor-’ 


rying; this hot discussion over jobbers, 
dealers, chain store movements, department 
store chains; this floundering around, if you 
wish to call it such, is over what? Accord- 
ing to one authority, the LaSalle Extension 
University, it is over 15% of the goods dealt 
in by commerce. The other 85%—big busi- 
ness—flows simply and silently through 
smooth channels. Iron, steel, copper, raw 
materials in general, the great finished prod- 
ucts like locomotives, generators, heavy con- 
struction machinery and a hundred and one 
things that might be mentioned are bought 
much in the same old way, by a comparative- 
ly few big buyers who deal with a compara- 
tively few big salesmen or executives. By 
comparatively few is meant few in compari 
son with the hundred million individuals 
who buy the 15%—for every one after the 
age of four or five years becomes a buyer of 
some sort. 





Whether wholesalers are going to live or 
die out, whether chain stores are going to 
dominate the land, or cut their own throats 
and bleed to death, whether salesmen are 
going to fade out of the picture, whether the 
individual merchant is doomed, whether the 
manufacturers shall deal through 20 classes 
of dealers or only one—all this hullabaloo is 
over 15% of the goods of commerce. 


And these words that we are writing don’t 
amount to what is ordinarily known as a 
tinker’s damn as far as throwing light on the 
situation goes, although we have as good a 
right as anybody to stick in our oar. 

In seeking to pass this 15% of the coun 
try’s merchandise over a narrow road never 
built to accommodate its tremerdous bulk, 
which has doubled or trebled the last two or 
three years, we are in much the same position 
as traffic gets into every Saturday and Sunday 
on the few good roads leading into a big city. 
If we keep our nerve, steer carefully, look as 
far ahead in the line as we can and have some 
respect for the other fellow’s rights, we will 
eventually get through, and everybody will 
make some progress. But the hoggish guy 
that gets smart and tries to weave in and out 
to show that he is a “hard driver’—you 
know the kind—simply delays the whole 
line, gets along no faster himself and is often 
the cause of a complete tie-up until his re- 
mains or those of his victim are removed. 


There is room for all kinds on the road of 
15 per cent. The jobber is going to get 
through, the dealer will get through, so will 
the chain store, the specialty dealer—all in 
good time. Perhaps more and wider roads 
will be built next summer. Perhaps a lot will 
not be driving five years from now. But the 
15% will flow on and all that any of us can 
do is to keep moving with the trafhc and by 
our judgment, alertness and observance of 
the common laws of traffic prove our right to 
a share of the road. 
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News From The Wholesale Field 
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Southern New York Moves 
Branch 
The branch offices of the South- 
ern New York Electrical Supply 
Corp., formerly located at 240 W. 
Water St., Elmira, N. Y., have 
been moved to 213 Baldwin St. 
The Water St. warehouse was 
found to be too small to take care 
of the present volume of business. 
ok * 3K 
McDonald Electric Opens 
Branch 
The McDonald Electric Co., 
Inc., Miami, Fla., has opened a 
branch warehouse in West Palm 
Beach at 500% Palm Ave. W. T. 
Clower will be in charge of sales. 
B. K. Oakes is stockman and Ev- 
erett Terry the truck driver. 


., e458 
Andrae Takes Over McGraw 
Electric 
The officers of the McGraw 


Electric Co., with houses in Sioux 
City, Ia., and Omaha, Nebr. an- 
nounce that due to the many other 
interests that have widened the 
scope of their activities during 
recent years, it was decided to dis- 
pose of the wholesale end of the 
business. This has been accom- 
plished through the purchase of 
the business by Julius Andrae & 
Sons Co., Milwaukee, Wis., well- 
known Westinghouse jobbers. The 
newly acquired branches will go 
under the name of the Andrae 
company and will be known as 
the McGraw Division. 


and their Salesmen. 
Month the Personal Element in the Industry. Your Co-operation is 
Solicited in Making this Human Side of the Magazine More Interesting. 


THE JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly «What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 


All this Enables It to Reflect from Month to 





Here is “Herb” Privat who is now 
sales manager of the Metropolitan 
Electrical Supply Co., Chicago. For the 
benefit of those who think we have 
made an error, we hasten to add that 
the above photo shows how “Herb” ap- 
peared when he joined the old Central 
Electric Co., Chicago, some years back. 





A. C. Ruble will supervise the 
activities of both the Sioux City 
and Omaha houses. He has been 
with the McGraw Electric Co. for 
many years as vice-president and 
general manager of the Sioux City 
house. 

Those units of the McGraw 
Electric Co. which have had their 
headquarters in Omaha, namely 
the Central West Public Service 


Co. and the Clark Electric Water 
Heater Division, will continue to 
operate from their present Omaha 
address, occupying one floor of the 
building. 


* * * 


Lake Michigan Advisory 
Committee 

In announcing the first meeting 
of the newly formed Lake Michi- 
gan club in the last issue of THE 
JopBer’s SALESMAN, the temporary 
advisory committee as appointed 
by Martin Wolf, temporary chair- 
man, was given, thereby causing 
some confusion. 

The names of the members of 
the advisory committee who are 
to serve for the next six months, 
as appointed by the elected chair- 
man A. J. McGivern, Manhattan 
Electric Supply Co., Chicago, are 
as follows: Howard Ehrlich, Elec- 
trical Trade Publishing Co.; F. H. 
Shumaker, South Bend Electric 
Co.; P. W. Greene, Middle States 
Electric Co.; Adolph Albiez, 
Englewood Electric Supply Co.; 
Arnold Friend, M. B. Austin Co.; 
“Dick” Wildauer, Arrow Electric 
Co., and “Augie” Meyers, Midland 
Lamp Division, National Lamp 
Works. 


*x* *« * 


Rockaway Expands 


The Rockaway Electric Supply 
Corp., Brooklyn, N. Y., announces 
that it has moved into larger 
quarters at 380 Rockaway Ave. 








Enter the Sales Contest 


If Your Sales Manager Has Not As Yet Entered You In THE JOBBER’S SALES- 
MAN’S ‘‘Summer Sales Prize Contest,’”’ Ask Him To Do So At Once So That You Will 
Be Fully Familiar With Its Details Before July 1. 
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pend 


30 seconds 


to learn about the greatest socket 


tmprovement tn ID years 





See why this mn Hubbell Pull Socket has 
a smoother action .. anda longer life 


| agen mechanism to wiring terminals every detail of this 





new Hubbell Pull Socket is radically different. Every 
part has been entirely changed or greatly improved. The 
resulting better performance you will fully appreciate the 
instant you pull the chain. 
A much smoother, more positive action is attained with a 
completely new ratchet mechanism. Embodying amazingly 
few parts which operate in the simplest possible way, this 








mechanism also insures a long, trouble-free socket life. 


Simplified Mechanism_ 


Shown above, at left, is the new 
mechanism of extreme simpli- 
city. Note: one-piece porcelain 
body; one-piece metal com- 
mutator contact forming center 
lamp contact. Compare this 
mechanism with an old socket. 


Made possible by the simplified mech- 
anism is the new complete stop action of 
ratchet and chain. This feature eliminates 
a cause of short-circuits and trouble. 

Many other advantages are offered by 
this new Socket. Inspect it—we will 
send a sample and detailed information. 


Complete-stop Action— 


At right, above, the ratchet and 
chain is shown brought to 
complete stop when chain 
clasp reaches eyelet. No 
danger of pulling too hard on 
the ratchet. No danger of chain 
pulling loose. 


HARVEY HUBBELL INC., BRIDGEPORT, CONN. 





HUBBELL Pull Socket 
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A. A. GrRAwey has joined the 
sales staff of the Electric Appliance 
Co.'s Peoria branch. 


Two NEW counter men with the 
Lake States General Electric Sup- 
ply Co., Detroit, are R. E. Van 
Hoosear and M. D. Greenwald. The 
company has also employed E. G. 
Moreton as service manager. 


C. C. Brock, who was formerly 
with the F. E. Murray Co., Grand 
Rapids, Mich., is now a salesman 
with the Ackerman Electrical Supply 
Co., of that city. 

E. G. Hinson has been promoted 
from the position of counterman to 
that of a salesman for his company, 
the Illinois Electric Co., Chicago. 


Harry WILSON, salesman, is an 
addition to the staff of the Robert- 
son-Cataract Electric Co., Buffalo, 
Mi. % 


Oran C. Rusk, salesman, Roger 
Woodworth, counterman, Leon 
Tyler, driver, and Louis Graham, 
fixture man, are four new names ap- 
pearing on the payroll of the Elec- 
trical Supply Co., Pontiac, Mich. 
This jobber also announces the addi- 
tion of a one-story warehouse, 40 by 
120 feet. 

J. R. Woopuouse, fomerly with 
the American Electric Co., St. 
Joseph, Mo., is now connected with 
the Continental Electric Co., Kansas 
City, as salesman. 


P. J. FRAHER is the new man cov- 
ering northeastern Illinois for Wein- 
berg & Co., Chicago. This company 
has also employed a traveling repre- 
sentative, E. H. Dawson, to special- 
ize in radio sets and tubes. Wein- 
berg’s service department is now in 
charge of Wm. Franklin. 


Ross Fire, formerly with the Mc- 
Cleary Harmon Co., electrical con- 
tractors, is now a salesman with the 


Fife Electric Supply Co., Detroit. 
This company has also taken on an 
industrial plant specialist—Harry 
Gardiner, who has been district man- 
ager of the Industrial Controller Co. 
for the past nine years. 

Harry E. Roese has resigned 
from the Westinghouse Lamp Co., 
to join the sales force of the Mc- 
Naughton-McKay Electric Co., De- 
troit. 

Tue Foses Suppty Co., San Fran- 
cisco, Calif., has added Henry Mul- 
ler to its inside sales force. 


J. B. Ritrer, who comes from 
Norfolk, Va., where he was em- 
ployed by the Chesapeake & Ohio 
Railway Co., will be in charge of op- 
erations in the store of Chas. W. 
Leveridge, Inc., New York City. 

THREE NEW men with The Bel- 
mont Corp., Minneapolis, Minn., 
are E. J. Leppert, radio salesman, 
J. B. Cotter, general supply sales- 
man, and FE. M. Jacobson, who 
will manage the electrical refriger- 
ation department. 


CuHas. WEIMER will serve the 


trade over the country of the 
Commercial Electric Supply Co., 
Detroit, Mich. 

30B BoRENSTIEN and Joe Kaplan 
have joined the Rockaway Elec- 
tric Supply Corp., Brooklyn, 
N. Y., as salesman and counter- 
man, respectively. 

THE SAGER Electric Supply Co., 
Salem, Mass., has employed Fran- 
cis McCormick as a counterman. 
They say he is going to learn the 
business from the bottom up and 
shows promise of becoming a 
good salesman. 


Gro. P. DorscHEIMER and E. D. 
Knisley are two new boys with 
the Sterns Electric Equipment Co., 


Buffalo, N. Y. 


THe GENERAL Electric Supply 
Corp., Salt Lake City, Utah, has 
acquired the services of two spe- 
cialists—Tom Price will assist the 
dealers with their sales promotion 
and advertising and Eugene M. 
Cannon will give advice to the 
central stations and dealers on 
their Hotpoint range and appli- 
ance sales. 


Ett GOLDSMITH comes to the Ir- 
ving Electrical Supply Co., Inc., 
New York City, as counterman. 


Ira CARGILL has joined the office 
staff of the C. A. Markley Electric 
Supply Co., Harrisburg, Pa., as 
credit manager. 








The Commercial Electrical Supply Co., Memphis, Tenn., is doing fine, thank 
you. Some time we may catch everyone home at once. W. F. Cleveland, man- 
ager, is on the left. In the group, rear, left to right: E. A. McDermott, assistant 
manager;. Cora Miller; Vallie Leonard, and J. A. Hunter. Front: George 
Douglas; W. E. Pickens, and Jimmie Crawford. 
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Your Aui-PurPose Switch 


IN THE 


New Se 


NEW BAKELITE OR METAL COVER 


NEWLY CREATED Switches with the old Reliability 
of your H&H mechanism . . . Out of the whirl of new 
ideas—whipped into practical form by 39 years’ experience. 
Evolved from four decades of switch-craft centering on 
service to the Contractor. Keeping jobs up-to-date, 
up-to-style. Turning time into money always more rapidly. 






No. 610: Surface Tumbler with Snap-on Cover; easiest “snap” 
to install. Clap the cover over the handle—onto the base—and it's on 
to stay! Speeds-up wiring; saves fussing with tiny screws. Stands out 
as the newer, neater sort of job. 






No. 6064: Surface Tumbler with Outlet Box Cover — in one. 


Does a double job with a single device. Handiest possible combination 
for pipe jobs. Switch part has nickeled cover; box cover japanned. 





No. 61/0 B. C.: Surface Tumbler with Bakelite Cover. Here’s 


the switch that stays mew even in air charged with moisture or chemical 
fumes. Cover cannot corrode in damp cellars, outbuildings, laundries, 
mills or factories where steam or chemicals fill the air; residences near 
salt water, etc. 
















No. 6064 B. C.: Switch and Outlet Box Cover combined, with 


Bakelite switch-cover and japanned outlet-box cover. Corrosion- proof 
switch-cover for installations exposed to dampness or chemical attack. 


Each switch here has the stuff in it for lifetime loyalty to 
your customer. All have the famous “balanced mechanism’ 
of the H & H flush-type Tumbler. Smoothest of actions; easy- 
throw; even tension. Ask for new catalogue data-sheet. 


HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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fifty Golden 
ears 


IFTY years ago, Thomas Alva Edison offered 


practical electric light to the world. No longer 





do darkening horizons follow the path of the sun. 


It is with Light's Golden Jubilee that a grateful world 
will pay tribute to the father of a thousand human 


comforts. The greatest tribute ever paid to a living man. 


Light's Golden Jubilee grows day by day —bringing to 
the people of the world a far, far keener appreciation 
of Lighting than they have ever had before. The 
miracles of this Age of Light will be understood as 


they never have before. 


To jobbers of Edison MAZDA lamps and National 
MAZDA lamps, Light's Golden Jubilee offers a golden 
opportunity for developing business along constructive 


and permanent lines. 


EDISON MAZDA LAMPS NATIONAL MAZDA LAMPS 
General Electric 
HARRISON, N. J. CLEVELAND, OHIO 
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“Sittin’ Pretty” would be a good title for this picture taken at the Graybar 
Electric Co.’s Indianapolis branch. All in all, and individually, they’re a mighty 


snappy looking bunch, too, aren’t they? 


Reading from left to right, in the back row, are: L. T. Stoner; F. T. Camp- 
bell; S. C. Keegan; F. C. Kramer; W. L. Krieger; A. J. Callaway; U. Thomp- 
son; A. Togesen; J. D. Campbell, and J. C. Darrow. Front row: R. C. Meyers; 
Dora Sapirie; Emma McNanny; A. C. Wehman; Helen Clark; Mary Allee, and 


W. H. Bodle. 





Changes in Personnel 

WILLIS CrHAK, for the past ten 
years purchasing agent for the Pub- 
lic Service Co. of Oklahoma, has 
been appointed office manager and 
purchasing agent of Nelson & Co., 
Tulsa, Okla. F. L. Murdock, who 
was formerly in charge of purchas- 
ing, has been transferred to the out- 
side as city salesman. 

Tom MOULTON, at one time with 
Pettingell-Andrew, has been placed 
in charge of the fixture department 
of the Robertson-Cataract Electric 
Co., Buffalo, N. Y. 

C. E. GRAHAM has been appointed 
manager of the radio department of 
the North State Electric Supply Co., 
Raleigh, N. C. 


3. M. Kirscu is the new sales 
manager of the Conduit Electric 
Supply Corp., Syracuse, N. Y. He 
comes from the Westinghouse Elec- 
tric & Mfg. Co. 


H. B. Ovsen has been appointed 
assistant sales manager of the 
Commercial Electric Supply Co., 
Detroit, Mich. The company also 
has a new _ purchasing agent— 
C. J. Barrett. 


A. E. SuLiivan, who has been 
calling on the contractor-dealer 
trade for some time in the Buf- 
falo territory of the Falls Equip- 
ment Co., has been transferred to 
the industrial department and is 
now calling on industrial trade. 


Jobbers Sales Activities 

Nort State Electric Supply Co., 
Raleigh, N. C—This company 
reports the completion of a Westing- 
house switch campaign on April 30 
with sales of 200 per cent over the 
quota. 

RoBERTSON-CATARACT Electric Co., 
suffalo, N. Y.—Radio, electric 
ranges and washers are being given 
special attention by this company. 

Netson & Co., Tulsa, Okla.—A 
special campaign is being run on 
Holmes electric refrigerators. 

WEINBERG & Co., Chicago—Spe- 
cial activities were recently started 
on the Stewart Warner 900 series. 


LAKE States General Electric 
Supply Co., Detroit—An_ Edison 
Mazda lamp contest is under way, as 
also are campaigns on Hotpoint ap- 
pliances and “Telechron” clocks. 

Waco ExectricaAL Supply Co., 
Waco, Tex.—Waco is continuing its 
campaign on Hamilton-Beach clean- 
ers. 

BARRETT ELECTRICAL Supply Co., 
St. Louis, Mo.—This company re- 
ports that a campaign recently in- 
augurated on its new radio line, the 
A-C Dayton Navigator, is “going 
fine.” 


Morison Electrical Supply Co., 
New York City—An Easy wash- 
ing machine campaign is under 
way. 








A 2 


The Electric Supply Co., Tulsa, Okla. recently gave a 
dinner to its customers located in the immediate vicinity of 
Tulsa. No shop talk was permitted except for a five min- 





ute introduction by R. C. Stueve, president of the company. 
There were 52 present to enjoy the “good will” dinner and 
the entertainment which followed. 
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Red Seal A. B.C.—Loomflex 


Xduct — 


Electroduct 


All Quality Products 


“Red Seal A.B.C.”—double ar- 
mored bushed cable entirely 
overcomes the wireman’s trouble 
of having the ends of the steel cut 
through the braid and injuring 
the insulation of the conductors, 
causing shorts. 


Xduct (galvanized) and Electro- 
duct (enameled)—the best in 
Rigid Conduits—manufactured 
from pipe of mild steel, well 
formed, soft and uniform in tex- 
ture. Bends, cuts and threads 
easily. Try Xduct or Electro- 
duct on your next job. 


Loomflex is tough, but pliable. 
It is a seamless tube, strong and 
durable, with canvas-like  sur- 
faces, made from special fibre 
cord interwoven with cotton 
yarn. 


Well soap-stoned inner surface 
permits easy fishing of wire, 
while outer surface has double 
coating of moisture and flame re- 
sisting compounds. 


We also manufacture Loomflex 
Cable—a two or three wire cable 
with additional non-metallic pro- 
tection, and also a complete line 
of boxes and fittings. 


These ‘‘Better Wiring Materials’’ are stocked by 
jobbers everywhere. 


AMERICAN CIRCULAR LOOM COMPANY 


90 WEST STREET, NEW YORK, N. Y. 


Branches in the Principal Cities Throughout the U. S. A. 
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The Capitol Electric Co., Indianapolis, Ind., recently entertained its Majestic 
radio dealers at the Hotel Severin. In addition to the banquet and exhibi- 
tions, a play was presented in which all the cast was made up of Capitol 


people. They were: C. C. Matthews; 


George Harlan; Gerald (Jim Service) 


James; G. N. Loucks; Morris Ent, and Eleanor Hansen. Miss Hansen, who 
was the only girl in the play, is seen with George Harlan in the ‘above 
photograph, exhibiting the Majestic ‘ ‘Home Demonstration Record.” The red 
cards are inscribed with all information regarding the demonstration, and 
hung on hooks opposite the names of the various salesmen. When the set 


is sold the card is moved to the “Sold” 


column. 





AMERICAN ELectric Co., St. Jo- 
seph, Mo.—A “25th Anniversary” 
campaign on Hotpoint appliances has 
been inaugurated. 


VARNEY ELEcTRICAL Supply Co., 
Evansville, Ind.—Varney states that 
its Westinghouse automatic iron 
campaign started with a “bang” on 
May 1 and will be carried through 
June. 


Terry-Durin Co., Cedar Rapids, 
Mich.—Here’s another jobber car- 
rving out the “25th Anniversary” 
campaign on Hotpoint appliances. 


LAKE States General Electric 
Supply Co., Evansville, Ind—The 
sales efforts of this company are 
being concentrated on Hotpoint 
appliances and Thor washers and 
ironers. 

COMMERCIAL ELectric Supply 
Co., Detroit, Mich—This company 
is running a special campaign on 
Westinghouse automatic irons. 

* * * 


Lines Added by Wholesalers 

THE BeL_mont Corp., Minneapo- 
lis, Minn.—This company has been 
appointed a distributor of Apex 
radios and the Reynolds Spring 
Co.’s “Reynolite” line. 

KAPLAN ELectricat Supply Co., 
Chicago—This company has taken 


on the line of the Bulldog Electric 
Products Co. 


Jobbers Active in 
Associations 

ABRAHAM  GOLLOB, _ secretary, 
Waco Electrical Supply Co., Waco, 
Tex., was recently admitted to the 
bar and is now handling his com- 
pany’s legal affairs. 

* * 7 

“Jack” Reilly Wakem & 

Whipple’s Sales Manager 

Roy A. Whipple, President of 
Wakem & Whipple, Inc., Chica- 
go, Ill., announces the appointment 
of J. J. Reilly as sales manager of 
his company. 

“Jack” Reilly, as he is familiarly 
known in the radio industry, brings 
to the Wakem & Whipple organ- 
ization the merchandising and 
sales experience of a number of 
years covering the piano, phono- 
graph and radio industries. Jack 
has been district sales manager for 
the Kolster Radio Corp. in the 
middlewestern territory for the 
past three years and enjoys a wide 
acquaintance with the trade; and 
the clientele of Wakem & Whipple 
may look forward to an aggressive 
program of sales and merchandis- 
ing cooperation based on an inti- 
mate knowledge of their problems 
and backed by an intensive selling 
campaign which Wakem & Whip- 
ple, Inc., will shortly announce to 
its trade. 


Gertler to Issue Catalog 

N. Gertler, president of the 
Gertler Electric Co., New York, 
announces he is arranging for a 
permanent catalog covering a com- 
plete line of electric appliances 
and lighting fixtures, as well as 
wiring devices. Mr. Gertler is 
now considering various lines pre- 
sented to him by manufacturers. 

a oe 

Doings at the Falls Equip- 

ment Co. 

A new fixture and appliance dis- 
play room has just been installed 
on the first floor. of the Falls 
Equipment Co. warehouse at Buf- 
falo, N. Y. The company has on 
display here a complete line of 
Hotpoint ranges and appliances, 
Thor washers and ironers, Majes- 
tic radios and also Markel light- 
ing fitments, for which it was re- 
cently appointed a distributor. 

Tieing-in with the Hotpoint 
25th silver anniversary campaign, 
this company is co-operating with 
the Buffalo Niagara & Eastern 
Power Corp., in its range cam- 
paign. Special model ranges will 
be furnished the dealers to assist 
them in putting it over, these be- 
ing supplied by the Edison Elec- 
tric Appliance Co. 








On the left is F. A. Maddox, Jr., 
head of the Maddox Electric Sales Co., 
Birmingham, Ala. Next is 
Hawkins, salesman for the Matthews 
Electric Supply Co., who counts Mr. 
Maddox one of his very best customers. 
On the right is C. Herbert Orr, who 
manages the Birmingham Refrigeration 
Co., the downtown store of the 
Maddox company. They have just 
witnessed the loading of a G. E. re- 
frigerator reposing in the Maddox 
truck; which deprives us of a full view 
of Mr. Maddox. 
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Arrow Receptacles with ‘‘Finding Ridges” 

make ‘‘plugging in’’ easy and sure. No 

more groping in the dark — no more lost 

patience. Hit the ridge and you make 
the connection. 
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Selling Appliances to 
All Retail Outlets 


To the Editor: 


We were very much interested 
in the article contained in the April 
issue with regard to the hardware 
dealer. 

For a considerable period of time 
this company has been busy devel- 
oping outlets other than the elec- 
trical dealer and although the 
resistance is very great at times, 
we have been able to build up a 
very satisfactory clientele among 
the hardware, furniture and gener- 
al stores throughout our territory. 

We are firmly convinced that 
the electrical distributor who does 
not cultivate the retail trade in the 
various other lines which are now 
handling electrical appliances and 
specialties will find himself in very 
bad condition several years from 
now, as it appears to us that the 
“old time electrical contractor- 
dealer” is fast fading out of the 
picture. 

We will be very much interested 
in reading subsequent articles 
along the same line. 

Sincerely, 
WHELESS GAMBILL, JR., 

Sales Manager, Braid Electric Co., 

Nashville 


Where the Grass is Greenest 
To the Editor: 

We are trying to stick to our 
knitting aid get all we can out of 
our territory. We consider our 
territory that which lies within a 


Letters 
to the 
Editor 


certain radius of Bluefield and in 
which we enjoy a favorable or 
equal freight rate with competing 
jobbers. 

We are managing to keep our 
heads above water but it is a hard 
job as outside jobbers consider al- 
ways the other fellow’s grass the 
greenest. 

Some jobbers sure have to give 
their merchandise away by cutting 
under resale prices as established 
by manufacturers and which gives 
them a nice profit. Personally, | 
don’t blame manufacturers for 
continually cutting down the job- 
bers’ margins. The manufacturers 
are to blame to a certain extent. 
They want sales and distributors. 


Why not establish a resale with a 


satisfactory profit, require the job- 
ber to do so much business and 
give him exclusive territory. He 
can’t lose because if the line is a 
good one some other jobber will be 
wanting it, if any effort has been 
put on the sale of the particular 
line or product. 

SUPERIOR SUPPLY Co. 

Bluefield, W. Va. 


* * * 


McCarthy Bros. & Ford 


Sponsor Convention 

The annual convention of the 
western New York electrical con- 
tractor dealers, sponsored each 
year by McCarthy Bros. & Ford, 
Buffalo, N. Y., was held recently 
at the Hotel Statler. There were 
various exhibits of the lines han- 
dled by the company, including a 
complete display of Westinghouse 
appliances, for which the company 
is a local distributor. 

A luncheon was served those 
who attended, numbering more 
than 300, and in the evening a ban- 
quet was given. J. C. McQuiston, 
general advertising manager of the 
Westinghouse company, was the 
principal speaker. His subject was, 
“Developing World Markets.” 




















Recently the announcement was made that the Garfield Electrical Supply Co. 
and the Elliott Electrical Supply Co. were merged as the Garfield & Elliot 
Supply Co. The effect of this merger has been a better service and increased 
facilities for customers. As can be seen above, this has brought about an en- 
largement of the sales and service personnel of the organization. These gentle- 
men are, from left to right: Harry Weissman, salesman; Leonard S. Samel, 
gen’] manager; Mac Fried, salesman; Jack Singold, traffic department; I. Cowen 
owner; William Berniger, store manager; Seymour Skolnik, showroom salesman. 
The company now has five traveling salesmen, covering New York, Brooklyn, 
Westchester, Long Island and New Jersey. 
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individual light is needed--the BUSS will fit 











Constantly, new 
and unique uses 





(A YEAR FREE Oo} 
“FROM ACCIDENTS, 1D 


for BUSS Lights 
are found by Job- 
ber’s Salesmen. 


Some of the newly 






G2 





Tiny 



































discovered uses mean 
volume -outlets for 
BUSS Lights. All of 
them prove one can 
nevertell just wherea 
new place for BUSS 
Light will be found. 


Club Houses 

A wall-light, table 
light, bed-light, shav- 
ing-light, all in one. 
Hospitals 

In sick room agd 
laboratory. > P 
Rail Terminals 

Lighting gatemen's 
and conductors’ tables 
and on machines in re- 
pair shops. 
Churches 

On pulpit and organ. 
Hotels 

In guest-room, res 
taurant, pantry, on por- 
ter’sdesk,spot-lighting 
lobby paintings. 
Offices 

On lobby wall or 
table, on executive's 
desk, switch board, 
typist’s desk, clamp 
lamp for comptometer 
operator and file clerk. 


Beauty Parlor 

Lighting the indi- 
vidual booths. 
Stores 

On counters, and 
in window displays. 
Industrial Plants 

On punch-press, 
screw-machine, gear- 
cutters, bench, stock 
bins, printing presses, 
sewing machines, 
knitting machines. 


And now, 











BUSS Lights as Safety Prizes 


Every plant a prospect for volume sales 


H. J. Todd, Sales Department, Mine & Smelter Sup- 
ply Co., Denver, tells of an outlet for BUSS Lights that 
any jobber’s salesman can use to get real-volume sales. 
Here is his story: 


“BUSS Lights were suggested to the E. I. DuPont de Nemours 
Company, Louviers, Colo. as prizes in a contest for the promotion of 
the ‘‘safety first” idea. 


**The employes of this company are divided into four departments. 
Each departmental group is given prizes each year depending upon the 
number of days each department operates without an accident. There 
are four departments; Powder, Mechanical, Yard, and Acid. 


“The families of the employes of this company have stated that they 
more than appreciate BUSS Lights as prizes as the BUSS Light is some- 
thing that the whole family can enjoy. Heretofore the prize winners 
have usually been given such things as knives, watch fobs, etc.; something 
for the employe’s own personaluse. Thisis one reason why BUSS Lights 
are playing such an important part in the Safety First campaign, for it 
enlists the whole family in striving for a year free from accidents. 


“Wishing you best of luck, 
H. J. TODD.” 


No doubt some of the plants in your territory could 
use BUSS Lights in a similar manner. Multiply the 
number of those plants by the number that each might 
use in a year’s safety campaign, and you can visualize 
your sales possibilities. 

And remember, this is just another proof that where- 


ever individual light is needed, the BUSS will fit. 


Hey Fellows!! 


$10- for your experiences 


Send us suggestions for new uses of BUSS 
lights taken from your experiences to use in 
our advertising. We will pay $10 for each 
one that is used in this or other publications 





BUSSMANN MANUFACTURING COMPANY, University at Jefferson, St. Louis, Mo. 
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F. J. Smith, at the right, has recent- 
ly been appointed manager of Hollo- 
way-Bentz & Co., New York City. 
He is seen here over-shadowing B. J. 
Brazill, salesman, for probably the 
last time under one company roof. 
Mr. Brazill left Holloway-Bentz & Co. 
on May 5 to take up sales activities 
with Walker Bros., 12 E. 41st St., 
New York City. Mr. Brazill has been 
with the Holloway-Bentz organization 
for six years. Mr. Smith, who has 
been with the company for five years 
is taking the place of J. T. Koehler, 
who was manager for fifteen years. 
Mr. Koehler left on May 1, and it 
is said that he is going into business 
for himself. Mr. Smith’s position as 
manager of the quotation department 
has been filled by Russell Bentz. 





Manhattan of New York 
Moves 
The Manhattan Electrical Sup- 
ply Co., New York, has moved 
from 17% Park Place to 510 Sixth 
Ave. 
x ok x 
Charlie Yundt Back 
on Job 
Chas. Yundt, vice-president and 
sales manager of the Kubec Flec- 
tric Co., Chicago, who has been ill 
for some time is now back at the 
old grind. 
* Ok OO 
Stubbs Moves 
The Stubbs Electric Co., Port- 
land, Ore., has moved from the 
building at Sixth and Oak Sts., 
where it has been located for nine 
years and opened a new two-story, 
100x100 brick building at 33 North 
Park street which it has leased for 


ten years. 

“We will have one of the finest 
electric stores on the Pacific 
coast,” said B. E. 
manager and secretary-treasurer of 


Lucas, sales 


the company. “The entire store is 
planned according to the most 
modern merchandising system ob- 
tainable, and throughout is 
equipped with the best fixtures we 
have been able to procure. 

“We have spent $25,000 in ‘im- 
provements and remodeling, and 
believe that it has gone to produce 
as fine a store of its kind as will 
be seen in this part of the coun- 
try.” 

The business was founded 30 
years ago and is headed by O. B. 
Stubbs as president. S. W. Peter- 
son is vice-president. 

* ok Ok 
Fargo Jobber Changes 

, Name 

The name of the Fargo Plumb- 
ing & Heating Co., Fargo, N. Dak., 
has been changed to the Dakota 
Electric Supply Co. There has 
been no other change in the or- 


ganization. 
ee 


Delinquent Accounts 

The accompanying tabulation 
shows the number of delinquent 
accounts, the total amounts and 
the average amounts as reported 
to the National Electrical Credit 
Association by member manufac- 
turers and wholesalers through 
its various divisions, for March, 
1929, as compared with the same 
month the previous year. Also 
these figures are shown for the 
first 4 months’ period of 1927-8 
and 1928-9. 


Low, Electric Appliance, 
Ill in Paris 

W. W. (Billy) Low, president 
Electric Appliance Co., Chicago 
is ill in Paris. According to the 
report he will not be able to return 
to the United States in time to 
attend the convention of the 
N. E. W. A. 


Waddington Recovers 


from Illness 

The many friends of E. H. Wad- 
dington, sales manager of the Kan- 
sas City branch of the Graybar 
Electric Co., will undoubtedly be 
glad to know that he has practi- 
cally recovered from a serious ill- 
ness with which he has been con 
fined. Mr. Waddington was back 
on the job early in May, working 
part time. 

* * * 


Hopkins Takes on High 
Tension Equipment 

The H. M. Hopkins Electric Co., 
Detroit, announces that it has been 
appointed a distributor for the 
Electrical Engineers Equipment 
Co., manufacturers of high tension 
equipment. Special efforts are 
now being expended on this line 
through a sales campaign. 

Sidney R. Wade and A. L. Lent, 
salesmen with the above company, 
have been entered in the National 
Lamp Co.’s “Jubilee Bull Market” 
contest. 





COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
APRIL 30, 1929 
NUMBER OF ACCOUNTS REPORTED 











Yo % 
Increase Increase 

April or 4 months or 
Division 1928 1929 Decrease 1928 1929 Decrease 
te ee A, 2) 262 285 +1 % 1211 968 —20 % 
Middle & Southern Atlantic. 223 150 -—32.7 % 760 591 —22.2 % 
NWew Tneiaed 4... o.ds40c0%5 121 207 +71 % 473 665 +40.6 % 
Oo ce RR re ev ee renee: 842 637 —24.3 % 3532 2571 —27.2 % 
AO Ras ste aso ae 1468 1279 —12.8 % 5976 4795 —19.7 % 

TOTAL AMOUNTS REPORTED 
%o %o 
Increase Increase 
April or 4 months or 
Division 1928 1929 Decrease 1928 1929 Decrease 
New Work .2...24..<% $ 33,847 $ 63,928 + 88.8 % $170,854 $198,170 + 15.9 % 
Middle & Southern 
tc CE 22,928 18,761 — 18.1 % 95,538 81,518 — 14.6 % 
New England ...... 14,854 22,656 + 52.5 % 57,292 84,508 + 47.5 % 
Geattal sis. cae 100,885 94,604 — 62 % (426,206 328,237 — 23 % 
44. Gs SSeS $172,514 $199,949 + 15.9 % $749,890 $692,433 — 7.7 % 
AVERAGE AMOUNTS 

April 4 months 
Division 1928 1929 1928 1929 
Neth MORK 2.0% suede en 6554 eee eee $120 $224 $570 $802 
Middle & Southern Atlantic ............ 102 125 504 553 
Wie irra bei i bccselias dan Rove Sera 122 109 483 499 
General. >. i... oie eS. toe Ota 120 149 465 508 
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FOR 


YOUR 
PROFIT 







COMPLETE SALES vo 
MERCHANDISING PLAN 





Name__ 
Firm 


Full Address___ 


COUPON 


... That tells you where and how to sell Electric Ven- 
tilation—that gives you complete samples of American 
Blower literature, technical data, and sales helps. 
Inspect it yourself—visualize your own opportunity in 
this fast growing business. This sales plan as well as 
American Blower literature is furnished free to jobbers, 
dealers and contractors. Send for your copy today. 
AMERICAN BLOWER CORPORATION, DETROIT, MICH. 


CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONT. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES (872) 











Piease send me, withcut obligation, your 1929 Sales Plan. r RI 


7” 
VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 
MANUFACTURERS OF ALL TYPES OF AIR Ew ws anounc EQUIPMENT SINCE 80: 











ee 
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Interior View of Kubec Fixture Room 


Kubec Opens Fixture 
Department 

On April 24 and 25 the Kubec 
Electric Co., Chicago, held its 
grand opening of its beautiful fix- 
ture, radio and appliance display 
room. 

No effort or expense has’ been 
spared to make this one of the 
most modern and best equipped 
show-rooms in the Chicago terri- 
tory. 

A full line of fixtures were on 
display and many were shown for 
the first time. Each outlet is well 
spaced, giving an _ unobstructed 
view of same. All outlets are 
equipped with “Elexits” and are 
controlled by individual switches. 
The company also has on display, 
completely wired and lamped in- 
dustrial reflectors, guards, ete. Also 
a line of show-window reflectors. 

The interior decorations of the 
display room and show windows 
were designed to represent a mod- 
ernized Spanish period effect, 
which not only in itself is very at- 
tractive but gives a nice display ef- 
fect to the electric light fixtures 
and radios. By creating arches, with 
deep recesses for the show win- 
dows and also around the walls of 
the room, a strong light and shade 
effect are obtained. The Spanish 
twisted columns form a decorative 
support for the arches and with the 
bases complete a constructive in- 
terior design both attractive in its 
ensemble and yet well planned to 
meet practical requirements. The 


ceiling design with its graceful 
beams and filligree perforated 
panels, in itself pleasing to see, 
forms a ventilating scheme and also 
gives the sprinkler system behind 
it a chance to function and yet 
again the beams perform the prac- 
tical means of supporting lighting 
fixtures appropriately and _ pleas- 
ingly. The color and texture fin- 
ishes on all work was well studied 
not only to be pleasing to the eye 
through its soft cream and green 
glazed blendings, but also to act 
quietly as a background. 

New pattern of marbelized type 
linoleum harmonizes with all of 
the decorations and adds-beauty to 
the general setting. Comfortable 
and yet beautiful furniture special- 
ly made, works in well with the 
general scheme of decorations. 


Six Tests for Good Lighting 


HE following are six good 

tests to apply to the lighting 
of any room in your home. If you 
can answer “yes” to all six ques- 
tions, you have good lighting in 
that room. 

1. Is your light so diffused that 
you can sit in any chair in any 
position and read or sew comfort- 
ably ? 

2. Can you group around the 
piano without casting shadows on 
the music score or play without 
discomfort? Can you read and se- 
lect without inconvenience, the 
names of records at the Victrola 
in the corner? 

3. Are the details of pictures and 
portraits, or the beauties of furni- 
ture and draperies, plainly visible 
from all parts of the room? 

4. Is there an absence of “light 
spots” caused by lamps or other- 
wise which induce eye strain by 
the repeated effort of looking at 
bright and dark spots, contracting 
and dilating the pupil of the eye? 

5. Are your lights so arranged 
that no direct rays of light are re- 
flected into the eye from your book 
or paper, impairing vision and 
causing eye strain? 

6. Are your lights so placed or 
shaded that no direct rays strike 
the eye while standing or sitting? 

* * * 
We Have Moved 

THE JOBBER’S SALESMAN which 
has spent practically all of its nine 
and one-half years at 53 W. Jack- 
son Blvd., moved on May 38 to 520 
N. Michigan Blvd., where it is 
permanently located on the thir- 
teenth floor. 








The retail agents for Edison Mazda lamps served by the Robertson-Cataract 
Electric Co., Buffalo, N. Y., were entertained at a combined dinner and sales 
meeting on March 8 J. W. McIver, manager of the publicity department of 
the Edison Lamp Works outlined the “Lucky Seven” campaign, inaugurated 
to increase lamp sales through the utilization of seven points of attraction in an 


agent’s show window and store interior. 
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“There’s such a big load off my mind, since I started 
using a KONDU instead of a thread” 


‘Before I found out how much easier it 
is to make changes with KONDU Threadless 
Fittings— and to put in new conduit— | 
could hardly sleep nights. Now look at me! 
There is nothing like KONDU to cut out the 
worrying, and put a little healthy meat onto 


your frame.”’ 
A. 022 


KONDU goes into the line 
in half the time 


No threads are needed. The KONDU 
Threadless Fitting slides into position— 
then three or four turns on the lock-nuts, 


FIRST IN THE FIELD 
OF 





S 
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and KONDU is in to stay. Grips the conduit 
tight— vibration can’t loosen it. 


Your men don’t even have to scrape the 
enamel off the conduit, because KONDU’S 
grounding rings bite right through, making 
a perfect ground. 

And KONDU comes out of the line just 
as quickly and easily as it goes in— not 
necessary to disturb any conduit whatever. 

Write for the KONDU Catalog, showing 
the complete line of Threadless Fittings. 


Erre MALLEABLE [RON CoMPANY 


Kondu Division, 600 West 12th St., Erie, Pa. 
Canadian Representative, Kondu Mfg. Co., Ltd., Preston, Ont. 


Zs 


n AT ANY TIME 
—& 









S 
S 
y 


Hea 


CAN BE TAKEN OUT OF 
THE LINE ANYWHERE, 
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Wm. Davis Hawk 


Segregates Business 

Wm. Davis Hawk, Kingston, 
N. Y., electrical wholesaler, an- 
nounces that he has segregated his 
electric supply stock from the au- 
tomotive supplies. Mr. Hawk will 
be in charge of the sales and pur- 
chasing for the automotive and 
radio department, while Wm. F. 
Clarke will act in the same ca- 
pacity in the electrical department. 


Turtle and Hughes Show 


Big Increase 

Since January first of this year 
lurtle & Hughes, 6 Varick St., 
New York City, have increased 
business fifty per cent, through the 
opening of a new branch store at 
139 Rahway Ave., Elizabeth, N. J. 
This amount of business is con- 





The Elizabeth, N. J., branch of Tur- 
tle & Hughes is equipped with every 
facility to serve the large industrial 
center in which it is located. 


siderably above expectations, and 
according to indications this in- 
crease will continue for some time. 
\lready an additional amount of 
floor space over that originally 
planned has had to be acquired. 

This branch store is of modern 
fire-proof construction, and 1s 
equipped with every facility for 
giving prompt service. It includes 
a large light office and salesroom, 
which with the storage space, oc 
cupies approximately 4,000 sq. ft. 
Off the street loading and shipping 
facilities are provided, and_= al 
though this branch is only three 
minutes from the center of Eliza 
beth, there is ample parking space 
for all customers. 

This new branch is ideally lo- 
cated on the Lincoln Highway, 
and is in the center of the largest 
industrial district in New Jersey, 





The personnel of the Turtle & Hughes branch in Elizabeth, N. J. From left 
to right they are: E. C. Heidt, manager; Eleanor T. Haas, stenographer; An- 
drew Jackson, salesman; Dave Mahoney, stock and shipping clerk; Jack Leddy, 


chauffeur. 





which is said to contain one-tenth 
of the industrial strength of the 
country. The business of this 
branch, which is managed by E. C. 
Heidt, is largely of the industrial 
nature. To properly serve this im- 
portant territory a duplicate stock 
of that in the New York house is 
carried, including all of the prin- 
cipal lines of electrical construction 
and maintenance equipment. 

This branch was not a new ven 
ture of Turtle & Hughes, as it was 
made necessary by their large busi- 
ness in this territory. The dis- 
tricts served by it include Eliza 
beth, Newark, Orange, New Bruns 
wick, Perth Amboy and Plainfield. 


* 


Triangle Boys Get 
Vacation Money 

The vacation funds of three of 
the boys of the Triangle Electric 
Co., Chicago, were considerably 
augmented through the awarding 
of prizes for March sales by N. L. 
Cohn, president of the company. 
The prizes of $50, $30, and $20 
were won by E. A. Strassburger, 
R. C. Harrer, a new man, and W. 
B. Faulkner, one of the younger 
men on the force. 

The prizes were awarded by 
Mr. Cohn at a recent sales meet- 
ing at which he announced that 
the March sales exceeded all pre- 
vious March sales. 


Importance of Taking Cash 


Discount 
A buyer who does not take ad 
vantage of his 10-day discount and 
takes 30 days, pays the amount ot 
the discount for this use of his 
money for the 20 days. As there 
are 18 such 20-day periods in a 
year, he is paying at the rate of 
18 times the amount of the cash 
discount or conversely, saving that 
amount by taking the discount, as 
follows. Below is shown a table 
which illustrates the annual sav 
ings if all cash discounts are taken: 
’%% 10 days—net 30 days 9 percent 
1% 10 days—net 30 days 18 percent 
114% 10 days—net 30 days 27 percent 
2% 30 days—net 4 mos. 8percent 
2% 10 days—net 60 days 14 percent 
2% 30 days—net 60 days 24 percent 
2% 10 days—net 30 days 36 per cent 
3% 10 days—net 4 mos. 10 percent 
3% 30 days—net 60 days 36 percent 
3% 10 days—net 30 days 54 percent 








Clarence Bates, Milwaukee Kellogg 
dealer, is doing everything in his 
power to make Milwaukee “air-mind- 
ed” as well as “tone-conscious.” Now, 
whenever the populace cranes its neck 
to get a view of the dare-deviltry of 
one of the city’s best air pilots, it gets 
an eyeful of Kellogg radio. 
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Single Poles of Type CL 
Carbon Circuit-Break- 
ers 200, 400, 800 and 
2000-Ampere Capacity. 


CL 


BREAKERS 


are easy to sell -- 


HE construction of Westinghouse CL carbon circuit- 

breakers is distinctively notable for strength, sim- 
plicity, compactness, accessibility and appearance. These 
outstanding qualities afford for jobbers an additional, profit- 
able, easy-to-sell line of equipment. 





Symbolic of strength and proper design is the manner in 
which the CL breaker has withstood successfully .severe 
operating conditions for many years. At a glance, one 
readily can see the compactness, pleasing appearance and 
accessibility of this device. Its good appearance is lasting 
because all copper parts are given a satin finish which re- 
tains its lustre without even occasional polishing. All 
other parts are finished in a glossy black enamel. 


Finally, when sold, the CL assures you a permanent custo-. 
mer for this class of equipment. 


These easy-to-sell type CL carbon circuit-breakers are 
fully described in C. 1705-A. Request your copy from our 
nearest district office. 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO. 
EAST PITTSBURGH PENNSYLVANIA 


SALES OFFICES IN ALL PRINCIPAL CITIES OF 
THE UNITED STATES AND FOREIGN COUNTRIES 


¢~ Westinghouse 


Other Westinghouse Easy Sellers. . 








Adjustable Inserts Oil Circuit-Breakers 
Bus-bar Supports Pipe Fittings 
Disconnecting Switches Rotary Switches 


Indicating Lamps Steel Panels 
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The pleasant expression registered 
above belongs to none other than 
Joseph Kurzon, who operates the well- 
known distributing house bearing his 
name in New York City. He announces 
that he has taken on the Royal Radio 
Mfg. Co’s “Polle Royal” health 
builder. 





Bannister Joins N.E.M.A. 
Staff 

Leland LV. Bannister, formerly 
\tlanta sales manager and district 
manager in Ohio for the Kelvina- 
tor Corporation, has joined the 
staff of the National €lectrical 
Manufacturers Association. His 
duties will include matters relating 
to the merchandising activities of 
the new refrigeration division. 

Mr. Bannister has had extensive 
merchandising experience in the 
electrical appliance field, including 
organization work, training of 
salesmen and direction of refriger- 
ation educational classes. After 
leaving the Kelvinator Corp., in 
1927, he joined the Syracuse 
Washing Machine Corp., as dis- 
trict manager at Chicago. He suc- 
cessively held the positions of dis- 
trict manager at Louisville, Ky., 
branch manager at Kansas City, 
Mo., and southeastern branch man- 
ager at Atlanta, Ga. 

Before entering the electrical ap- 
pliance industry, Mr. Bannister 
had an interesting war _ record 
which included service in France 
and in the U. S. Marine Corps 
from 1920 to 1923 in Honolulu, 
Haiti and Santo Domingo. He was 
a Lieutenant of Gendarmerie d’- 
Haiti during most of that time and 
was named Aide-de-Camp to Louis 
3orno, president of Haiti, in 1922. 


J. L. Kline 
(Continued from Page 16) 


age and one who has been asso- 
ciated all his life with hard fisted 
businessmen, he still blushes like 
a schoolboy when praised, thanked, 
or extended sympathy. He has 
been married twice, both wives 
having passed on, leaving no chil- 
dren. He now lives alone in his 
old home with his second wife’s 
sister, Mrs. Carrie Pedder, as the 
home manager. 

No deeper appreciation can be 
expressed by a man’s fellow human 
beings than an affectionate “nick- 
name” which somehow becomes a 
part of his name itself. No better 
manner of closing this brief sketch 
can be offered than to say that 
through his willingness to help any 
and all projects for the good of the 
electrical industry and because of 
his wisdom in guiding those who 
seek his advice, he has earned for 
himself that affectionate title of 
“Daddy” Kline. 


* * * 


Hard Luck Sam 
(Continued from Page 26) 


back and stay right with him, win 
or lose till the job is let. Not me; 
I aim to keep track of all the bid- 
ders and be ready to jump this 
way or that any time the wind 
changes. You gotta be cagey to 
get away with it, but what was 
brains made for, I ask you? 


Well, I had a case recently 
where the same owner was going 
to put up three apartment build- 
ings, a swell haul if there ever 
was one. It was a pretty safe bet 
that whoever got the first would 
also wire the others. So little 
Sammie, the contractors’ friend, 
steps out to grab the material on 
the whole smear. The buildings 
was not exactly alike, but they 
run near each other the amounts 
for wiring, etc., and the total 
would be around $7,500. You see 
the owner was smart and asked 
bids on the first so he could see 
how the boys stacked up—the 
sheep and the goats, you know. | 
had the whole thing doped in no 
time and I seen it would be a 
battle royal with one of two men 
almost certain to cop. They was 
Sam Billings of Bowling Electric 
Co., and Art Lehr, of Lehr Bros., 
which I had both of ’em eating 
out of my hand. They wasn’t ene- 
mies exactly, but neither did they 
buy each other’s lunches, so I had 
no trouble getting the inside on 
both without them getting wise. 
[ knew Sam had the edge with the 
owner, but Art had been coming 
to the front fast on account of 
putting in some darn low bids, and 
a lot of builders was flirting with 
him. 

Well, you would of died to see 
how easy I got under these birds’ 
skins and they would tell me any- 
thing. Art wasn’t much on speci- 








These kids will be the death of us with their monkeyshines. George Steiner, 
president of Steiner Electric Co., Chicago, is demonstrating his “two-feet” 
brakes, while one of his salesmen, Ed H. Bernhardt, tries to pull the five-pound 
truck out from under him. Having just bought a new movie camera, George is 


all set for a big summer. 
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Plant of the National Automatic 
Tool Company 


Richmond, Ind. 






FACTORY LIGHTING 
right up to the minute 


This is a beautiful job of factory lighting. 

It features adequate light—at every machine—and all over the plant—no 
dark places—no sharp shadows—no glare. Evenly diffused illumination every- 
where. It would be impossible to find a more completely and adequately 
lighted plant and better working conditions for the production of fine work. 


It is the kind of a lighting accomplishment that thrills and pleases the 


Ivanhoe High Mounting 
Unit 


buyer and enthuses every man on his force. 


It is an Ivanhoe job, which means that the equipment and lighting fixtures 


30-1065 Ivanhoe High Mounting 
Units with 1500 watt were sold and delivered by an Ivanhoe distributor, the sale being made by a 
Mazpa lamps 
30’ x 30’ spacing, 
mounting 35 ft. high. 


jobber’s salesman! 

There are countless opportunities in almost every salesman’s territory for 
similar lighting contracts—and a job like this runs into nice figures. Any 
man could be proud and happy to sell such an installation. 

Nothing you can sell will help you to build volume quicker than first class 
lighting jobs like this and Ivanhoe is always ready to back you with layouts 
and complete lighting information and recommendations prepared by experts. 

IVANHOE DIVISION of 
The Miller Company 
5716 Euclid Ave., Cleveland, Ohio 
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Muss Ich hier in Ummacht liegen, 
Und dass Bier im Kellar fliessen: 


sier her! Bier her! 
Oder Ich fall um! 


These four boys from the Boggis-Johnson Electric Co., Milwaukee, Wis., 
found this keg of cider mixed up with a carload of washers, an then the fun 


began. 


Left to right: Gilbert Mueller; 


John Fryjof; Art Thom, and Clifford 


(Clibby) Schwults. The last named is the company’s pride on the bowling 
alleys, being among the leaders in the electrical bowling league. Prosit! 





fications as he hadn’t graduated 
from smaller work so very long, 
so I had our engineer figure the 
plans for him and this made us 
brothers. Of course, if I should 
hand out any bum steers and both 
lost out why I would be out of 
luck right. JI couldn’t afford that, 
as I was spending a world of 
dough on both, but I was_ not 
everything 


worrying much = as 


pointed their way. However, | 
knew Sam had another big job 
coming up later and if I could 
help him win out on this one | 
would get all his business and 
would have a bonus roll the size 
of a rain-barrel. 

About this time a wrench was 
heaved into the machinery. I got 
wind that four other contractors 
had put their heads together and 
made it up that three of them 
would put in higher bids and the 
fourth one would cop; this was 
just to leave Billings and Lehr 
out in the cold. | broke my neck 
trying to find out what their fig 
ures would be but couldn’t make 
the grade. I did get close enough 
to make a good guess though and 
then I pulled my fast one to make 
the job safe for Sam Billings. 

All I did was to get Art Lehr 
off in a corner and feed him a 
few shots in the arm. Then I told 
him there was dirty work aboard 
and seeing as we were such good 


pals I would tip him off. I says 
he would have to come down to a 
bid of $2,500 and he would breeze 
in. He almost kissed me he was 
so grateful, and right away he 
bids the amount | told him. 

Talk about duck-soup! I dashes 
madly for Sam Billings’ place and 
we go into a huddle for a touch- 


down. He seen the light right 
away when I told him all he had 
to do was put in his bid for $2,490 
and he would be low man—all 
over but the shouting. I could 
hardly sleep till the thing was 
settled and the things I bought in 
my dreams with my future com- 
missions would fill a warehouse. 





At last the great day arrived 
and Art Lehr was all happied up 
like a jay-bird in June and so was 
Sam Billings and so was all these 
other also-rans, and me being in 
the know I almost bawled out of 
sympathy for all the poor eggs 
that was going to be disappointed. 
Of course my conscience hurt me 
a little about what I done to Art 
and I slipped him a pocketful of 
good cigars for a consolation. 

Well, I managed to be in at the 
death, but if ever I wished I had 
sprained my spine or something 
and had to stay home, it was 
when the bids was opened and the 
verdict come out. There we was, 
all in a row like bums on a flat 
car, and me and Sam looking like 
the cat that just et the canary, 
when they come and told us that 
Art Lehr was the lucky bride 
groom! Sam couldn’t say any 
thing before the bunch, but boy, 
when he got me alone outside! 








Although started on January 1, 1928, the Irving Electrical Supply Co., New 
York, N. Y., is making rapid progress in both growth and reputation. Abov« 
is part of the company’s personnel. From left to right, they are: Irving Protoss, 
president and treasurer; Eli Goldsmith, counter sales; Charles Deutermann, 
sales manager, and Stella Hirsch, bookkeeper. Irving Protoss was for 12 years 
purchasing agent for Crannell, Nugent & Kranzer and is well known through 
his activities with that company. As can be seen, Irving is a little over weight, 
but he claims that he can still handle himself. This is what is called “rainy 


weather photography.” 
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The First Law of Profits... 
Push a Line with a 
Wide Market 





«Current Breaker” 
—the Mill Duty Switch 


Unfailingly dependable no matter 
how severe the service—because 
of such features as self-aligning 
blades—molded, crack-proof base 
—double current break with air- 
blanketing which practically elim- 
inates arcing—and blade hinges 
which carry no current. 


ments are not essential the 
C-H “Light Duty” Switches 
(T V-7000) line offer surprising 
value at a price that sells. 


LINE with a wide 
market among your 
logical customers . . . with 
a type to meet every need 


of that market . is the Intermediate needs are met, 


ideal line to push. 





by the C-H “Industrial Duty’”’ 








Practically every customer 
needs safety switches of some type... and a// 
are found in the Cutler-Hammer “TV” Line. 


For severe and exacting service, the C-H 
“Current Breaker’? Switch provides every 
known advantage to be had in a switch. It 
proves superior when design and construc- 
tion are compared. 

For easy service, where switch refine- 


(Type A) and “Standard Duty” 
(Type C) Switches ... all of the same high 
grade ... quality .. . and value for their 
proper market. 


With the Cutler-Hammer prestige—and 
reputation for quality products behind these 
T-V switches it is easy to sell switches at every 
call...to capitalize on the first law of selling 
—push a complete line with a wide market. 


CUTLER-HAMMER, Inc. 


The Trumbull-Vanderpoel 
Elec. Mfg. Co., Subsidiary 


1308 St. Paul Avenue 
MILWAUKEE - WISCONSIN 


CUTLER HAMMER 


High Quality Safety Sw Giches for Every Service 


(9473) 
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Here are Ed and John Collins of Des Moines, Ia. 
Electric Co. was sold to Julius Andrae & Sons Co., and is now operated under 
the latter name at 218 Second St., in a modern five-story building. Both men 
are with the new organization, Ed as manager of the Des Moines office and 
John as special representative. 


Last December, the Collins 





What do you think, Phil? That 
dirty scavenger, Art Lehr, was 
wise all the time, and the minute 
I had left him that day he made 
out another bid and it was for 
only $2,250! 

Yours for an office job, 
Sam. 
* * Ox 
The Meeting Will Come to 


Order! 
(Continued from Page 14) 


What, especially, can be done to 
encourage the promotion of the re- 
frigeration among job- 
bers? Already, unheralded, and 
with no general jobber policy back 
of it on the part of manufacturers, 
it has come into the 10 million 


dollar class. 


business 


As previously reported in THE 
]OBBER’S SALESMAN, two new mem- 


bers will be present at the meet- 


ing. They are the Globe Electric 
Co., Inc., Seattle, and the Tread- 
way Electric Co., Little Rock, 
\rk. 


While it is apparent from the 
above that there is plenty of work 
to be done at the convention, the 
program committee has not lost 
sight of the fact that the informal 
activities of the members are of 
equal importance. The good-fel- 


lowship developed at conventions 
is one of the reasons for holding 
them. With that fact in mind the 
usual golf tournament, putting 
contest, cards, and so forth have 
been arranged together with two 
evening sessions where special 
speakers and entertainment will 
be had. 

So it’s “All Aboard” for Hot 
Springs. Members will be expected 
to be present. New members 
are invited to be on hand. There 
is room for all, and as the results 
of the promising meeting are 
solely dependent on the support 
given the convention it is ex- 
pected that none will fail to take 
active part in all sessions whether 
of a business or social nature. 

F. D. Lawrence Takes 
on Radio 

The F. D. Lawrence Co., Cin- 
cinnati, O., announces that it has 
added radio to its general line 
of supplies and appliances. The 
company has been appointed a dis- 
tributor for the Kellogg Switch- 
board & Supply Co., in southwest 
Ohio, southeast Indiana and north- 
east Kentucky. The radio depart- 
ment will be in charge of E. T. 
Glaser, one of the company’s sales- 
men. 


Listenwalter & Gough. 
Building 


A three-story brick building ad- 
joining its present location at 819 
E. First St., Los Angeles, is being 
erected by Listenwalter & Gough, 
Inc. This addition will increase 
the floor space from 31,500 to 61,- 
150 square feet, making the com- 
pany one of the largest electrical 
supply establishments on the Pa- 
cific Coast. It is expected that the 
building will be ready for occu- 
pancy by July 1. 

The present building will house 
the display rooms on the major por- 
tion of the ground floor while the 
upper stories will be used as a 
warehouse. Although there is only 
one display room at present for 
radio equipment, other rooms are 
to be added for other lines of elec- 
trical supplies. 

Another facility that has just 
been added by this company for 
the convenience of its customers 
is a free parking area located to 
the east and in the rear of its 
buildings. 


* * K 


Tafel Opens Lexington, 
Ky., Branch 


The Tafel Electric Co., Louis- 
ville, Ky., opened its third branch 
on May 15 at 560 W. Main St., 
Lexington, Ky. Other houses are 
located at Chattanooga and Nash- 
ville, Tenn. 

The new house will be in charge 
of H. E. Resch. 


* * * 


Light’s Golden Jubilee 
(Continued from Page 11) 


It goes without saying that the 
sponsors of Light’s Golden Jubilee 
will have the support of a united 
electrical industry, an industry that 
is privileged to bring the comforts 
of electric light to more than nine- 
teen million homes. It goes with- 
out saying that Henry Ford, who 
terms Light’s Golden Jubilee, “The 
greatest national privilege of 1929,” 
will contribute mightily to its suc- 
cess. It goes without saying that 


in Light’s Golden Jubilee the mag- 
azines and daily press will see not 
only “news” but an opportunity to 
capture and direct the imagination 
of the youth of the world. 
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A chance for more rewiring jobs 
with RomeX 


through old walls. It needs 
fewer fittings. And all these 
advantages reduce labor costs. 
That is one RomeX contri- 
bution to the Electrical trade. 


When a man decides that his 
home needs new wiring, he 
seeks the best possible job at 
lowest possible cost. That 
means—sell RomeX! For 
RomeX will cost him less and 
yet givesthecontractora larger 
profit per job. 

RomeX is lighter and easier 
to use. It can be more quick] 
installed—it is easier to fish 


More jobs per month —with 
larger profits for your cus- 
tomers...Details on RomeX 
—complete—are yours for the 
asking. Write for the latest 
RomeX booklet. 


ROME WIRE COMPANY, Rome, New York 


Division of General Cable Corporation 


ROME WIRE 
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Jobbers and their dealers should 
be vitally interested in the activi- 
ties of this Jubilee, and it is in no 
way unethical for them to consider 
the sales viewpoint of this great 
celebration. Below is outlined in 
brief fashion the planned program. 

During the N.E.L.A. convention 
at Atlantic City one day will be 
set aside as Edison Day. On this 


day detailed announcement of 





The Age of Steam had Become Well 
Established when Edison Inaugurated 
the Age of Light. 


Light’s Golden Jubilee will be 
made and the official Plan Book 


will be distributed. 

Then, on October 19, two days 
before the actual celebration, The 
Saturday Evening Post is expected 
to carry the tribute of the lighting 
industry to its founder. This tribute 
will take the form of a special sec- 
tion in the magazine, to be printed 
in full Nothing like this 
section has ever been attempted 
in the history of lighting. Picture 
perhaps more than twenty-three 
pages, aglow with beautiful color, 
bearing the message and the spirit 
of the lighting industry to more 
than three million people. No 
greater history of an industry has 
ever been written. No single man 
has been so honored. Every youth 
who thumbs the pages of this ad- 
vertising epic will be proud of the 
age in which he lives; more keenly 


colors. 


sensitive of the opportunities 
that await enterprise and_ ini- 
tiative genuinely impressed 


with the imagination of business. 
Many magazines are expected to 
carry advertising messages to 
herald Light’s Golden Jubilee. 
\mong these will be the women’s 
magazines because who, better 
than the women of the world, ap- 
preciate this Age of Light? 


On October 21, the attention of 
the world will be focused upon 
Dearborn, Mich., where Henry 
Ford has done a_ characteristic 
thing. 

There, in connection with the 
Edison School of Technology, 
which he has endowed and built as 
a practical monument to his friend, 
Menlo Park lives again. Surround- 
ed by modern technical education, 
the buildings in which the Age of 
Light came into being stdnd as 
they stood on that day fifty years 
ago when Edison produced the 
first practical incandescent lamp. 
Not reproductions. Not exact 
replicas: But the very buildings 
themselves. [own to the very last 
detail. Characteristically Ford. 

And not only the old wooden 
laboratory and Mrs.  Jorden’s 
boarding house where Edison’s 





Laboratory at 


Original 
Menlo Park, Destined to Become the 
Source of a New Light for All Mankind. 


Edison’s 


little band of co-workers ate, slept, 
dreamed, and argued, but the old 
lathes, the old work benches, the 
old lamps. And more. From all 
over the country where they have 
strayed in fifty years, Ford has 
brought together the old machin- 
ery of those days. The old wood- 
burning boiler, wrecked beyond the 
ingenuity of a Ford on the shoals 
of fifty years, is there in spirit, to 


puff and wheeze through the 
agency of a reproduction. Never 
again will Menlo stray like the 


ribs of some lost galleon to un- 
known and unmarked shores. The 
birthplace of the Age of Light is 
anchored safely forever on the 
campus at Dearborn. There is 
something that is very definitely 
Edison and very definitely Ford 
about this new shrine at Dearborn. 
Menlo Park will never be a dry-as- 
dust museum where people tiptoe 


and point and whisper under the 
beetling eye of a uniformed attend- 
ant. Menlo will be as it was fifty 
years ago—a working laboratory. 
At a twist of the hand the steam 
will rush through the lines; an- 
other movement and the old gener- 
ators will begin to hum; a further 
adjustment and the old lamps are 
burning .... all the machinery is 
oiled and greased .... and ready. 

Under such conditions will 
Light’s Golden Jubilee come to ful- 
fillment. 

First, the dedication of the Edi- 
son School of Technology by the 
epoch maker himself. 

Second, the dinner which Henry 
Ford will give to Edison and a 
large group of distinguished citi- 
zens—including the Edison Pio- 
neers—that evening. After the 
dinner, which will take place in 
the Engineering Building, the 
guests will walk across to the lab- 
oratory. Once more, Edison—sur- 
rounded by his family, his old pals, 
the Pioneers, and the country’s 
great—will be back in the atmos- 
phere of 1879. From the floor be- 
low the old laboratory will steal 
the music of 1879 played by the in- 





The Miracle of 1879 and the Miracle 
of 1929. 
struments in general use at that 
time. 

And then the world will be there 
through the instrumentality of the 
greatest hook-up of radio stations 
ever put together for a _ single 
event. And what more appropriate 
way to invite the world to this 
great event? Wasn't it Edison, 
who in 1883 discovered and patent- 
ed an_ electrical phenomenon 
known as “Edison’s Effect” in con- 
nection with his electric lamp, 
which covers the foundation prin- 
ciple on which every modern radio 
lamp or tube is based? 
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A PRACTICAL 
QUICK, SAFE 
METHOD FOR 
THE INSTALLATION 
OF WALL BRACKETS 
or. 


"KENEX® 
PLUG & 
RECEPTACLE 


CANT 
= 


The Plug and Receptacle Principle applied 
to Lighting Fixtures for Walls 


“KENEX” plug and receptacle have many advantages beside that of practical easy installa- 
tion: Their use enables the electrical contractor to finish and test his work, as fixtures may be quickly 
attached at any time, without soldering or taping of wires. There are no protruding, taped wires 
dangling from outlet boxes, endangering the decorator’s finishing work. A satisfactory selection of 
fixtures is assured as they can be easily “plugged in” “‘on the job” instead of on their confusing se- 
lection in crowded showrooms or from catalog. Fixtures can be readily taken down for refinishing, 
cleaning, replacement or when redecorating. 

“KENEX” is installed in a standard switch outlet box and requires no more especial alignment 
or centering than is given to any switch or convenience outlet device. All wiring connections are 
made to binding screw terminals. The electrical connection is made by “plugging in”. 

The mechanical support of the bracket is completed by anyone of three 
standard methods—threaded stud, two screw cr French hook. 


Complete bulletins on “KENEX” sent on request. 
‘| 


ORDER THROUGH YOUR JOBBER 


THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT, CONN., U. S. A. 


NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 


Manufacturers of ‘Superior Wiring Devices’’ since 1888— Manufacturers of Hemco Products 
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“All right — 


“If your banking trough will save that much time on 
the job you can put me down for 5 standard packages of 
your 4-inch size. 

“Yes, and you can book me for fifty of your No. 9423 Branch Cir- 


cuit Attrachments—to go with the Acco Type Meter Boxes I 
ordered first.” 


That’s the idea, and while you’re about it, don’t overlook the sale 


of other NOARK CABINET ACCESSORIES, 


You may as well make the sale and your customer will thank you 
for the additional profit he will save on his labor cost. 


Fifty-fifty never hurt anybody in a business deal. 


CoLt’s PATENT FiRE ARMS MFG. Co. 
ELECTRICAL DIVISION @ 


he Hartrorp, Connecticut, U.S. A. 


33-S-54 NEW YORK : BOSTON - PHILADELPHIA « CHICAGO * 8AN FRANCISCO 
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Space 428 
N.E.L.A. Convention 
Exhibition Pier 
Atlantic City 

June 4-8 


For accessible fusing 


SECO 
For sealed fusing 
UNIVERSAL 


For sealed service and accessible loadside 

fusing. In 30 ampere capacity only. Pro- 

visions for up to four branch circuits in 
same cabinet 


QUADBREAK 
For Polyphase 3-wire service 
> aoe 


{ Catalog on request )} 
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“AT THE OLD HOMESTEAD” 


On the Following Pages is Presented an Exhibit 
of Electrical Products Arranged for the Twenty- 
First Annual Convention of the National Elec- 
trical Wholesalers Association at the Home- 
stead Hotel, Hot Springs, Va., 
May 27” to 31, 1929. 
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ORDO RIERA Ratt RnR Coaied 


ONSISTENT high stance 
ard of quality has enabcc 
us to maintain leadership in the 


IONEERS in the develop- 


ment of renewable fuses, 
our efforts in this direction re- renewable fuse field... . Our 
sulted in their adoption by the products are backed by a servic 
electrical industry .. . . and listing second to none and jobber sales 
as Standard by the Underwriters’ men are assured of cooperatio® 
Laboratories . . . . distribution as- that means steady year round © 
peat business. 


sure continued acceptance. 


ECONOMY FUSE AND} 


CHICAGO, 
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fF Paramount / 


Sy fuses afford you 

greatest profits through grow- ai 
ing sales volume. . . . They cost no more ao 
and their worth is steadily increased... . 
More Clearsite fuses are sold annually 
than any other trade brand. 








OW is the time to 
put additional sales 
effort back of this most profitable 
line. . . . Clearsite Fuses are 
packed in new attractive and 
convenient Retail cartons of five 
fuses—the way your customers 
want them. 


a ee ee 


E CONOMY jobber salesmen well may stress 
the superiority of design and performance 
—_ of Clearsite fuses. They are made right and the various 
‘Oe capacities enjoy the same confidence in domestic and 
4 industrial use. Write us today for additional sales facts 
: which will help you sell. 





| MANUFACTURING COMPANY 


0, wy, s. A. 
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Dealers Price 


$5 04 


a 


No.6100\ | 


Dealers Price 


$9 94 


Triple-life 
BURGESS 


SNAP LITE 


FLASHLIGHT 


ASST 
No. FOUR 


Dealers Price 


$400 A F9: 


ESSIBATMERY, 
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THE 
MOST 
BEAUTIFUL 


COLORS 
and the 


FINEST CASES EVER CREATED 
in the history of the FLASHLIGHT business 


Here are the keenest sales-creating flashlight assort- 
ments ever placed on a dealer’s counter. Striking, 
vivid, modern colors that appeal to men..... and 
dainty, pastel colors that capture feminine fancy. 
Quality in construction for which Burgess has long 
been noted in the scientific world. Counter dis- 
plays that command attention, arouse interest, 


and double flashlight sales. 


Nationally Advertised in All Leading . = fe 
Publications 

The most forceful campaign that has ever been pub- 
lished by Burgess is being run this year in the im- 
portant national magazines.....weekly and monthly. 
Magazines reaching practically every man, woman, 
and child in the United States. Unusual advertise- 
ments that dominate the issues in which they appear. 


Get Behind These Flashlight Assortments and 
Watch Flashlight Sales and Profits Jump! 


COMPAIN VAN 


82 









HEAVY DUTY 
FLASHLIGHT 
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HE nation that gave the world the 

sleeping porch, leads the world in 

the appreciation of fresh air. Now, 

at home, at work or at play, Ameri- 
cans are insisting on fresh air. Fresh air 
the Buffalo Breezo way costs little. Every 
apartment, kitchen, hotel, laundry, dry 
cleaner, paint shop, garage, and many 
another establishment you can _ readily 
think of, is a prospect for Buffalo Breezo. 
And your contractor customers are being 
“put wise’ to this situation, too. Buffalo 
Breezo advertising to contractors is show- 
ing them, for instance, that only about 
10% of their logical prospects have ven- 
tilation equipment of any kind. You can 
have this business—we want you to have 
it. We are doing everything possible to 
put it in your hands. 


R AIR 
INDOORS 





Remember, one contractor has been 
able to get 50% to 200% more profit 
out of apartment house wiring by sub- 
mitting an alternate bid to include kitchen 
ventilating units. Dealers are finding that 
kitchen units can be sold over the counter 
and that it is far easier now than they 
once found it, to sell the small industrial 
or business establishment a unit. Jobbers’ 
salesmen will make many sales direct. 
They find our booklet on ventilation re- 
quirements a distinct aid in figuring typi 
cal installations. Copies are available on 
request. Show it to your contractors 
and dealers. Show them what a simple 
proposition it is to figure the size unit 
needed for a given location. Best of all, 
show them how easy it is to sell Buffalo 
Breezo in these “Fresh-Air-Minded”™ days. 


Let us furnish you with complete details 


BUFFALO FORGE COMPANY 


201 MORTIMER ST. 


BUFFALO, N. Y. 


In Canada: Canadian Blower and Forge Co., Ltd., Kitchener, Ont. 
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Ocean Breezes 
FOR SALE 


RESH seashore breezes for stay-at- 

homes—vacation coolness for home 
and ofiice—that’s the suggestive sales 
punch in the strong R«M advertis- 
ing now running in The Saturday 
Evening Post. It’s the kind of ad- 
vertising that makes broiling 
readers feel the heat—and ’phone 
a rush order for “‘that fan with 
the flag.”’ 


Robbins & Myers Fans sell on 
their reputation for dependable 
long service—backed by 31 years’ 
precision manufacture. They are 
light, sturdy and neglect-proof, 
needing lubrication only oncea 
year or so. Quiet beyond belief. 


Take advantage of this breezy 
R«M advertising zow! Put a 
display in your window to tell 
folks that you are headquarters 
for these good fans. It will pay 
you— dig! 


Robbins & Myers, Inc. 
Springfield, O.; Brantford, Ont. 


Robbins & Mvers 


Fans and Motors 


The Sign 





of a Breeze 
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Veterans 


“on the job’ 






/ WONG years of service—de- 
~ pendability: these are two 
of your strongest selling points 
on Robbins & Myers Fans. 
Ten, twelve years old, they 
continue to deliver fresh, cool 
breezes at the click of the 
switch—noiselessly. 


This veteran performance 
makes Re M owners enthusi- 
astic boosters. It creates price- 
less word-of-mouth advertising. 
It explains why customers de- 
mand ‘“‘the fan with the flag.” 


It protects your profits, too. 
No service needed afterwards 
because Re M Fans are the 
finished product of 31 years’ 
precision manufacture. Neg- 
lect-proof, needing lubrication 
only once a year or so. 


The breezy new R&M na- 
tional advertising will blow 
business your-way. Be pre- 
pared. Orders placed now will 
receive priority. 


Robbins & Myers, Inc. 
Springfield, O. ; Brantford, Ont. 


obbins & Mvers 


Fans and Motors 
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C-H Porcelain sets give you these 
outstanding features: Time-saving 
method of fastening caps by single, 
‘‘off—center” assembly screw: double 
lugsoncap and large assembly screw 
prevent loosening or twisting and 
hold heavy reflector firmly regardless 
of vibration; long life mechanism and 
unusually good appearance. Inter- 
changeable caps and bodies. Made 
in key, keyless, push-button and pull 
chain types. Approved by the 
Inderwriters. 










C-H 3-wire Flush Receptacles are in 
keeping with the latest trend in wir- 
ing. The base is made of heat-proof 
Thermoplax—the clips of heavy phos- 
phor bronze assuring positive con- 
tact and longlife.The staked binding 
screws never loosen—and are large 
in size for strength and wiring con- 
venience. C-H 3-wire Flush Recep 
tacles meet Underwriters’ 
requirements. 


v 


v S 
SELL*COMPLETE*CONVENIENCE® 
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Wiring Headquarters 


for your community... 


Establish a Reputation As An Expert 


Sell Complete Wiring - - 


Both You and the 


Builder Profit 





— have at your com- 
mand a fund of spec- 
ialized experience which 
you can use to establish 
yourself as wiring head- 
quarters in your com- 
munity. 

Go to the builder, archi- 
tect, owner, or realtor and 
offer to help in checking 
over his wiring plans, to 








C-H Toggle Flush Switches have time- 
saving installation features, such as 
large binding screws, right hand 
wiring, shallow construction to fit 
any standard box and “compression- 
spring” ,troublefree contact mechan- 
ism. Black or brown operating levers. 
Single and double pole, three and 
four way types. Approved by the 
Underwriters. Illustration is Catalog 
7263 three-way. 


the convenience of 3-way 
switches, the doubling 
of outlets by the use 
of Duplex receptacles. 
You will earn the maxi- 
mum profit on every job 
and at the same time make 
the building more livable. 


Protect your customer's 
good will by using high 
quality wiring devices of 








make certain every job is completely 
wired. Your assistance will be wel- 
comed—it will identify you as an ex- 
pert to be consulted in wiring prob- 
lems—will be remembered when the 
next contract is to be awarded. 


For example, insist that plenty of 
lights and outlets be provided, partic- 
ularly in basement and attic. Point out 


known value. Cutler-Hammer offers a 
complete line—with a device for every 
wiring need. C-H Devices are con- 
venient to wire—are built for long 
service—have the backing of a thirty 
year old reputation. 


Write for the C-H Catalog. The 
complete C-H Line can be stocked 
from your wholesaler. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 


1286 St. Paul Avenue 














and one piece,double gri 


finish. Approved by the 


Underwriters. 


ae - 


° BUILD; 





A 
C-H Catalog 7920 Duplex Re- 
ceptacles double the number of 
outlets at slight extra cost. Large 
binding screws and shallow con- 
struction make installation easy. 
Polarized slots, deep finding —_ 


smooth-plugging contacts ma 
them easy to use. Black or brown 


MILWAUKEE, WISCONSIN 





HAMMER _ 


NECESSITIES 





CH — Switch is 
especially cer lighting 
closets. Light turned on auto- 
matically when door is opened. 
Furnished in two types—with ap- 

roved box for Loom, “BX” o1 

on-metallic, sheathed cable— 
or without box, but to fit any 
standard switch box, for rigid 
conduit work. Approved by the 

Underwriters. 


GOOD >: WILL - — 
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Meet our MR. GEORGE C. BREIDERT at the National 

Electrical Wholesalers Association Convention, The 

Homestead, Hot Springs, Virginia, and see and hear 
about the ILG GREATER SALES PROGRAM. 
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Tf its painted 





een 


~~ its an lg Hectric Ventilator 


the only 
with a 


one made 


Ly enclosed 


self~cooled motor 


Guaranteed as a 
complete unit ~ 


LL America has learned to spot the 
Ilg Electric Ventilator by its dis- 
tinctive dress of green. It conspicuously 
individualizes the one motor propeller 
fan that’s nationally advertised, known 
far and wide by Color, Name and Per- 
formance — the only one made with a 
fully enclosed, self-cooled motor and 


guaranteed as a complete unit. 


Everywhere the Ilg Electric Ventilator 
enjoys marked consumer acceptance. It 
is specified by Name, recognized by 
Color and preferred by the buyer who is 
willing to pay a trifle more for a product 
that has achieved an enviable reputation 
for superiority. And everywhere dealers 
know it for what it is —a splendid, 
year ‘round seller. 


Let us tell you about this market that is still in its infancy — permit us 
to submit the facts and figures about future possibilities and the details 
of a Co-operative Sales Plan that is getting action. 


ILG ELECTRIC VENTILATING Co. 
2854 NORTH CRAWFORD AVENUE 





CHICAGO, [ILLINOIS 







For Offices, Stores, 


Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 
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MpeIRCE 
HUBBARD &CO 















Jrom | 
John Lineman “ 


Be sure to visit me at my cottage in 
space Nos. 142-4-6-8 at the N. E. 
L. A. convention June 3rd. 


I want you to see these new Bands 
and many other new Peirce Special- 
ties. 
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Patent applied for 


ADJUSTABLE 
POLE BAND. 











The new Peirce Adjustable Pole Band has been de- 
signed to attach all types of Pole Line Hardware to 
concrete, steel or wood poles. Important among 
the items readily attached are all sizes of Wood 
or Steel Cross Arms, Secondary Racks, Mast Arms, 
Lamp Lead Brackets and Pole Steps. No drilling 
or cutting of the pole is involved. 


These bands are designed to fit any diameter pole 
at any height regardless of taper. The absolute flex- 


ibility of position on the pole which they allow 
makes steel or concrete pole line con- 
struction even easier than with wood 
poles. Pre-construction planning of 
gains and inserts on concrete poles 
for possible future attachments is 
eliminated. Write for complete de- 
tails and prices. 





Sold exclusively through the jobber. 
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(Hubbbalid acomany 


PITTS BURGH ” OAKLAND, CAL. * CHICAGO 
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@ Service is widespread 
as your activit 














. 
indicat 
yds me 
nelboares tractor 
& Pe indled’ uty 
nc ~ 











&) Panelboards are nationally advertised toall 


users and buyers of panelboards. Particularly 
consistent selling arguments to the architect, 
electrical contractor and industrial electrician 
are carried in their principal publications in 
large space. This helps you to sell @® Panel- 
boards. Read these advertisements in all pub- 
lications that come to your notice and know 
the reasons for & superiority and leadership. 


The €& Catalog is part of the selling program. Get It. 
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OW every jobber’s salesman can doa good 

job of selling panelboards as the & Line 
of Standardized Safety Type Panelboards fit 
into every wiring job quickly, accurately and 
with littie labor. 


A little study and you can figure the panel- 
boards ona job. All & men are ready to help 
you and the Jobbers’ &# stock proposition 
makes deliveries fast and profitable. 


The new A Catalog is ready for your desk. Write for it now. 












































‘salesmen everywhere ... Write today for complete 
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The STAR-Rite FAMILY with the addition of 
the new Waffle Irons with heat indicators— Toasters 
—Fans— Drink Mixers and Cleaners is now MOST 
COMPLETE... STAR-Rite Products are sold only 
by jobbers and you are fully protected. This fast sell- 
ing line of nationally known value are real leaders 
and present a wonderful sales opportunity for jobber 


information to help you sell. 


STAR-Rite Waffle Iron for $9.00 with Ventilator, adjustable to any window— 
the same heat indicator that made the 24-34" wide—and easily installed, is the 
Empress such a wonderful hit when first latest addition to the line. Write for fan 
marketed. Other models at $10.00 and $15.00. catalog. Non-Oscillating models 8’’, $6.50; 
Beautifully finished in gleaming nickel, 10’’, $10.00; 10’ Ventilator, $17.50; Oscilla- 
they offer dealers a wide range of models tors, 10’’, $13.50; 12’’, $25.00; 16’’, $30.00. 
pe hae yo ila al STAR-Rite Quick Mixer. Ideal for 
mayonnaise, cream, egg whites, light 
STAR-Rite Reversible Toaster has lead batters and drinks. Mixer is separable from 
the market for eight years. Redesigned base and may be carried to stove, table or 
for 1929 sale—with a more attractive finish sink. Rubber feet on base prevent ereep- 
and beautitul engraving on top and side ing. Bowl furnished FREE. Price $10.00. 
panels. This reversible model is really : 
the equal of any toaster on the market. STAR-Rite Electric Cleaner with the 
Retail $4.50. long handle, furnished FREE, serves 
practicallyevery cleaning need. Floorcover- 
STAR-Rite Fans for 1929 are offered in ings, draperies, upholstered furniture—even 
3 attractive display and selling colors the interior ofthe automobile. Retail, com- 
black and brass—ivory and nickel. The plete with extension handle, $15.00. 


STAR-Rite 


ELECTRICAL NECESSITIES 
Fitzgerald Manufacturing Co. 


Torrington, Connecticut 


Send for complete catalog on STAR-Rite motor-driven and heating 
appliances—electric ranges, etc. 


TAR-Rite 


is building Extra Profits 
for Jobber Salesmen 
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ILLUMINATING GLASSWARE. ror 


THESE NEW BUILDINGS 


SUPPLIED BY - 
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New Sales Service 
To Boom 

Big Building Sales 
NLAND has recently placed at 

[= disposal of jobber salesmen 
handling the Inland line a new 

sales help that makes the way to big 

jobs easier. 

The entire Inland line has been 
catalogued in a new way. Each In- 
land unit besides being illustrated is 
numbered and described. In addition 
to this, spaces have been provided 
for the price of the glassware only, 
fixture only and a third space to 
carry the combined price of glass- 
ware and fixtures. 

With this, a catalogue carried ei- 
ther separately or right in the jobber 
salesman catalogue, salesmen are in 
a position to exhibit and quote the 
complete Inland line to contractors, 
architects or owners interested in the 
completion of such big buildings as 
are shown on the left that are al- 
ready equipped with Inland glass. 

The buildings shown are: Foreman 
National Bank Building, Stop & Shop 
Building, Morton Building, Wil- 
loughby Tower and Chicago Stadi- 
um. If you are not now carrying the 
new Inland catalogue, write us for 
one. 


INLAND GLASS WORKS, 


INC. 
6101 West 65th Street 
Chicago, Illinois 


-ORTANT MAN IN THE INDUSTRY 
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We'll meet you at 
Atlantic City. Look 
for the Hankscraft 


Ubi 






J] 





Going over big! That’s the report that 
comes to us from salesmen everywhere 
who are pushing the Hankscraft Demon- 
strator Display and Minimum Assort- 
ment with dealers. Dealers and central 
stations like the display because it does 
a complete selling job. It attracts— 
stops—and sells. 


Every dealer who installs the Demon- 
strator Display is automatically regis- 
tered for permanent merchandising serv- 
ice—side panel replacements, reprints of 
national advertisements, literature and 
— trim material. These are sent 
ree. 


@ 


HANKSCRAFI 


June 7. 


The Hankscraft Minimum Display As- 
sortment, a dozen pieces, is the smallest 
representative stock a dealer can buy 
for proper display and stock. Includes 6 
egg cookers (2 green, 2 yellow, 2 blue); 
2 Hankscraft Egg Services (cooker, 
tray and 4 egg cups in Hankscraft 
green); 2 Egg-Etts, 2 Fairy Warmers. 
Demonstrator Display Table comes free. 
The standard package of merchandise 
goes to dealers at established discounts. 
This deal will go over with your dealers 
and central stations, too. Push the 


Hankscraft line. 


C0 
Meo so7hFh ANN 





display. May 31 to 


x 
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No.3134 SHADE WITH No.3i3S 
CASTCLAMP SHADE HOLDER 


By the use of FARIES patented principle, Verdelite Shades are mounted 
on a special holder and easily slide into place on the portable without the 
use of any tools or set screws. 

Verdelite Shades are adjustable to any angle; are interchangeable, and may 
be removed instantly to conveniently clean, or to replace, as the occasion may 
require. 

To detach, it is only necessary to use your two hands which instantly re- 
move shade from slot, permitting replacement of shade without disturbing 
electric wiring or other elements. 


= 


No.850S SHOWCASE 
OR PICTURE REFLECTOR 













Na2i 


FARIES 


“THE UNIVERSAL LINE”’ 


The Jobber and Dealer find the old ghost of sales resistance entirely eliminated when they 
stock the FARIES line. It sells itself on the basis of pure merit founded upon 49 years of 
painstaking thought and effort to make FARIES a product of such design, workmanship 
and price that no live Jobber or Dealer can afford to do without it. 

We have always maintained a definite Jobber-Dealer policy which is increasingly con- 
structive and profitable to the trade. 

Our new catalog embodies a comprehensive general selection from our line, and as manu- 
facturers of our own complete line we extend to the trade the many resulting natural ad- 
vantages. 

Write today for catalog No. “J” with prices. 


FARIES MANUFACTURING CO. 


DECATUR, ILLINOIS, U. S. A. 




















78 THE JOBBER’S QS SMAN 

FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 
We believe this new Oliver Catalog to be able time-saving manual worthy of a prom- 
one of the most complete treatises on pole inent place in your reference library. 
line a a published for 4 con- Every item is carefully indexed and classi- 
a of purchasing executives and engl- feq to save you time and conserve your 
Between its durable, attractive covers are CN€T8Y- ' : i dines 
112 pages of useful information of interest Write us on your office stationery and we 
to every engineer and executive. shall be glad to send you a copy of this new 
It is more than a catalogue. It is a valu- manual at once. 

| OLIVER IRON AND STEEL CORPORATION 
Pittsburgh, Penna. 
TR Ome LY, 
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Cw, Auto ( soll 





‘“‘The Auto Grill is theonly one, 


That ticks while it’s cooking, 
And calls you when it’s done.’’ 





The automatic is set by 
turning the dial to the right 
number and when the bell 
rings the current is turned 
On; . Heat is applied 
from above and _ below 
through “Monel” metal 
cooking plates. . . . The 
grill is finished in nickel 
plate with handles in a 
variety of colors. . . . Toasts 
bread—grills bacon, ham or 
sausage and wonderful for 
making toasted sandwiches. 


A FAST SELLER 


Write Today for 


| Jescriptive Foldey 


Nothing like the New “Auto Grill.” Entirely automatic—grill— 
toaster and sandwich machine. . . . Opens a new and untouched 
market for jobber salesmen. . . . In big demand in the home. . . . 
Dealers are enthusiastic. . .. Let us send you complete information 
today, so you can start selling right away. 


Powerful Advertising Campaign 


An unusual advertising campaign from twelve of the large broad- 
casting stations throughout the country will tell millions of housewives 
each week all about the Auto-Grill. This powerful radio series is called 
“VOICES FROM FILMLAND” and it features many of the leading 
FILM STARS in Hollywood. Such famous people as Bessie Love, 
Charles King, and Anita Page, the three stars from “THE BROAD- 
WAY MELODY,” will be on the first three programs; others will be 
Conrad Nagel, Joan Crawford, Gus Edwards, and many more. They 
will talk and sing just as they do in their pictures to one of the largest 
radio audiences ever assembled. They will also tell about the Auto- 
Grill. Beautiful window posters, newspaper ads, folders, etc., are all a 
part of this big Auto-Grill campaign. 


Set The Dial 


— When Bell Rings 


The Current Is Off 


C. W. CARTER 


MANUFACTURING COMPANY 





MINNEAPOLIS, MINN. 
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We Believe 


the Jobber 


is the legitimate. J Distributor of our 
Merchandise! 


We are hanger Catalog 
specialists shows all 
and have sizes and types 

developed a permitting 

special 

7 your salesman 

commercial 

| to quote 
unit hanger } . 

| immediately 
service for 
on the job. 


jobbers. 





SEND FOR OUR PLAN 


THE ART 
METAL CoO. 


1800 East 38th Street 
Cleveland, Ohto 
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For the Lighting of 
Hazardous Places 

















Bexjamin 





Benjamin Gas and Vapor- 
Proof Lighting Fixture 


For General Illumination of Oil Refin- 


eries, Pump Houses, Explosives Mills, 
Paint and Varnish Plants, and the like. 


Gaskets seal the interior against the entrance 
of gas and vapor from either the conduit line 
or the surrounding atmosphere. A sturdy unit 
which not only provides safe lighting for 
hazardous places, but also preserves the high 
lighting efficiency of the Benjamin RLM Dome 
Reflector for general illumination. 








Benjamin -Projectolite 


For Lighting Either Straight 
or Rounded Surfaces from 
a Grazing Angle. 





The powerful flood light beam is broadened The Projectolite is especially adaptable for 
and flattened by a special lens which directs _ the lighting of places where flammable vola- 
the greater part of the light toa point far- __ tile liquids, highly flammable gases or other 
thest from the light source anda correspond- _highly flammable substances are present. 
ingly smaller amount to the points nearer the National Electrical Code Standard, and 
reflector. The result is a uniform listed as a vapor-proof fixture by 
lighting of the entire surface. the Underwriters’ Laboratories. 
Where certainareas or objectsmust 
be intensively lighted the Projecto- 
lite adds greatly to the effectiveness 
of good general illumination. 


Send for full information on 
Benjamin Equipment for the light- 
ing of hazardous places. 





BENJAMIN ELECTRIC MFG. CO. 


General Offices and Factory 


DES PLAINES, ILL. (Chicago Suburb) 
New York Chicago San Francisco 
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You Know 


anda we know — 


That your best business comes from those 
“come-back” customers—and the surest way to 
clinch that business is to handle a line of wire 
that sells itself and stays sold. So much can be 
said of Crescent Wire Products. Their perform- 
ance under all sorts of conditions has built for 
them a lasting reputation for dependability. You 
can’t go wrong with Crescent Wire. 


(RESCENT 


nsulated Wire and lable Co. 


CRESCENT ARMORED WIRE CO. 
TRENTON N.J. 


Forty Years of Knowing How in Every Crescent Product 


CRESCENT PRODUCTS 


“Crescent”? National Electric “Crescent” Lead Covered tor Cables; Borderlight and 
Code Rubber Covered Armored Cable. Stage Cables; Dampproof 


Office aon d Annunciator 


Wire and Cable. Shenae tna as 
Crescent” Flexible Metallic Wires and Cables; Special 


Intermediate Grade Rubber Conduit. 





Covered Wire and Cable. 
“Imperial” 30% Rubber 

Covered Wire and Cable. 
“Crescent” Lead Encased 

Wire and Cable. 
“Crescent”? Armored Cable. 


Lamp, Heater, Brewery, 
Canvasite and Packinghouse 
Cords; Plain Rubber 
Sheathed and Braided Port- 
able Cords; Elevator Light- 
ing, Control and Annuncia- 


Flexible Cords, Cordage and 
Cables for Telephone  In- 
struments and Radio; Mag- 
net Wires—cotton and silk 
covered: Organ Wire and 
Cable; Bare and tinned cop- 
per wire and cables. 
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UGE VOLUME! © 


a 


New Ideal Fixture 
sal’ Wire Connector. 
Especially designed for 
fixture joints. 
ONE size to sell 
ONE size to stock 
ONE size to use 


(Fully Approved by Under- 


writers’ Laboratories.) 





trial use. 
(Fully 





100,000,000 


WIRING JOINTS MADE 
wee EVERY YEAR oe 





Solderless-Tapeless 
common wiring joints, small motor caps, 
outlet boxes, etc. 

A special large size for general Indus- 


Approved 
Laboratories) 


One size fits all 


by Underwriters’ 








“Univer- 


all 


IDEAL 





No more_ grounds from 
pierced tape joints—no more 
smoked ceilings from blow 
torches. 


(Fully Approved by Underwrit- 

ers’ and Factory Mutual Lab 

oratories. Recommended in 
N. E. C.) 


UNIVERSAL WIRE CONNECTORS 
—SELL TO— 


manufacturer uses 5,000 Connectors each month. 


Contractors: 


one office building alone, 
Fixture Mfgrs.: One manufacturer contracted for 


3,000,000 Connectors. 
Electric Appliance 


Mfgrs.: <A 


10,000 to 75,000 Connectors used in 


small appliance 


Industrials: 
installing and changing | 
ments, motors, machinery, 
Radio Mfgrs.: Wherever 


(Fully approved by Underwriters’ Laboratories) 


Use thousands in new construction, 


ights, electrical instru- 
etc. 
joints are made. 


No Contractor Having Once Used ‘‘Ideals’’ 
Has Ever Gone Back To Solder and Tape 


Another Big Seller 


Ideal “‘Bowlus” Boring 
Machine. Bores five 
times as fast as brace 
or breast drill. Is quick- 
ly adjustable to any 
height from 7 ft. to 11 
ft. on overhead work. 
Drills holes at right 
angles (or at any angie) 
to rafters, joists or 
studdings. 

A light pull on the 
sprocket chain sends the 
bit through the wood at 
a surprising speed. Re- 
versing the chain brings 
the bit out without bend- 
ing or breaking. 

_ For under-foot work it 
is just as quick and 
easy to use. 





Another 
Big Seller 





Ideal Commutator Dresser Co., 


Ideal E-Z Wire Stripper. 
Needed by any electric 


the insulation and strips 


both wire and hands. 





1047 Park Ave., Sycamore, Ill. 


Another 
Bis Seller 


Blower 
Used 


Ideal Combination 
and Suction Cleaner. 








‘ for blowing, spraying and 
mechanic and worker. vacuum cleaning. Air veloc 

aieaie - " “ ity 210 miles per hour. Op- 
Always ready for use. erates from AC. o Di 
One squeeze on the han- light socket 
° or power 

dle clamps the wire, cuts circuit. At- 


tachments 


available for 


the wire. Releasing pres- all cleaning 
sure opens the handle Pee. 
and resets the stripper 

for the next snip. Ab 

solutely safe; protects 


629 


ae 





Please send further information regarding 


Name ... 


Address 


. | Ideal *‘Bowlus” 
[] Ideal 
{}] Ideal Suction and Blower Cleaner. 


(J Ideal Wire Connector and Sample. 


Boring Machine. 
E-Z Wire Stripper. 


I NINN I oa tcahccasccsscscnientacicnaaeieneacnapicuniaenannnnneneenn 
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ULTI 


Reflector Sockets 


are 
Adjustable for ceiling 
heights and lamp | 
sizes, at no greater cost 











HE Multi line is complete and offers you M ULTI Reflectors are made by the manufac- 
turers of the famous Newgard Weather- 


seal business ...... Reflector sales run : . 
: 2 proof Receptacles; and include Multi Bushings, 
into considerable volume ina short time. You Cartridge Fuse Cutouts, Lugs and Clips— 
can develop a lot of business by getting back Commercial Lighting Fixtures and accessories 


—Floodlights, Spotlights, Cover sockets, etc. 
Our New Reflector Bulletin No. 6 is now avail- 
friends on this important equipment. able— Write for it today. 


MULTI ELECTRICAL MANUFACTURING CO. 
1840 West Fourteenth Street, CHICAGO, ILLINOIS 


CORRPPORTOREPPELERLED APTA EBEE) TUTTLE COAL LEPE! NALSTOMLIRUULS IAS ATPU ALLY PULLED GASLALERRA HENS SPRDETRAERSVGRDEDESSUSEEOESHAE; MOSES CSUN EDRTHTEDEIMESSD DBTGPRERSORR SEALE: SEASEEHIRSDEPESOESTLBERLURSSG LEAST APRODALIEHESHESTEEDILADPLERRD TEED STSO BOBESBPES BRST 


of Multi and selling your dealer and contractor 























HUME OUAUALALCOE AEE 
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FOL 
TRE 
HOME 


PRE OSbyY. COMPLETE. PACKED, READY TO RANG 
UNIT ON TRE MARKET 
DESIGNED IN TRE MODERSN 
sivil 


CONSOLIDATED 


AiTInG Gl 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 
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our Move To Bigger Profits! 


What you buy NOW largely determines 
the PROFITS you make later 














+44 Ker 





ABolites offer you a Complete Line of High 
Quality Porcelain Enameled Reflectors, plus 
an interchangeable detachable design which 
enables you to meet almost any requirement 
direct from stock. 


Correct Lighting is a combination of the 
right plan and the right reflectors to distrib- 
ute the illumination. ABolites—accurately 
made, strong and efhicient—make your cus- 


tomer’s lighting the success he planned it to 


be Easy to Wire. Everything 
; Accessible. Interchangeable. 











Eight Big Points of ABolites 


Correct Design—The form of the reflector is scientifically correct for right 
light distribution. 

Accurately Made—Formed in powerful presses between dies of perfect ac- 
curacy—a process far superior to the usual method of “spinning.” 
Reflectors Easily Cleaned—Reflectors instantly removable for cleaning, with- 
out disturbing holder or wiring. 
Interchangeable—Since any ABolite reflector will fit any ABolite holder it 
is easy to meet changed lighting requirements without re-wiring holders— 
an important point in any growing organization. 

No Rivets Used—All parts are electrically welded—therefore cannot work 
loose. 

Strongly Made—Built from extra thick sheet steel. 
Weatherproof—Thoroughly protected inside and outside with our special 
vitreous weatherproof enamel—the result of years of test and experiment. 
High Reflecting Coefficient—The white enamel on the inside of the reflector 
has exceptionally high reflecting power, and since it does not discolor with 
age, it retains its efficiency indefinitely. 
+48 Hee 
Our new catalogue gives complete information on the entire line of ABolite 
reflectors including reflectors for sign board lighting. 














Name_ 





Address__ 





| The ABolite Reflector Company 
7500 Stanton Ave. 


Cleveland, Ohio 
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GALVANIZED CONDUIT 




















A one-minute dips of a copper sulphate test 

—double the Underwriters’ requirements 
—that is what is withstood by the heavy 
zinc coating on this remarkable Galvanized 
Conduit. Inside coating our own Special 
Black Enamel—the easiest fishing. 

















ENAMELED METALS CO. 


PITT YTBURGH, PA. 
tse 
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ented... is the furthest advance in searchlight construc- 
Tl don since the hectic tonite digas bien 
# lantern. And, interestingly enough, the dealers who sell 
“4 ~— the Ray-O-Vac Rotomatic Searchlight think so, too. They 
"@ —_ say Rotomatics sell faster .. . and that means profits. Why 


don’t you check up and see what Rotomatics will do for 


- your balance sheet? 


@ FRENCH BATTERY COMPANY 
x Factory: Madison, Wis. Sales Office: 30 N. Michigan Ave., Chicago 
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The French Battery Company 


make Ray-O-Vac Radio “A,” 
“B,"" and “C” Batteries; Ray- 
O-Vac Ignition, Telephone 


and Flashlight Batteries. 
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TWO MARKETS BUILD DOUBLE PROFITS 








Nation-Wide Demand 


Men and women the country 
over are using the Tower Exer- 
ciser and Reducer! Here are 
two tremendous markets—with 
every person a prospective cus- 
tomer. Daily the demand grows 
greater for this better health 
machine. You will appreciate 
the reason for it after a single 
glance at its trim compactness, 
its sturdy construction, its ease 
of operation and its many other 
superior features. Get on the 
easier road to sales, satisfaction 
and profits—stock the Tower Ex- 
erciser and Reducer! Write us 
today for complete information 
on our dealer’s discount plan. 
It brings greater profits to you. 


_ plan. 











Send coupon today for com- 
plete information regarding 
our profitable merchandising 
Our liberal dealer’s 
discount arrangement will 
mean attractive profits to you! 


ie 


Towel fe 


EXERCISER 
6&REDUCER 


o/ Oo 


COMPLETE with STAND 
FULLY ADJUSTABLE 











Extra Tower Features 


Can be used on its own stand (fur- 
nished without extra charge) or on 
any convenient desk or table. Vi- 
bration is controlled to speed most 
soothing to the nervous system. 
Fully adjustable—allows gentle or 
vigorous massage. Equipped with 
two belts for use on various parts 
of the body. Sanitary slip cover 
for belts assures cleanliness always. 
Quiet, compact, portable, made of 
the finest materials throughout. 


: Tower <TD Cae, 
122 Brookline Ave., Boston, Mass. 


: Please send me complete informa- 
: tion regarding your dealer’s merchan- : 
: dising plan. 
i (it Ree cee sere tee ’ 
: Street peer desnik 
: City and State 

My Jobber is 


TOWER MANUFACTURING CORPORATION 





SEE USAT 
rHE R.M.A. SHOW 





122 BROOKLINE 


AVENUE, BOSTON, MASS. 





SEE USA 
rHE R.M.A. § 
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Partial view of the factory of Proctor 
& Schwartz, Inc., Philadelphia, of 
which Proctor & Schwartz Electric 
Company, Cleveland, is a division. 
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WWE ay 
INTRODUCING 


The PROCTOR LINE of 
Automatic Electrical 


Household Appliances 


HE Proctor & Schwartz Electric Co. is a name new to the electrical industry, 
but Proctor & Schwartz, Inc., the parent institution, is known and respected 
wherever textile or drying machinery is used. The products of this company 


are in use in every part of the world. 


Rw two generations of experiment and experience has come the deep 


and well-grounded knowledge of heat and moisture control. 


HE new company inherits and applies Proctor Automatic control to a complete 
line of household appliances—the Proctor iron, Proctor toaster, Proctor waffle 


iron—which are being introduced for the first time at the N,E.L. A. Convention, 


N ADDITION fo the introduction of automatic heat control a new style note 


is sounded, embodying a modern motif for the first time applied to electrical 


household utilities, 


ROCTOR Electrical Products will be distributed through only reputable, re- 
liable trade outlets, which will be supported by merchandising and advertis- 


ing co-operation to an unprecedented degree. 


INALLY, the Proctor Line will he priced to provide these trade outlets with 
a generous margin to encourage their active merchandising and campaign- 
ing and will bear an unconditional guarantee that will protect both user and 


seller against costly servicing. 
+ + + 
OU are cordially invited to inspect the Proctor Line, at Space 571, New Auditorium, 
Atlantic City, during the N. E. L. A. Convention, June 1st to 8th, and to correspond 
with Proctor & Schwartz Electric Co., 6612 Euclid Avenue, Cleveland, Ohio, a division 
of Proctor & Schwartz, Inc., Philadelphia. 
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Ceiling Fans 





Desk and Bracket 
Fans 





Exhaust and Ventilating 
Fans 





“Wind-O-Vent” Home 
Ventilator 














Deal with 


DIEHL 


on Fans 


sae mers 


HE ancient windjammer above 

symbolizes well the modern 

windjammers below. Staunch, 
handsome, well-designed, long-lived; 
in these qualities the windjammers 
made by Diehl are equal to the wind- 
jammers of old. 


The Diehl line is complete, giving you a chance at 
every fan sale, winning most of them on sheer merit. 
Desk, bracket, and ceiling fans in the demanded 
sizes and types. Exhaust, ventilating and special 
purpose fans for industry and the home. 


Diehl fan stocks are maintained in leading trade cen- 
ters to protect your service. You can supply any 
dealer any fan on but a few hours’ notice. 


We deal only through jobbers. All the advantages 
of handling Diehl fans are yours without encroach- 
ment. Furthermore, you may be sure that your sales 
efforts will be backed up with quality, serviceability 
and co-operation. 


Sell Diehl fans and prosper. For forty years jobbers 
have found that advice good. Follow it yourself. 


DIEHL MANUFACTURING COMPANY 


Electrical Division of 


The SINGER MANUFACTURING COMPANY 


ELIZABETHPORT, N. J. 


Atlanta Boston Chicago Columbus Dallas 
New York Philadelphia Pittsburgh St. Louis 


DIEHL 
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Floor Polisher 
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Enclosed 


A new development in the Ball 
Bearing CLEMENTS Jewel 
which has added greatly to suc- 
tion power with an actual de- 
crease in speed of motor and 
“load” upon working parts. 


Unit Construction! 

















“Water Lift” 
Test Shows 
Clements-Jewel 
Stronger 


Here is pictured 
the Static Pressure 


FREE 4) Servicing risks have thus been Gata on 
New Low +. reduced while efficiency has been ed. yl peel 
er. e new 


Prices to You! 





actually stepped up! 


The new CLEMENTS method 
of “Enclosed Unit Construc- 


CLEMENTS- 
Jewel shows 
inches more pow- 
er: a tribute to 




















new design prin- 











f= tion” makes delicate working ciples achieved | 
=. parts dust proof. Makes improp- oe & | 








er assembly of parts virtually im- 
possible. 














Every detail of the Ball Bearing CLEMENTS Jewel 
has been designed to do away with repair risks. Latest 
type ball bearings eliminate over’ or under-oiling trou- 
bles. The machine has been kept “straight suction” 
with consequent simplicity of construction and deep 
cleaning power. 


“ Pn lhink ed : 
oeintietenieoneieee 


NOY Ip ee eR Reason 









ee 
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There are no belts, gears or complicated mechanisms 
to get out of order. 


Nineteen years of manufacturing experience behind 
CLEMENTS Jewel have eliminated all little imperfec- 


tions. 





Send for a sample, submit it to all known 
tests and convince yourself that you can rec- 
ommend and merchandise it with utmost 
confidence. 








Clements Mfg. Co., 625 Fulton St., Chicago, Il. 
Ball Bearing 
°C. JEWEL 


“Backed by 19 Years Fine Cleaner Manufacturing” 
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TRIANGLE 


TRIPLE INGULATED 


ARMORED, CABLE 































1 
Armored — 
Cable with Paper 
an 3 
Insurance Policy Cotton 











TRIANGLE CONDUIT CO., Ine. 


General Offices: Dry Harbor Road and Cooper Avenue, Brooklyn, N. Y. 


Factories: Brooklyn — Chicago — Butler, Pa. 
In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 
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TRIANGLE 


MERCHANDISING 
POLICY 

















TRIANGLE 
















HE WHg ALER is the ke¥§man in Trian- TRIANGLE 

gle’s busfifess set-up and jobbers @erywhere are my le 

workingywith us as our most imp@xtant ally in See, cable 
the industry. . . . Earning your confidelige and that 00 
of your sal@smen is the result of quality Mmnufactur- ee 
ing over @yperiod of years. . . . Every whe er han- 












dling TgaAngle products knows they are oughly 
dep ble in any job for which they are ma 
Each in the Triangle line meets a stand 
quali@y¥ more exacting than any other we kno “ 
Triggigle products are priced to -allow you a pepfit 
i extend us and meriffig 
- We back you up, td 
Triangle advertising 
tion is read by your 
mail will continue to 
oducts among elec- 
chitects. . . . In 
ation to your in- 
angle service al- 






d of 



























owing our appreciati 
ade magazines of nati 
customers. ... Tri 





















trical contractors, 
addition there is 
dividual require 


















ways better a e do more to 
help you sell ... We will 
welcome the ¢ peir salesmen 








and we will 
better aca 


and let’s get 
business 


us both. 


TRIANGLE RIGID 
STEEL CONDUIT 
Galvanized or black 
enameled; sizes %%” 
toe 6”, elbows and 
eouplings to match. 








TRIANGLE CONDUIT CO., Ine. 


General Offices: Dry Harbor Road and Cooper Avenue, Brooklyn, N. Y. 


Factories: Brooklyn — Chicago — Butler, Pa. 
In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 
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Use THesk New Train DispLay Stanps/ 
THEY ARE PROVEN SALES PRODUCERS® 











Shows Your Prospects Our Fast Selling Items-- 
Actually Creates Sales 


Effecting the greatest display possible in a 714 x 4 
foot space, these new AMERICAN FLYER Train 
Display Stands are the outstanding features of the 
recent Toy Fairs. They are scientifically con- 
structed so as to show the trains without any ob- 
structive views. You will note that there are six 
wide gauge and five narrow gauge trains displayed 
on Model No. 4170 illustrated above. The two trains 
on the bottom are hooked up for actual operation. 





Our vice president 





These stands are real merchandisers equally adap- and general sales 
ted to counter or window display. Display Stands aaa ete “" 
are also made up for Narrow Gauge Trains, Wide ne sag Bie E. W. ." 
Gauge Trains, Wind-up Trains and a combination and the Westinghouse 
of Wide and Narrow Gauge Train Sets. Jobber’s Conventions 


at Hot Springs. 


If Interested, Send for Samples 
and Special Jobber Proposition 


oe 








Factory Office: ¢ Sates bootet k City 
2225-39 Ss, Halsted Street Me Transformers Electric Trains Mechanical LY Trains / 200 Fi th Ave., ; nee! site ay 
: nig 24 California St., San Francisco, 
Chicago, Illinois AMERICAN FLYER MFG. COMPANY California 


Mfrs. of Miniature Railway Trains, Airplanes and General Distributors of Structo Toys 
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This mark on Bake- 
lite Products has come 
to have the same sig- 
nificance as “Sterling” 
on silver. The ma- 
terial cannot be im- 
proved upon; the 
manufacturing proces- 
ses are in strict keep- 
ing with its character. 


REYNO|JITE 


BAKELITE 
PRODUCTS 


FFER the _ Jobber’s 
Salesman a line of 
wiring devices of which he 
can be justly proud, and in 
which he can find an op- 
portunity for good person- 
al success and profit. ; 
Reynolds Sales Offices are 
located conveniently to 
help jobbers wherever they 
may be. 


Constantly developing new 
ideas in appliances are par- 
alleled by improvements in 
REYNOLITE devices that 


keep them everlastingly up- igor: 


to-date in every particular. “ 
No. 380 


Competition f ro m_ sub- 





No. 110 





standard devices doesn’t 
bother the REYNOLITE 
jobber. 


REYNOLITE catalog 
sheets are a mighty help; 
carry them with you! 





REYNOLDS SPRING 
COMPANY 


JACKSON, MICH. 


Switch or receptacle 
plates and Push But- 
tons of Bakelite are 
the “Standard of 
Comparison” and are 
volume sellers with a 
good profit. 


No. 4022 





No. 902 





Type 100 National Ex- 
terior Projector for 
250 or 400 watts. 
Scientifically designed 
to deliver maximum 
light from lamp. For 
heavy duty service, 
weather and du st 
proof. Non-rusting. 





FLOODLIGHT 


Your Territory 


ND cash in on the popularity of 
oA this new development in adver- 
tising and civic improvement. 
We are putting forth every ef- 
fort to bring these National Units 
to the attention of every con- 
tractor in the country. They are 
responding enthusiastically to the 
idea of selling Flood lighting . . . 
This is all to the good of the 
Jobber’s salesmen carrying Na- 
tional Flood lights. 
How about sending for 
some descriptive litera- 
ture? 





Sc ID 


NATIONAL APPLIANCE 
COMPANY 


JACKSON, MICH. 


Type F-170 Interior Unit. 
Meets all requirements for in- 
terior work. Unit reflector and 
shell produces concentrated 
beam. All position mounting 
bracket. 10 foot cord. 
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Hastings Sales Co., Inc. 


“A national sales organization which brought into 
prominence the products of two large 
Radio Manufacturers” 


Now Equipped To Distribute Nationally 
ELECTRICAL—RADIO—AUTOMOTIVE LINES 


of a limited number of manufacturers 


NOW HANDLING NATIONALLY THE 
PRODUCTS OF THE ROYAL RADIO CORP. 


The New England Division of the Hastings Sales Company, Inc., is 
now prepared to represent in this section a few manufacturers in 


addition to the following: 


MOHAWK CONDUIT COMPANY CARBON PRODUCTS COMPANY 
Mohawk Rigid Conduit Ace Ignition, Radio A and B Batteries 
EASTERN TUBE AND TOOL CO. ELECTRIC RESEARCH LABORATORIES 
Ettco Triple I Armored Cable Erla Radio Receivers and Accessories 
KNOX PORCELAIN COMPANY AMERICAN SAFETY SWITCH CO. 
Radio Insulators, Wiring Devices, etc. Safety and Enclosed Switches 


CABLE SUPPLY COMPANY 
Speed Radio Tubes and Mignon Transformers 
and Condensers 


HASTINGS SALES CO., INC. 


42 BINFORD ST. BOSTON, MASS. 


CCC 
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Polle 
Royal 


Exerciser 
and 


Reducer 











DEP PRODUCING 


and health promoting 


Real fun using the Polle Royal . . . rolls off the pounds and 
years without the least effort on the part of the user . . . The 
Polle Royal leads the field . . . graduations of massage—brisk 
or vigorous . . . as an exerciser and reducer it is the last word 
in simplicity of design and construction . . . smooth oper- 
ation and perfect performance . . . Quality at low cost sells 
the Polle Royal. 


it BW Jes 


(Complete as shown) 


IN LIG DEMAND 
Steady — Repeat Orders 


Producing that exhilarating body glow, Polle Royal takes 
away that tired feeling, creating energy . . . . Exercisers have 
come to stay . . . . Thousands of various makes now are in use 
and many thousands more will be sold this year—but Polle 
Royal is the choice of the discriminating men and women who 
have attained perfect health through daily treatment of exer- 
cise and massage . . . . Demand is being stimulated and heavy 
repeat orders will continue to come pouring through from your 
customers once you get them lined up as Polle Royal dealers 
. . . « Jobber Salesmen are reaping a harvest now... . Write 
today for complete information and special sales helps. 





Manfuactured by 


° —™~ e 
The Royal Radio Corporation 
PROVIDENCE, RHODE ISLAND 
National Sales Agent HASTINGS SALES CO., Inc. 42 Binford St., Boston, Mass. 
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480 Park Avenue, New York 
City —another fine building 
using Youngstown-Buckeye 


Conduit. 


Architect — 
EMERY ROTH 


Electrical Contractor— 
S. W. HUROWITZ 


A Paved 
Highway 


to Increased Sales 


OUNGSTOWN-BUCKEYE 


Conduit sales come easier 
because it has been pre-sold for 
you. It has already won the 
acceptance of architects, engi- 
neers, contractors and supply 
houses. It is known wherever 
you go. It hasa background of 
acceptance that smooths the 
road to more and easier sales. 


In selling Youngstown-Buckeye 


Conduit you have the strongest of sales allies to make the 
going smooth and easy—reputation built upon the perform- 
ance records of thousands of installations plus a comprehensive 
advertising campaign that tells the story to your prospects 


before you call. 


Take the paved highway to more and easier sales—and profits 


. jeegi awe wer mer ons 


—by pushing Youngstown-Buckeye Conduit. 
THE YOUNGSTOWN SHEET AND TUBE COMPANY 


One of the oldest manufacturers 
the well-known and establishe 


copper-bearing steel, under 
trade name “Copperoid”. 


General Ofices—YOUNGSTOWN, OHIO 


DIsTRIcT sates 
ATLANTA—Healey Bldg. DETROIT —Fisher Bldg. 
BOSTON-—80 Federal St. KANSAS CITY, MO.— 
BUFFALO-—Liberty Bank Bldg. Commerce B:dg. 
CHICAGO—Conway Bldg. MINNEAPOLIS —Andrus Bldg. 
CINCINNATI—Union Trust Bldg. NEW ORLEANS—Hibernia Bldg. 
CLEVELAND—Union Trust Bldg. NEW YORK—30 Church St. 
DALLAS—Magnolia Bldg. PHILADELPHIA— 
DENVER—Continental Oil Bldg. Franklin Trust Bldg. 


OFFICES 


PITTSBURGH—Oliver Bldg. 
SAVANN AH-—M and M T Terminals 
SAN FRANCISCO— 

55 New Montgomery St. 
SEATTLE —Central Bldg. 
ST. LOUIS—Shell Bidg., 

13th and Locust Sts. 
YOUNGSTOWN -— Stambaugh Badg. 


LONDON REPRESENTATIVE—The Youngstown Steel Products Co., 
Dashwood House, Old Broad St., London, E. C. England 





YOUNGSTOWR 
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This beautiful and imposing structure 
for Shrinedom in Chicago 
is protected with 


TRICO 


RENEWABLE 


FUSES 


They’re ‘‘Powder-Packed”’ 


Owners of business structures and industrials every- 
where recognize the outstanding factors in TRICO 
Renewable Fuses. This favorable acceptance is re- 
flected in the substantial growth of 
TRICO year after year. They’re not 
only dependable, but render a greater 
measure of service than the average re- 
newable fuse, because the renewal ele- 
ment is powder-packed. 


Disappointments, grief, worry, and 
waste are unknown where TRICO Re- 
newable Fuses are used. 


Money-Saving TRICO Factors 


No Premature Blowings 
No Unnecessary Shutdowns 
No Oxidized Contacts 

No Charred Casings 
Copper-to-Copper Contacts 
Reduced Watt Loss 

Time Lag 


And they cost no more than other 
makes of renewable fuses 





Free Samples on Request 
MeEDINAH ATHLETIC CLus, Chicago Also Comprehensive Treatise on Renewable Fuses 
Architect—Walter W. Ahlschlager, Chicago 


General Contractor—Paschen Bros., Chicago TRICO FUSE MFG. CO., 1004 McKinley Ave. 


Electrical Contractor—Hub Electric Co., Chicago MILWAUKEE, WIS 
_ " 
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fhe New Thor 


* 





It makes you 
feel good 








ONE OF THE VERY FEW EXERCISERS BEARING 
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Juvenator... 
Selling at $3929 


A 


is revolutionizing 





another industry?! 


H®s a whale of an opportunity to really 
get into the exerciser business —to sell 
one of the very few exercisers bearing a known 
name and reputation. You merchandisers,who 
pride yourselves on your ability to spot a live 
one, will see the possibilities in this new 
invention .. . in a flash! 


Look at it! Note its small size. See how 
easy to use it. No big stand necessary. No 
cumbersome apparatus. It clamps to any door 
or window sill. Rubber guarded—clamp fully 
protects woodwork. 


The whole machine, including Universal 
Motor, is not much larger than a good-sized 
grapefruit. 

A marvel of vibration action! 
In vibration action—the Thor Juvenator is 
the equal of many large, costly machines. 


Brace yourself —and try to pull it down to 
a stop. 5 minutes with this little wonder is 





AND 


NAME 


KNOWN 


sufficient to stimulate muscle action and wake 
up sleepy, tired bodies to new pep and vigor. 


Easy to demonstrate — Easy to sell 


Put it anywhere for demonstration. Let men 
and women see it—and know its amazing 
low price. Thousands will buy it on sight. 


Even before this announcement — the news 
of this sensational new exerciser has leaked 
out and orders have come in by thousands. 


Get your order in at once! Use the coupon 
to order a sample if you wish. Thor is revo- 
lutionizing another industry — and now is the 
time to get in on the profits. Mail coupon to- 
day. Hurley Machine Company, 22nd Street 
and 54th Ave., Chicago, III. 


Hurley Machine Company, 
22nd St. and 54th Ave., 
Chicago, III. 


7 | 
; 
} 
{ 
! 
' 1 
Please send me at once asample of the new 

?, 1 
! Thor Juvenator and bill me at my regular | 
| discount. 1 
! : 
{ ! 
; 
: i 
: 1 
1 
: 
} 
; 1 
. 1 
! i 
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The Kind of Merehandise that your dealers ean sell 


Profitably 


and that you and your house ean stand behind 


with Confidence 





Fans Morors VENTILATING 





with the '/30 to 2 hp AC—DC FANS 
- ; THE EMERSON ELECTRIC MBG. CO. 9. 12 and 16 ineh 
o-Year Guarantee 806 W. Washington Bivd. Chicago Ill ° “Also Exhausters 


50 Church Street, New York City 12 ineh to 36 ineh 
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We Are Not Your 


Competitor — 
Mr. Jobber’s Salesman 


‘CATROBE” PRODUCTS 


ARE SOLD EXCLUSIVELY THRU JOBBERS 


— ee «Al (99. ———— 








You know how discouraging it is to “work up” a sale 
for several months and then find your prospect has 
BOUGHT DIRECT from certain factories you thought 


were maintaining a Jobber Policy. 





The rapid increase in the number of Distributors of “Latrobe” 
Products is largely due to the STRICT maintenance of our 
100% JOBBER POLICY 


— 4« SOCKET CLAMP 


Br 
s, 19 Quy ~ Ae 
“fry Ss 


Write for acomplete set of resale price 
sheets for YOUR loose leaf catalog 





Pullman Manufachiwing Co. 
1209-1215 Jefferson St., Latrobe, Pa. 








Jobber Policy at your next sales conference. Your personal comments will be 


te € Let this advertisement serve as a reminder to discuss “Latrobe”? Products and our 
§ ; 
appreciated. 
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- Sell Them Beauty ~ 
Speeding Sales for you 


Herwig Cast Metal Outdoor Lighting fixtures are designed 
to combine commanding appearance and utmost utility— 
classic as well as modernistic designs. There is a Herwig 
unit to meet every requirement .. . . Apartment Buildings 
—Bungalows—Country Clubs—Garages—Churches—Pub- 
lic Buildings—Residences and Warehouses—all are pros- 
pects. 











The recognized leader in the outdoor fixture industry, the 
Herwig line also is extensively advertised . . . . Your con- 
tractor friends will be glad to have you make suggestions 
which we will supply upon request .. . . We help jobbers 
and their salesmen to sell and build up profitable new busi- 
ness in their respective territories. 


ase The Herwig 


catalog and complcte 
information on_ these 


a 1753-59 Sedgwick St. 
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and Durability 


and your Customers 


Live jobbers and their salesmen everywhere are cashing in 
big . ... There is no arduous missionary work for jobber 
salesmen . . . Pleasant profitable contacts, merely calling on 
prospects in the course of your day’s work . . . . And Her- 
wig prices are strictly in line, enabling you to sell on the 
spot .... Lighting equipment each year is becoming a more 
lucrative source of income . . . . Contractor-Dealers are alive 
to the possibilities of the Herwig line and their recommen- 
dations and orders are the result of calls made by jobber 
salesmen. Start selling Herwig Outdoor Lighting Fixtures 
today. 


= \ 


























No. 508 


We help you sell and 
back you up with spe- 
cial sales ideas... 
Write us today. 


Company 


CHICAGO, ILLINOIS 
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Eastest to Sell 


because they’re 


Easiest 


All CST Fittings are carefully machined to exact 
specifications and put thru a thorough galvanizing 
operation according to N.E.C. requirements. 


Prompt deliveries and accurate handling of your 
orders are cardinal principles of our policy, to 
which we adhere very strictly. Your order receives 
personal service. 


Your sales of CST Fittings stick—because your 
customers like them—and satisfied customers are 
your most profitable assets—and ours, too—that’s 
why we want evetybody satisfied. 





Fixture 








Hickeys 
CST Fittings are used for many purposes 
—there’s a complete line for the fixture 
trade, too—fixture studs, fixture hickeys 
and fixture nuts,—as well as many other 
items. 
Fixture 
Nuts 
One Hole New!! Bushings 
Pipe Strap Notched Locknuts 





CST Superior Products 


SOLD THROUGH THE JOBBER 
CHICAGO STEEL TANK Co. 


ae 





a 





6400 W. 66th Street Chicago, I11. 


For your convenience Warehouse stocks are now maintained at our offices marked * 


*BURG ELECTRIC SALES CO. *C. DENT SLAUGHTER 
116 Broad St., 1321 Arch St., 314—12th St., 336 E. 4th St., 
*New York City Philadelphia *San Francisco *Los Angeles 
O. H. NICKERSON CO. LOUIS SOBEL C. W. ALLEN CO. 
720 Guarantee Title Bldg., 135 E. Grand River Ave., 516—3rd Ave., So., 
Cleveland, Ohio Detroit, Michigan Minneapolis, Minn. 
G. G. WILLISON 
1410 McGee St., 1913 Pacific Ave., 
Kansas City, Mo. Dallas, Tex. 
CALLAHAN-HARRIS, INC. C. DENT SLAUGHTER 
618 Harries Bldg., 524 First Ave., So., 
Dayton, Ohia Seattle, Wash. 


AJAX ELECTRICAL SALES CO. 

1926 Chestnut St., 
St. Louis, Mo. 
G. A. FISCHER 

801 State Life Bldg., 
Indianapolis, Ind. 


oe 




















= 


to Use! 


New! 


A 
CST 


Superior 
Product 





One-Piece 
SQUEEZE 
CONNECTOR 


For the New Type Armored Cable 
A new style one-piece connec- 
tor that permits inspection 
departments to see that the 
bushing used on ‘“A.B.C.” 
Cable is in place. 


artis, al 


It’s just as easy to install as the 
old type—no extra pieces—or 
parts to be lost on the job. 


= 


If you want quality products 
built up to a standard and not 
down to a price get our Job- 


ber proposition at once. 


—_ 7” 


For Price and Catalog of 


the Complete Line write to 


our Sales office nearest you. 


—~ 








ce as 9 a oP RRR 
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TOASTSWELL § 


quick working, beautiful, profit- 
able, sells easily in large volume. 
Toast both sides of each slice at 
once. Tilts to remove crumbs. 
All surfaces flat; easy to clean. 
Heavy nickel plate, brilliantly pol- 
ished, adorned with graceful, del- 
icate chasing. Dealers are now 
demanding it for the bridal gift 
season. Sample sent on request. 
Place your order promptly with 
the Utility Electric Co., 620-630 
Tower Grove Ave., St. Louis, Mo. 
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Sell 


LAM PLOKS 


(Pat. No. 1,710,373) 


a with lamps 


. 
®e. 
®e 
. 
. 
*. 
Pe. 




















/; RP aN ~~ your customers 
€@ _SULTE #0LE Mf Stl/) 
of Lanplok £3 set over “Lie ol f — thef t of 
solder on ferrule of lun electric light bulbs 
| was Mlustrated a 
\& es ual 





Jobber’s Profit *60° 
Per Thousand 


“LAMPLOKS"” are easily installed and last a life-time . . . 
Wide margin of profit—40% off list of $15 per hundred 
. . . Every jobber sells lamps and jobber salesmen when 
calling on industrials, buildings, amusement parks, public 
libraries and other places where lamps are sold on “E” 
contracts can easily sell 100 or 200 or perhaps 1,000 
“Lamploks” . . . Here is an opportunity to make extra 
money immediately because “Lamploks” present a new and 
untouched market .. . Remember they go with lamps that 
you sell every day. Write at once for complete informa- 
tion contained in an attractive sales folder. 





Fits any standard bulb 
Just slip it on. The bulb 


screws in easily—but it ey |e Bie : : . ‘ 4 
WON'T COME OUT ex. Jobbers specializing in industrial business now being appointed 


cept with special extracting e e 

tool. There’s no other de- M l l S ll C 

or like LAMPLOK on the u tip = c Ing Orp. 
market. With its extremely ° 

low wcioie your customers get 350 Madison Ave. 


maximum protection at min- 
imum expense— NEW YORK 
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The NEW 





Mechanically Different -- 





1. Bayonet type hood and reflector with opening large enough to permit re- 
moval over lamp. 


Jw] 





2. Spring safety lock, snappy and positive in action. 
3. Single screw globe-holder with locking wing nut. 


Photometrically Correct -- 


4. Perforated for Diffused light on the ceiling. 





5. Porcelain Enameled Reflector turns light rays downward. 


6. Opal Glass Diffusing Globe—(Trutint Globe for daylight effect). 





|n ne] 


Sold through Electrica! Wholesalers—If not in your line ask your house why. 


QUADRANGLE MFG. CQ. 


26 So. Peoria St., Chicago 


W rite for catalog A Glassteel Diffuser 
which gives complete folder is yours for the 
information. asking. 
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ESKIMO-:-:-: 


appliances build sales for 
jobbers and their salesmen 


Low price and high quality make it increasingly easy for 
jobber salesmen to find new dealer outlets for ESKIMO Ap- 


pliances and to retain the good will of their customers. 





Repeat Orders for 
ELECTRIC FANS,/ 


Now is the time to start cashing in on repeat orders for 
ESKIMO Electric Fans. . . There is an ESKIMO desk fan 
to meet every purpose in a wide variety of sizes—8, 10, 
16 inch. ESKIMO Fans are well built and thoroughly reliable. 


Liberal discounts make them most profitable for you to sell. 


, " 





HAIR 
DRIERS/ DRINK 


MIXERS,/i 


a a hot weather (\ 
oe leader --- 


The ESKIMO Kitchen Me- 
chanic is ideal for mixing 
drinks, mayonnaise and 
dressings, whipping cream, 
beating eggs and performs 
many other _ operations 


‘i 7 











in big demand 


| 


The ESKIMO 
Hair Dryer is 
in big demand 
by home users 
and _profes- 
sionals. . 

Handsome 
nickel and 
enamel finish. 





/ 
! 















DL 


ss 





. List price, formerly done by hand. Complete with adjustable 
$Z.00 stand and 7 feet of cord, toggle switch and two- 
6 piece plug. . . List price, $™700 
West of Rockies, $00 7 
West of 
Rockies, Write today for complete sales information 
$700 on ESKIMO Appliances 


UNITED ELECTRICAL 
MANUFACTURING CO. 


ADRIAN MICHIGAN U.S... 
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Pa 
Pi 
UCSON ils 


ATLAN 


ie person 
mai ; 


Warehouse Stocks 


in the 


Principal Cities 


oO ING PROMPT DELIVERIES— 
and spreading out over the country, a 
staff of Steel City agents rendering an assist- 
ance to our jobbers of universal value. 

Due to this cooperation and willingness on our 
part to help the jobber, Steel City has been en- 
joying an increased volume of business mak- 
ing it necessary to enlarge our plant twice in 
the last three years. 

Steel City material is built up to a standard 
and not down to a price. 


Jobbers not now handling the Steel City line 
can cash in on its popularity by getting in 
touch with us. 


Steel City Electric Company 
1207 Columbus Ave. 








Pittsburgh, Pa. 























14 THE JOBBER’S[J]SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


ODALE 


MFC. CO. 



























Bakelite 
Kitchen Pendant 

















Cat. No. 750 
Write for our new 
catalogue 








co. 


200 Hudson Street 
New York 


Wide Variety 
Reliable 


Products 





A Complete Line— Constantly Better 
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1. 
2. 
3. 
4. 


5. 
6. 








Longer Profit from very large discount. 
Advertising assistance to dealers and public. 


Highest Quality Material and Workmanship. 


All the Desirable Features that competitive 
appliances have, with some exclusive improve- 
ments. 


Prices that throw choice to Diamond. 


Model 47 Exerciser is the lowest priced full 
powered exerciser in America. Built to meet 
the competition of the next lowest priced ma- 
chine which is $12.50 more. Equal in looks, 
power, size, variable strokes and in everything 
to competitive machines that sell for a lot 


more. 





Model 98 


of higher price. 





Table Model $34.75 


Diamond Appliances 
Offer Jobbers: 






Model 119 
$119.00 


Diamond Exercisers 

Equipped with 

Westinghouse or G. E. Motors 

Oilless Bearings 

Rotary Motion 

Variable Stroke (14 combina- 
tions) 

Sloping Platform for ease and 
comfort 

Crackle Lacquer Finish 

Noiseless Operation 


Diamond Ultra-Violet 


$98.00 Twin Carbon Arc Lamps 
At America’s Lowest Price 


Table Model $34.75 
Floor Pedestal Model $42.7 5 


Twin Set of Carbons—8 milometer size 

No Springs to get out of order 

No Adjustments necessary 

Big, good looking, and substantial. 

The mechanical operation of this lamp is equal to those 


Diamond Appliance Co 
South Bend, Ind. 
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¥ DB) oy. ok 2 
FAST-SELLING 
FEATURES 
























WHAT MORE COULD YOU 
WANT OF ANY FAST-SELLING, 
PROFITABLE VENTILATOR? 


Be ready to meet the public’s rapidly 
increasing demand for a highly efficient 
ventilator at a price moderate enough to 
be appreciated by even the most thrifty. 
Regardless of your ventilator plans, don’t 
start another season without investigat- 
ing this amazingly popular line! Write, 
or use the coupon below. 

Your market’s practically untouched. 
Our co-operative mer- 


the necessity of kitchen ventilation. Saves 
cleaning and decorating bills—saves‘‘cook- 
ing odor embarrassment.’’ Cool kitchens, 
always. Bedrooms, too, need Airmaster 
for health and comfort. 





Industrial, commercial, and office ven- 
tilation fields are opened for you by 
Airmaster’s silent, efficient operation. 
So are school, hospital, and hotel sales. 

Its new ‘‘eagle wing”’ 





chandising program helps 
you whisk up profits as 
quickly as Airmaster whisks 
away smoke and foul air. 

Kitchens need Airmaster; 
housewives are educated to 








principle* moves greater 
volume of air with smaller 
proportionate size. Notice 
the hump on the blade. 
Send for details today. 


*Airmaster propellers are 
fully protected by patents. 








AIRMASTER CORPORATION - 


O Send complete price and discount information. 


O Send sample AIRMASTER for inspection and Endivideal 

test, at regular discount schedule, subject to return 

within 30 days. Company 
Counter display stand free with order of iit 


6 or more Airmasters. 


140 So. Dearborn Street - 


CHICAGO, ILL. 
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STEELTUBES [E.M.T.}* 
has the same inside diameter 
as heavy conduit. Made in 
three sizes { 4’, 34’ and 1’’) 
with diameters and wall- 
thickness shown above. One 
coupling furnished with each 
ten-foot length. 


STEELTUBES 
Advantages 


1—Saves thread- 
cutting 
2—Bends easily 
3—Light— handles 
easily 
4—Takes any fitting 
5—Speeds up the job 
6—Resists corrosion 
7—Costs less 
8—Standard price 


9—Carries Under- 
writers’ Label 


10—Local stocks al- 
ways available. 





C Te Little Split Sleeve 


Saves Threading — 


HE split sleeve shown above is what puts an end to 
thread cutting on the wiring job that’s done with 
STEELTUBES [E. M. T.}* 


This sleeve fits loosely over the tubing. The threaded portion 
is slightly tapered and screws into a threaded collar. Screwed 
up with wrench or pliers, this collar holds the tube-end in 
a grip that resists the loosening effect of expansion and con- 
traction . . . of vibration . . . of concussion. 


The STEELTUBES threaded sleeve and collar serves as 
a coupling or a connector. Used as an adapter it takes any 
standard fitting, Condulet, or any outlet box or panel. 


Ask for a STEELTUBES Sample Package. It’s free. It con- 
tains samples of each size of STEELTUBES .... and 
a STEELTUBES Connector. 


Electrical Division 


STEEL AND TUBES, INC. 
Cleveland, Ohio 
(A subsidiary of Republic Iron & Steel Co.) 
(2 Rateenrence Electrical Metallic Tubing l 
ie threadless, strong, light and easy to handle. Costs 
‘Lim to buy, saves time and money on the job. i 
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No. 81320 
(Box Closed) 


A Brand New Untouched Market 
for Most Jobber Salesmen 


Magnetic Switches—built as direct descend- 

ants of the original TRUMBULL line, but 
smaller in size with lower H.P. ratings and at a 
greatly reduced price...... These smaller Magnetic 
Starter Switches are just what the industry has been 
waiting for and your contractor friends will instantly 
recognize they fill a long-felt want....... making 
selling easy for you. 


Oe now we announce this new line of smaller 


Heater 
Elements 





A thermostatic trip is built into the switch. .... 
Heating elements of all ratings are interchangeable 
and easily removable from the front . . . these can 


be furnished in sizes ranging from | to 20 Amps. 


Sold Through Jobbers 





Cw. 


7% aP. 


MAGNETIC 
STARTER SWITCH 


Listed for all volt- 
ages: 115-575, 60 
and 25 cycles for 
3 phase, 3. wire, 
2 phase, 3 wire and 
single phase. The 
general construction 
and the same exclu- 
sive features of de- 
sign are used in the 





new — smaller size 
switch—making it 
extremely small in 


size compared _ to 


its horse-power rat- a — 
ing . . . . Double (Box Open) 
break contact con- 
struction—high _in- 


terrupting capacity—no flexible connections required—con- 
tacts self-aligning and self-cleaning, yet easily removable— 
connections are straight thru, line at top, load at bottom 
—start and stop push buttons are mounted on the switch 
base—stop button also is used for resetting after the switch 
has tripped on an overload. ..... Jobber salesmen will 
find themselves well repaid for a little extra sales-effort put 
back of these new switches. Write today for illustrated 
folders containing complete sales information and helps. 


NEW YORK CHICAGO 
114 Liberty St. 2001WPershing Rd. 
BOSTON SAN FRANCISCO 

1002 Statler Blda. Ss. E. CORNER Rg ot GARDEN STS. 595 Mission St. 


ATLANTA 
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HEAVY 
COTTON BRAID 














ELASTIC 
TOUGH FIBROUS 
KRAFT PAPER 

















NATIONAL 
ELECTRIC CODE 
RUBBER 














IMMEDIATE 
DELIVERY 


Eastern [ ube & T oolCo.,I nc., 
Brooklyn, New York 
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| tel model, is 12” high, 
| of solid walnut and has 


| WALL MODEL comes in 
| white’ or 


| Dial 





Hammond Clocks 


Opening 








GOTHIC “B”, the man- 


a 516” dial with  sil- 
vered Sun-ray finish. Re- 
tail price only $29.50. 





brown finish. 
10” diameter. A 
perfect timepiece for the 


office, store, or shop. 
This model retails at 
only . . . $22.50. 











Colonial “A” model 
Retail list $14.50 


tell off Observatory time at light 


socket 


any convenient 













New Markets in an Old Field— 


HIS new line of electric clocks which tell off Observatory time at 

any convenient light socket is opening new markets practically 

everywhere in the United States. No longer is the clock exclu- 
sively a jeweler’s line of merchandise, for the new synchronous electric 
clock is essentially an electrical appliance. This means that opportuni 
ties for jobbers’ salesmen are open for immediate business from the hard- 
ware dealer, the electric shop, and the general merchandise market as 
well as the jeweler. 


Interest in the Hammond Electric Clocks which are driven and regu- 
lated by the electric current from the local power station is spreading 
into all territories. True, not all communities can use synchronous 
clocks but most power companies today control the frequency of their 
alternating current in order to furnish this free time service. 


No stretch of the imagination is needed to visualize the unlimited 
possibilities the Hammond Clock line offers. Think of having a clock 
right in the home, office, store or shop that needs no winding, no regu- 
lating, oiling or repairing and which tells off Observatory time second 
for second, without any special wires or equipment. Investigate the 
Hammond Clock line now while the market is growing and expanding. 


THE HAMMOND CLOCK COMPANY 
4115 Ravenswood Avenue 
CHICAGO ILLINOIS 


HAMMOND ELECTRIC CLOCK 




















a 
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Heavy Rigid Conduit 
Impervious to Acids 


Durable as the Building 


This is not a reason—but rather a result. Made 
of the finest steel that bends easily; smooth finish, 
tough glossy enamel;—these are ‘the reasons that 
make Mohawk Conduit rigid, impervious and 
durable 


The other reasons are: 
Smooth finish, tough glossy enamel. 


Pipe bends so easily, you hardly realize 
it is steel. 


Clean,even threads that make work ajoy. 


Mohawk may be had in either Indian Black {enamel} 
or Indian White { a Ask your jobber or near- 
est Mohawk Canale uit Co. branch. 


MOHAWK 


CONDUIT CO. Inc. 


COHOES,.NEW YORK 


BRANCH OFFICES: NEW YORK - CHICAGO - PHILADELPHIA - INDIANAPOLIS - SALT LAKE CITY - SAN FRANCISCO 
PORTLAND - MINNEAPOLIS - BOSTON - SEATTLE - DENVER - LOS ANGELES - NORFOLK 
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No. J-33 
“Finger - fitting” 
Handle Cap of 
genuine Bakelite. 
Curved to fit the 
fingers. Beautiful 


color combina- 
tions. List price 
25¢ each. 





BEAVER Table Tap 


The new “Beaver Table Tap” is beautifully designed, neat and 
compact. It is made of genuine Bakelite moulded in lovely 
cylor combinations. It is SAFE to use yet moderately priced 
so as to appeal to the MOST people. List price $1.50 each. 
No. B-8 

Three light plural 

socket of genuine 

Bakelite. Made in 

Black, Brown or gor- 

geous color combina- 


= ee BIGGER ORDERS per CALL 


Selling a successful line is like driving a swanky 
powerful car. You get attention and then arrive 
without puff or effort. So it is when you sell the 
Beaver line of electrical devices, a few of which 
are shown here. 





Good looking, marvelous colorings, designed and 
engineered to give countless hours of uninter- 
rupted service; these are only some of the many 
reasons why they spell bigger orders and more 
profit for those who handle this progressive line. 


Send for the latest 
Beaver discount sheet 


MANUFACTURING CO. 


625-645 North Third St. NEWARK, N. J. 
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QniMeER 


SAFETY laa SWITCH 


THE CHOICE OF CONTRACTORS 





30 TO 600 AMPERES 





A COMPLETE LINE OF 
DOUBLE BREAK 
ACCESSIBLE MAIN FUSE SWITCHES 


2, 3, & 4 RE 
SINGLE PHASE - POLYPHASE 


THE DOUBLE BREAK CUTS INSTALLATION COSTS BY PERMITTING 
WIRING TO AND FROM ANY DIRECTION 


ALSO A COMPLETE LINE OF NEW YORK EDISON TYPE SWITCHES 


The Palmer Electric and Manufacturing Company 
WALTHAM, MASSACHUSETTS 
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WEIGH rne FACTS 


The MARR connector requires approximately THIRTY SECONDS to install. 
The old fashioned splice ONE HUNDRED and TWENTY SECONDS. 
A minimum of material to carry for the maximum result. 
No extra trips up and down the ladder with the MARR. 
You cannot MAR with the MARR. 
Use the Coupon for Sample and Catalogue 


THE RATTAN MANUFACTORING Co. 


New Haven, Conn. 
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General Sales Agents 


HATHEWAY X COMPANY 











225 Varick Street New York bias 
A general sales organization—Representing nationally: = 
O The Rattan Manufacturing Co. Clifton Conduit Co. 
A. E. Rittenhouse Co. Clifduct 
tlemen : 
ae che; WME »osvsceedatesteaenbans cst news oun cunesen ; 
TOR: MRR. Ls singin sca are 0:015% ee sini wieabelaet ata 





on companies Ks j 
checked. ee Sry - BOOS as sccnneae ‘ 


















0 a NR EE TS ST 


June, 1929 THE JOBBER’SA)SALESMAN 125 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 














Greater Economies 
for the 
USER! 





Speed Sales for You 


Hemingray Glass Insulators for low and medium 
voltage lines are standard equipment through many 
years use..... Their record of service has proved 
their stability and superior quality . . . Great econo- 
mies for the user are effected through ‘etandardizeaion 
of manufacture. . . This saving, reflected in price, re- 
duces the sales effort on your part. 


Jobber Co-operation 


has been instrumental in building up the 
profitable relations which exist today. It is 
our pleasure to assure our jobber friends as- 
sembled at the Electrical Supply Jobbers 
Convention that our rigid jobber policy will 
be adhered to always... We extend our best . 
wishes for a profitable and enjoyable meet- 





ing. 
HEMINGRAY GLASS CO. 
MUNCIE INDIANA 


HEMINGRA YY 
GLASS INSULATORS 
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for MODERN SHOWCASE LIGHTING 


Another Day-Brite to solve some of those odd, out- 
of-the-way jobs. This new unit is 82 inches long, 
1% inches high and 1% inches wide—just small 
enough to fit into many nooks and corners, yet 
large enough to permit easy relamping and 
enough air space to protect the life of the 
lamp. Made in one and two lamp sizes and 
in assembled and wired sets. Get a sample 
in your salesroom, and some of our new 

‘atalogs—and remember there is a Day- 


Brite for every display lighting need, 


Day-Brite Reflector Co. 


3825 LACLEDE AVE. 
ST. LOUIS, MO. 
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More Sold Than Ever 





New!.. 


15 Improvements 





“No Service” Mechanism 


We service all complaints and 
adjustments from the factory, 
thus saving your customers 
time and inconvenience. 


for 
Signs 
Warning Signals 
and 
Flood Lighting 


or beacons 


Here is an electrical necessity with ever growing demand— 
Dealers, contractors and industrial plants in your territory 
will be vitally interested in the many superior features of 
RELIANCE AUTOMATIC TIME SWITCHES...... 
For 20 years we have been manufacturing these switches 
and every one is guaranteed to give satisfactory perform- 
ance .. . You can put your whole heart into sales effort 
on this product with the assurance that your customers 
will be pleased and you will reap handsome profits. 


Reliance Automatic Lighting Co. 


1907 Mead St., Racine, Wis. 


We also manufacture RACINE 
EIGHT DAY TIME SWITCHES... 
incorporating every known feature for 
simplicity in construction and consis- 
tency of performance — Write us 
today for complete information on 


RELIANCE PRODUCTS to refresh 





your memory — Then get back of 
“Reliance” and line up profitable new 
business. 


RELIANCE 


Automatic Time Switches 











128 THE JOBBER’SMA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


A PROFITABLE 
NEW SPECIALTY 


LTRA VIOLET RAY 
LAMPS, popularly known as 
“Sunshine Lamps,” now occu- 

py a prominent place in the electrical 
specialty field. The public’s conscious 
ness has been awakened to the value and 
importance of health appliances in keep- 
ing “fit.” Magazines and newspapers 
everywhere are giving valuable space to 
the subject. Capitalize this publicity 
into profit with “Universal Sunlight,” 
an inexpensive fool-proof substitute for 
natural sunlight. Science has proved 
natural sunlight is rarely available, so a 
year-round market awaits you. 
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Popularly Priced Liberally Discounted 


Widely Advertised Fully Guaranteed 


‘Universal Sunlight,” a carbon arc Ultra Violet Lamp, has been 
designed and perfected especially for home use—making possible “sun 
baths” in the privacy of one’s home. At a popular price, $37.50 
(slightly higher west of the Rockies), it has literally captured the 
market. “Universal Sunlight” is the product of the pioneer and 
largest manufacturer of carbon arc lamps for home use—22 years’ 
experience in manufacturing and supplying light equipment for pro- 
fessional use is built into every “Universal.” In its present state of 
perfection it represents the “last word” in an Ultra Violet lamp for 
home use. 


A volume business builder for every jobber’s salesman. 


At the N.E.L.A., Atlantic City, Booth 568—Look us up. 





Simple method of apply- 
ing Ultra Violet Rays. 


PAUL E. JOHNSON, INCORPORATED 
1824 South Albert Street 


CHICAGO 


; and largest manufacturers of Carbon Arc Ultra Violet and Sunshine lamps. 
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MORE SALES 
For You 


EETING every need and with highest standards of con- 
struction Detroit Insulated Wire continues the choice of 
electrical contractors . . . Jobber Salesmen always are as 

sured of our co-operation in enabling them to present this com- 
plete line most effectively . . . The profits are good and you are 
assured of steady repeat business . . . Complete stocks always are 
available for immediate shipment. 


25 Years Have Proved Them Best 


And Easiest to Sell 


Rubber Covered “Uniduct” 
Wires and Cables Armored Cable 


Rubber and Lead : i 
Encased Wires and Flexible Metallic 














Cables Conduit 
Steel Taped Special Voltage 
Parkway Cables Wires and Cables 

Trench Cables Specification 
Lamp Cords Wires and Cables 


Cotton and Rayon 
Flexible Cords 


Detroit Insulated Wire Company 
Detroit, Michigan 


Division of General Cable Corporation 


| af 99 
Chicago Philadelphia 
Minneapolis Pittsburgh 


Los Angeles St. Louis 
RUBBER COVERED sintinies 


~ [ WIRES 
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Prompt delivery from factory branchstocks in princi- 
pal cities..dealer sales helps. Ask for the Wagner plan. 


€ Literature on Request 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue, St. Louis, U.S. A. 
Wagner Sales Offices & Service Stations in 25 Principal Cities 
Products: FANS .... Desk, Wall and Ceiling 
TRANSFORMERS ... Power, Distribution and Instrument 
MOTORS . .. Single-phase, Polyphase and Direct Current 


VITOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 
Wagner has designed and built a good looking 
fan...with quiet motor, and blades whose cor- 
rect curve and follow-through create a long 
strong beam of air...adjustable for speed, direc- 


tion, oscillation. This is the fan you can sell. 


I> GQ) (= (Se) G6) 1m GR) 
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Safety Front Type Heavy Duty Benjamin- 
Starrett Panelboard 


The wide variety of circuit arrangements makes 
it easy to select just the right panel to meet any resi- 
dence, commercial, institutional or industrial wiring 
requirement. 

Many exclusive Benjamin’Starrett features cut 
installation time to the minimum, assuring the con- 
tractor a sure profit on his panelboard jobs. 

The unit sectional construction and individual- 
izing of parts provide the greatest accessibility and 
flexibility, assuring the highest type of continuous 
service at a minimum of maintenance expense. 


General Offices and F 


New York Chicago 





FREE! This 80-Page Catalog 


their practical arrangement and the clear and 
detailed illustrations make it easy to select the right panelboard for 
any job in any type of building. Send for it today. 


Benjamin Electric Mfg. Co. 


actory 
DES PLAINES, ILL. (Chicago Suburb) 
San Francisco 





The complete 
listings with 


BENJAMIN'S IARRETT 


Heavy Duty 
Lighting Panelboards and 
Steel Cabinets 


Special Features 


Easy to Install 


4-inch wiring space on all four sides; ad- 
justable trim clamps; extra large panel 
mounting holes; slip-off barrier easily re- 
moved; one-piece panel back. 


Quick Delivery 
Boxes carried in stock at local distributors 
and district warehouses. Unit section con- 
struction insures quick assembly of panel- 
board. 

All Parts Removable from Front 
Should replacement of parts ever become 
necessary, the switches and fuse receptacles 
are individual un*ts which may be removed 
without disturbing the trim. Replacements 
or changes in branch circuits made with- 
out removing panel from box. 


Heavy Duty Switches 


Branch Circuit tumbler switches on both 
two-fuse and one-fuse panels are heavy 
duty type—30 ampere, 250 volts. 


Three Styles of Cabinets 


Safety Front, Protective Front and Open 
Front to suit any specific requirement. 
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“UNRVAY 


ULTRA VIOLET RAY LAMP 


TRADE MARK REGISTERED 













cama 


cludes a supply 
goggles a 
booklet . . . 
supplied at $ 
with beautiful 
stand, nickel . 


white povealalie ‘t 
—guaranteed not 1 


UN-RIVAL radiation 


vides strength, and renews 
....In big de- 


mand now because these 


energy 


lamps produce the invigor- 
ating benefits of exposure 


to nature’s sunlight. 





promotes growth, pro- 


A Real Opportunity 
for Speedy Sales 


OBBER Salesmen every- 
where are making extra 
profits for themselves and 
their customers .... Write 
today for attractive illus- 
trated booklet describing 
the “Sun-Rival” Ultra 
Violet Ray Lamp in detail 
and explaining its many 
superior selling points. 


Manufactured by 


BEck- LEE CoRPORATION 


1213-19 W. Van Buren St. 


All Telephones: Monroe 6667 


Chicago, Illinois 
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NIQUE in its practical application of 

known scientific laws, the Anderson-Pitt 
Focalipse Heater has always been the most efh- 
cient of the radiant type. The new method of 
mounting the heater element, the newly devel- 
oped chromium plated reflector, the new colors, 
all in keeping with the modern trend, are fea- 
tures that will put the Best Heater even farther 
ahead than ever in popularity and profits for you. 





i FST HEATER Siti 


HE heating element is now 





+4 Hee: 


that will make the coming season the 
best yet for Jobber’s Salesmen 
who carry 


Cnderson Witt 


FOCALIPSE 


‘ATERS 





+48 Hee: 





made with a screw type base. 


But otherwise, the element is the 


same as in the original Focalipse, 
semi-spherical and placed so the wires 
are in the focal plane of the reflec 
tor. The large illustration above 
shows the characteristic reflection of 
the element in 
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Get luis 


Our New Sales Manual 


Explaining improvements and new features 








Chromium plated reflector 
tarnishing) and two tone color ef- 
fects are to be had in Nile Green. 
Marine Blue and Oriental Red. 


(non- 


the bowl. Only 
Send for the Manual now. Get fully informed seen in Foca: 
on the strong sales points of the Focalipse. 


lipse heaters. 


Anderson-Pitt Corporation 
209-211 Goodrich Place, Kansas City, Mo. 








The heat rays from a 
Focalipse cover two peo 
ple at a distance of six 


teet 
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Special selling features 


Universal type Motor 110 volts, completely enclosed. Quiet per- 
formance. Smooth-running as a sail-boat. Simple and compact 
in construction — nothing to get out of reo 
enough to keep even a heavyweight from stalling it. 
Easily installed and portable. L 
to carry. Weighs slightly over 20 lbs. Takes up less 





EVERYBODY 
WANTS HEALTH 


—at a reasonable price 


You can cash in—big—on this 
widespread desire for better 
health and better appearance 
by selling the Budd Reducer. 
It has everything that makes 
for a wide market and a strong 
sales appeal. 


Two finishes—Pearl-Ivory and 
Pearl Green that completes 
an unusually attractive ap- 
pearance—110 volt, universal 
type motor that permits opera- 
tion from either a.c. or d.c. 
lamp socket; construction and 
performance that assures many 
years of satisfactory usage 
without servicing; and most 
important of all to the jobber— 


A nation-wide merchandising 
plan that enables you and 
your dealers to make worth- 
while profits at the moderate 
retail price of $79.50. 


Ask your sales manager to 
write for full information, dis- 
counts and selling helps. 


Manufactured and Guaranteed by 
PORTEX MFG. CO. 
INCORPORATED 
200 Varick St. New York City 










er. Powerful 
ight enough for a child 
than one square foot of space. Attaches to any elec- 


tric light socket. Neat and handsome in a pear- 
ance. Priced to please the popular demand. 
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AL—2015 


OLONE of the latest group of fast moving Alabax de- 
vices which strengthens the prestige of P & § Alabax. 


Made of Pure P & S Porcelain 
The P & S Alabax line is sold through jobbers and 
its sale increases your good will with your customers. 
They are profitable. 


Lamps and glassware are not supplied. 
A porcelain device for every purpose. 


Manufactured b ry 


PASS & SEYMOUR, Inc. 


NEW YORK CHICAGO 


71-73 Murray St SOLVAY STATION, SYRACUSE, i! 6 730-32 W. Monroe St 


Sales Representatives 


BOSTON DENVER SAN FRANCISCO 
A. D. Stein F. E. Staible C. R. Bach Co. 
156 Purchase St. 2356 Blake St. 252 Fifth Sc. 


““TROSE Whe 








KeOwW 








FACTS=-INSIST ON ALABAX” 
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DURATACH GLASSTEEL DIFFUSERS 


Another 
achievement 
in modern 
reflector 
construction - 


"Y Qheeler 


prea See Ra i 
Duratach construction allows reflector, 
lamp and globe to be attached to or 
removed from canopy as one complete 
unit. Only a single operation is nec- 
essary for installation. All mechanical 
and electrical connections are made 
at one time. Photo above shows the 
details of Duratach construction. 















Duratach Glassteel Diffusers represent the latest 
achievement of Wheeler engineers. With Duratach 
construction, globe and lamp need not be handled 
separately; instead, they are removed from canopy, 
together with reflector, as one piece. Easier to in- 
stall easier to clean and relamp, and far more eco- 
nomical, this unit brings a new convenience and 
eHiciency to modern industrial lighting equipment. 
Our nearest representative will gladly give you 
complete information on Wheeler Duratach Glas- 
steel Diffusers. Why not get in touch with him? 


WHEELER REFLECTOR CO. 


NEW YORK 


Sales Office: 
In Canada: Canadian General Electric Co. Limited 


975 Congress Street, Boston, Mass. 
ATLANTA CLEVELAND 
St. Louis, Indianapolis, Los Angeles, San Francisco, Seattle 
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Usalite Plugs— 

Since January Ist more than 
200 recognized wholesalers of 
electrical supplies have signed up 
to distribute the new line of 
Usalite Bakelite Outlet and Appli- 
ance Plugs in 1929. The way the 
trade has reccived them has been 
nothing short of sensational and 
almost every day sees a new dis- 
tributor adding his name to the 
already imposing list. 


Sales Helps— 


The finest assortment of counter 
displays, salesmen’s catalog sheets 
and dealer helps ever designed 
are offered to assist jobbers’ sales- 
men and their dealers in putting 
over this new line in a big way. 
Most important of all, however, 
is a specially designed sample kit 
for the use of salesmen of Usalite 
distributors. It is a winner and 
one of the finest things of its 
kind ever offered jobbers’ sales- 
men to help them sell and make 
money for themselves and their 
houses. 





— have taken on the 
sensation in its field — 


Genuine Bakelite Outlet and Appliance Plugs 


—| in Beautiful Colors |— 


Sales Policy — 


In appointing new distributors 
the makers of Usalite Bakelite 
Outlet and Appliance Plugs are 
exercising a strict and selective 
policy. Believing that this excep- 
tional line merits the backing of 
clear-cut merchandising methods, 
nothing short of highly selective 
distribution can be entertained. 


- ™ 
Sales Contest — 
Usalite Bakelite Outlet and Ap- 


pliance Plugs will be entered in 
The Jobber’s Salesman’s summer 
sales contest for jobbers’ salesmen 
during July and August. In ad- 
dition to The Jobber’s Salesman’s 
prizes of $25.00, additional cash 
prizes of substantial and interest- 
ing size will be offered the three 
high men for each month. It 
will pay every jobber’s salesman 
in the country whose house han- 
dles these new Usalite specialties 
to see that his sales manager en- 
ters his name in this big contest. 


Get the Facts Now— 


If you are to be in on the big money— 
whether you are the head of the house or the 
salesman—get the facts about Usalite Bakelite 
Outlet and Appliance Plugs now. Be ready to 
go on July Ist. Everything in the way of sales 


helps is available. 


New York, N. Y. 


United States Electric Manufacturing Corp. 


222-228 West 14th St. 323 West Polk St. 


Chicago, IIl. 
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Mr. Manufacturer: 


Boost for These Boys and 
They Will Plug for You 


Make Your Lines Eligible in the “Summer Sales 
Prize Contest” by using space in the July and 
August “Sales Contest Inserts” at regular space 
rates. That is the only way by which you can 
cash in on the enthusiasm and pep that this young 
army will put into the contest during 
July and August. 


CNIDI TC" 


This contest offers a splendid opportunity to 

maintain the interest of your own salesmen as 

well as your jobbers’ salesmen during the two 

light summer months. We pay a cash prize of 

$25 to the jobber’s salesman selling the most 

products of every eligible manufacturer, dur- 
ing each of the two months. 


Send in Your Space Reservations for the 
July and August Issues Today 


CH” VBI NOD 


THE JOBBER’S SALESMAN 


520 No. Michigan Ave., Chicago 
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Now It’s “Admiral” Edw. 
J. Theobald 

Edw. J. Theobald, president of 
the Theobald-Jansen Electric Co., 
Louisville, Ky., was recently pre- 
sented with a commission from 
Lieut. Gov. James Breathitt, Jr., 
naming him admiral of Harrods 
Creek. The presentation took 
place at a luncheon at the Henry 
Clay Hotel and was made by Col. 
Ike Dreyfus. 

* * * 
News of Refrigeration 
Division N.E.M.A. 

At the first meeting of the execu- 
tive committee of the new refrig- 
eration division of the National 
Electrical Manufacturers Associa- 
tion, held in Cleveland on May 7%, 
it was announced that $170,000 
has been pledged my manufactur- 
ers of domestic electric refrigera- 
tors for participation in the pro- 
gram of the National Food Preser- 
vation Council. The estimated 
minimum total for this fund is 
$200,000. The cooperation of fi- 
nance companies, including the 
Morris Plan, is expected in connec- 
tion with local newspaper adver- 


tising. 
The executive committee of the 
N.E.M.A. refrigeration division 


also appointed a technical commit- 


tee under the chairmanship of 
Glenn Muffly of Copeland Prod- 
ucts, Inc. 


Other members of the technical 
committee are: E. T. Williams of 
Servel, Inc.; A. R. Stevenson of 
the General Electric Co.; C. C. 
Spreen of the Kelvinator Corp., 
and H. W. Kleist of the Dole Man- 


ufacturing Co. 
* * * 


Television—An Engi- 
neering Gold Mine 
Because the problems of televi- 
sion are so numerous and so dif- 
ficult is the very reason why this 
new art is especially attractive to 
the trained radio man, says J. E. 


Smith, President of the National 
Radio Institute of Washington, 
D. C. “In television, we have the 


combined problems of radio, elec- 
tricity, optics, chemistry and me- 
chanics,” states Mr. Smith. “We 
even have a serious problem of 
time, for a tremendous amount of 
detail work must be handled in an 
insignificant fraction of a second. 
Today, our televisor signals of 48 
lines are capable of relatively crude 
screen images. Nevertheless, we 
must flash those 48 lines of vary- 
ing intensity, in a sixteenth of a 
second. The best we can do is to 
approximate the image of some big 


object, such as a close-up of the 
hand, a face, large type, and so on. 
A prize fight or a baseball game is 
quite out of the question, even in 
our wildest flights of fancy, so long 
as we must work along the present 
lines, for it would require at least 
a hundred times as many elements 
to obtain a fair approximation of 
such action. Nevertheless, I, for 
one, believe that within ten years, 
we shall have excellent television. 
And the development, please note, 
will not be true invention, but 
rather sound engineering in the 
form of a wide co-ordination of 
ideas, and endless refinement of 
principles already _ established. 
Here, indeed, is a wonderful op- 
portunity for the ambitious man.” 
*k o* x 


Schwartz Heads Inland 

F. D. Schwartz has taken over 
the Inland Electric Co., Chicago 
and will be president and general 
manager of the recently announced 
new set of officers. The others are: 
Herman Steinberg, treasurer; E. J. 
Stapleton, secretary, and Geo. C. 
Reid, vice-president. 

Frank Schwartz is widely known 
in the electrical industry. For a 
number of years he was with the 
Electric Appliance Co., Chicago, 
and later was with Paranite. 








Waffles and coffee were served 





The Electric Appliance Co., Chicago, recently inaugurated 
a new merchandising department, in charge of Carl C. 
Smelzer, which will concentrate on the sale of radio, ap- 
pliances, lighting specialties, etc. The grand opening was 
held April 17, 18 and 19, in the new display room which is 
illustrated herewith. At the same time the visiting dealers 
were shown the Temple line of radios and loud speakers, 
for which the Appliance company has been made distribu- 
tor in northern Illinois, as well as parts of Iowa, Indiana, 


Michigan and Wisconsin. 


by Landers, Frary and Clark, makers of Universal appli- 


ances. In the group picture are seen some of the salesmen 
in the new department, several of them being new men. 
Rear row, left to right: Fred Surrell; Frank Doherty; 
George Granberry; John Jervis; Jim Clark, and Carl C. 
Smelzer, merchandising manager. Seated: Ted Lumbard; 
Dick Price; Jack Jennings; Chas. Schmidt; John Minkler, 
and Edwin Retzke. 
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Michael Ert Has Become One of the 
Leading Figures in Radio. For Six 
Years He Was President of the W1s- 
consin Radio Trades Association, Only 
Recently Resigning Upon His Elec- 
tion to the Presidency of the Federated 
Radio Trades Association. He Is, as 
well, President of Michael Ert, Inc., 
Milwaukee 
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ADIO 


In this, the Sixth of a Series of 12 Messages by 
Prominent Radio Men, Michael Ert Emphasizes 
the Necessity for Local Trade Associations, and 
Points Out the.Reasons Why Wholesalers Should 


Be Particularly Anxious to See That Such 


HE main intent of the Feder- 
ated Radio Trades Association 
is to organize local trade associ 


ations, for the great influence of these 
small groups can hardly be measured. 


ba] 4 4 


At the present time there are 26 of 
these associations, with 42 more pros- 
pects now developed, in fact, in ex- 
istence. 


4 4 4 


My message to the wholesalers is 
simply this. By all means interest 
yourself in the organization of local 
Radio Trades Associations. Build 
them up for your own benefit. Bear 
in mind that it is not the experienced 
merchandiser who is retailing radio 
today. It is, on the other hand, a 
group of young men, “hams,” you 
might say, who pioneered and are 
still in the radio retail field. 


Organizations Are Formed 


These men need guidance, organ- 
ized, constant guidance on how to 
merchandise. They need your expe- 


rience. And, you should be vitally - 


interested in giving such help in order 
to get the best from your territory. 


4 4 4 


There should be members of local 
groups in every city, county and state 
in the country and they should be 
primarily organized through the ac- 
tivities of the men interested in the 
wholesale distribution of radio. 


8 
a " ” 


You are the foundation for the lo- 
cal associations. The Federated can 
well handle national problems, but 
local troubles must be dealt with lo- 
cally, and a united front backed by 
the wholesaler’s experience is much 
more certain of definite results than 
the haphazard, though well meant, 
efforts of the individuals involved. 
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The 
RapIo 


Hurdles in 


Merchandising 


A Few Comments, a Few Suggestions, 
a Few Thoughts, for the Merchandisers 
in the Radio Industry 


Marked 
Hurdles 


HERE certainly are some marked hurdles 

which the merchandisers in the radio industry 
have to clear before hitting the straightaway, and 
undoubtedly they will come in for considerable dis- 
cussion during the convention. 


be] ba] be] 


Too Much 
Over-Production 


AKE for instance, the subject of over-pro- 

duction. Wholesalers who were wholesaling 
before the younger men in the industry had secured 
their sheepskins have constantly warned against 
over-production. Still, it goes on year after year, 
until the public is dangerously close to taking the 
attitude “Let’s wait until the shank of the season 
when the annual scramble to unload is upon us.” 
Smart men claim that if the manufacturers would 
make two million less sets in 1928-1929 the indus- 
try would be more stable. 


a 4 « 


Developments 
in Television 


ELEVISION is coming along nicely but a mis- 
take will be made if those interested “shoot 
too soon.” The public, like a spoiled child, is 


pampered into thinking it desires nothing but the 
best. Their present idea of Television is a method 
whereby one can sit quietly at home and enjoy a 
baseball game or a prize-fight. We are a long, long 
way from that, and the sensible thing to do is to 
keep close track of its development, learn all that 





can be learned about merchandising so that when 
the time is ripe it can be put over in a manner sat- 
isfactory to manufacturer, wholesaler, dealer and 
public. 


Chain Stores 
and Radio 


TY\ON’T waste too much time discussing the 

chain store menace of the ordinary general 
chain store type. They may sell, but they cannot 
service, and they cannot sell for long if they do not 
service. 


The radio chain stores cannot hurt you if they 
maintain prices. As a matter of fact, their power 
and ability to advertise helps your independent 
dealer immeasurably. 


7 * 7 


The Saturation 
Point 

ERE is a subject open to debate. Some radio 

men say there are 25,000,000 homes about 
20% of which have radio. Therefore, we still 
have 20,000,000 prospects. The saturation point 
neither means nor ever did mean 100%. There 
are a good many good people in this country who 
cannot afford to spend even $25 for a radio set. If 
the saturation point is looked upon as 12,000,000 
that figure would in no way be conservative. 


« « * 


Wired Wireless 
in the Field 


ADIO men, here and there, close their eyes, 
stuff their ears, and say “There is no such 
problem.” Frankly, wired wireless is not only 
possible but also probable. To be sure its growth 
is slow, but there is a big possibility of its being in’ 
troduced into every wired home. 

However, a standardized program is not a desir- 
able program and never will be. Many will accept 
it, those that can afford no better, but there are 
closer problems to worry about at the present time. 
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a new RCA Radiotron . 
| 
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| 


‘Tks new A. C. Sereen-Grid Superior resources of research and manufac- 
turing guarantee to RCA Radiotrons the finest 


Radiotron is the creation of the quality in vacuum tubes. They are the standard 


Face 


associated Research Labora: of the industry—and are so accepted by the 








L trade and public. 
/ tories of RCA, General Electric 

\ and Westinghouse. [t was years 

| under test and development be- |, 

| . * . on every Radiotron 
bE fore the scientists and engineers 


were ready to release it to the 
SN public. UY-224 is an amplifier 


or detector Radiotron for use 


in specially designed radio re- 





ceiving sets operated by alter- 


nating current. 


RADIO-VICTOR CORPORATION OF AMERICA - NEW YORK CHICAGO - ATLANTA DALLAS SAN FRANCISCO 
RADIOTRON DIVISION 


RCA IRANADIOTIRON 


RADIOTRONS ARE THE HEART OF YOUR RADIO SET 
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Tuning in on the Radio News 





Federated Meets in Chicago 

The third bi-annual convention 
of the Federated Radio Trade 
Association will be held jointly 
with the R.M.A. Trade Show, 
June 3 to 8 at the Stevens Hotel, 
Chicago. The Radio Wholesalers 
Association affiliated with the 
Federated will hold, at the same 
time, its first bi-annual convention. 


The board of directors of the 
Radio Wholesalers Association 
will meet to discuss its future 


activities and immediate plans for 
the convention on Monday morn- 
ing, June 3. The board of direc- 
tors of the Federated will meet 
for discussion of its plans on the 
afternoon of Monday, June 3. 

There will be one open meeting 
of the Federated Radio Trade As- 
sociation to which all visiting 
radio tradesmen and music dealers 
will be invited. It will be held 
on Wednesday morning, June 5, at 
the Stevens Hotel. At this meet- 
ing the latest angle of the federal 
radio situation will be presented 
by the Hon. Frank D. Scott, legal 
counsel of the FRTA in Washing- 
ton, D. C. 


A Section Devoted to News of the Radio Industry. 
Jobber’s Salesmen, Manufacturers and All Others Interested in the 
Development and Merchandising of Radio Are Invited to Send in 
Their Contributions to These Columns. News Items, Snap-Shots and 
Interesting Phases In Designing and Selling Are Welcome. 


One of the most important top- 
ics of the day which is confronting 
radio distributors and _ retailers 
everywhere is that of “Wired Ra- 
dio.” It will be competently and 
thoroughly discussed by a speaker 
of national importance at this open 
meeting. The situation has been 
carefully investigated and all facts 
will be given to the convention. 
Discussion of future activities for 
the Federated will also be taken 
up at this meeting. Local associa- 
tions are urged to have delegates 
and members present at this meet- 
ing because the ideas that will be 
presented there are of chief impor- 
tance to the entire trade. 

On Thursday, June 6, the Radio 
Wholesalers Association, under the 
direction of President Peter Samp- 
son will hold a closed meeting for 
the discussion and adoption of 
its committee reports. The tube 
committee under the direction of 
Martin J. Wolf has been making a 
very complete survey on the tube 
situation and will present some 
very interesting facts to the mem- 
bers at this meeting. Harry Alter, 
chairman of the set committee has 


Wholesalers, 


been doing some very constructive 
work on set standards which will 
be presented on this morning. 
Meetings of other important com- 
mittees of the RWA previously 
held on June 3 will be reported in 
full for the benefit of attending 
delegates. 

This will be the second of the 
important conventions that the 
wholesalers association has al- 
ready held and every radio whole- 
saler is invited to become a mem- 
ber and attend this meeting. 

The meeting of radio retailers 
will be held under the direction 
of Henry M. Steussy of Mil- 
waukee. At this meeting plans 
for dealer growth and activities 
will be completely discussed. 

John M. Redell has called a 
separate meeting of all radio man- 
ufacturers’ representatives for a 
discussion of a code of ethics af- 
fecting their trade practices. 

The general meeting on Wednes- 
day, June 5 and the sectional 
meetings on Thursday, June 6 will 
comprise all of the meetings of 
the trade that will be held during 
this convention. 








When Schimmel Electric Supply Co., Philadelphia, re- 
cently held its “Steinite’ banquet at the Adelphia Hotel, 
approximately 500 dealers and department store represen- 
This dinner was held in con- 
nection with the fourth annual convention of all Steinite 


tatives were in attendance. 


dealers in eastern 


Delaware. 


Caldwell. 


Supply Co., was host to the delegates. 
delivered by former Federal Radio Commissioner, O. 


Pennsylvania, southern New Jersey, and 


Samuel Schimmel, president, Schimmel Electric 


An address was 
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The Majestic Plan makes it pos- 
sible for a Majestic Dealer to 
dispose of his installment paper 
at the lowest discount rates pre- 
vailing, to maintain his business 
on a cash basis and greatly in- 
crease his sales volume. 














An important factor in the $4,750,000 advertising campaign for 
Majestic Radio this year is the schedule for National Magazines. 
Full page ads in The Saturday Evening Post, Collier’s, Liberty... 


every month in Cosmopolitan . . . back covers on Life... full 
pages in Pictorial Review and Woman’s Home Companion. A total 
circulation of 14,000,000 to class ... mass... men... women... 


going into every community in the country! 


The Majestic program includes 1,000 newspapers, 10,000 bill- 
boards, car cards, sales promotion helps and the weekly Theatre of 
the Air over 47 stations. Majestic dealers will have a big year in 1929. 


GRIGSBY-GRUNOW COMPANY, CHICAGO, ILL. 


y 





-E-LE-€-7RI-C—RADIO— 





Majestic in the Magazines 
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New Radio Products, Illustrated 





Illustrated are console model 32 
and the table model of the Nation- 
al Carbon Co.’s new “Eveready” 
line of radio receivers. The chassis 
is identical in both sets, the only 
difference being in furniture. The 
receiver is a seven tube, single 
dial, antenna operated, all-electric 
A. C. set, having three stages of 
radio frequency amplification, de- 
tector and two audio stages—the 
last consisting of two power out- 
put tubes, UX-171A or CX371A, in 
a push-pull circuit. A dynamic 
loudspeaker is used and the sets 
are furnished with a phonograph 
pick-up connection. The cabinets 
are built of selected walnut and 
designed so as not to clash with 
period or other types of furniture. 








A tube checker designed to give 
direct readings on all tubes, includ- 
ing rectifier tubes is announced by 
the Jewell Electrical Instrument 
Co., Chicago. It operates from 
A.C. service lines, a high resist- 
ance rheostat being furnished to 
compensate for line variations be- 
tween 100 and 130 volts. This unit 
is furnished in a leather case and 
includes an A.C. voltmeter, a di- 
rect current instrument, and a 
transformer for supplying filament 
energy of 1.1, 1.5, 2.5, 3.5, and 7.5 
volts through a_ selector switch. 
Four and five prong sockets are 
also provided. 











The “Radiola” 33 is an addition 
to the line of the Radio Corp. of 
America. It incorporates single 
dial control and the translucent 
scale of the selector dial is illumi- 
nated from the inside when the set 
is in operation. The RCA tuned 
radio-frequency circuit, comprising 
three stages of radio-frequency 
amplification, detector, and two 
stages of audio-frequency amplifi- 
cation, is employed. The set 
utilizes four A. C. Radiotrons UX- 
ter portion of the winding, slides - ; 226, one UY-227, and a UX-171-A 
a positive contact, actuated by a A new power amplifier, desig- power amplifier, as well as a UX- 
slotted shaft which is turned by nated CX-345, has been introduced 280 rectifier _for supplying plate 
an ordinary screwdriver, The de- by E. T. Cunningham, Inc., New voltages. This model is finished in 





An adjustable center-tap resist- 
ance is a feature of the “Hum- 
Dinger,” just introduced by the 
Clarostat Mfg. Co., Inc., Brooklyn, 
N. Y. It is intended to take the ” 
place of the center-tap transformer INNING 
winding and provide a means of 
compensating for circuit and fila- 
ment unbalance, in reducing A-C 
hum to a minimum. Over the cen- 








vice may be mounted on a panel ag han age sea — 
mahogany. The magnetic speaker, 
100-B, fits into a border groove on 
top of the receiver. 


or sub-panel, by means of a single 
hole, or on the baseboard by wood 
screws slipped through holes in 
the end lugs. 





York City. This tube is designed 
for use in the last audio amplifying 
stage of power-line operated sets, 
which supply not more than 2.5 
volts to the last audio socket. 
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Pris NEW andy Package 


makes 


BRIGHT STAR 





DRY CELLS 
sell faster! 


VERY minute you have to spend in sell- 
ing any item in your stock adds just so 
much to your overhead—and reduces your 
profit correspondingly. Until now, dry cells 
have been troublesome to handle—break- 
age, soilage and spoilage have cut profits— 
and single cells are hard to wrap up, hard 
for the customer to carry. But now— 


YOU SIMPLY HAND OVER 
THE CARTON 
AND TAKE THE MONEY 


The new Handy Package keeps Bright Star 
No. 6 Dry Cell in perfect condition—no 
short circuits, ao broken terminals, no soiled 
appearance. The carton itself is a handsome, 
colorful display which attracts the custom- 
er’s attention-—it leaves the terminals ex- 
posed, so you can easily test every cell in 
the customer’s presence. 


And the best part of it is, that once the at- 
tractive carton has reminded the customer 
that he needs dry cells, he walks out with 
three instead of the one or two he thought 
of buying! 


It’s the new idea—the modern, sales-speed- 
ing, profit-making idea; applied—as usual— 
just by Bright Star. Cet in touch with your 
jobber, or write us for full information. 


BRIGHT 


(BAG TYPE) 
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* 
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= 
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This handsome, colorful display card comes with your 


first order of Bright Star Dry Cellsin the Handy Package. 


‘More POWER 
re 
BRIGHT th 7 


BAG TYPE 


a 





Binding posts protrude through cover— permitting Dry 
Cells to betested without removal. Cover raised, asshown 
in top illustration, forms a perfect Display Package. 


BRIGHT STAR BATTERY CO. 
HOBOKEN, N. J. 


Chieago 


San Francisco 





“NINETEEN YEARS BUILDING THE QUALITY LINE” 
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New Radio Products, Illustrated 








A new device for searching out 
causes of radio interference, such 
as household appliances, has been 
announced by the Tobe Deutsch- 
mann Co., Canton, Mass. It is a 
midget radio set and is shown be- 
ing used to track “static.” When 
the source of annoyance is discov- 
ered it can then be eliminated 
with a filterette. 


An all-metal cabinet and speaker 
is offered the trade in the Graybar 
Electric Co.’s new six-tube, model 
No. 311 receiver and No. 7 mag- 
netic speaker. A feature of the de- 
sign of the receiver is said to be 
the almost complete elimination of 
the usual large escutcheon plates, 
all controls being designed on a 
small scale and finished to blend 
with the overall finish of the cabi- 
net. This model employs a tuned 
radio frequency circuit, with three 
stages of radio-frequency amplifi- 
cation, a detector, and two stages 
of audio-frequency amplification. 
It has a single control, illuminated, 
translucent dial, and is finished in 
dark walnut with silver-colored 
cloisonne designs on the top and 
corner posts. Another feature of 
the set is the fact that its legs are 
demountable to allow for use as a 
table model. 

















The 15th Anniversary Model 42 
receiver announced by the Zenith 
Radio Corp., Chicago, incorporates 
automatic tuning, a screen grid 
circuit, and a dynamic speaker. It 
has a fully shielded chassis and 
with the screen grid circuit em- 
ploys 8 A. C. tubes with rectifica- 
tion. The set has a _ sensitivity 
control, which serves as a combi- 
nation switch and volume control, 
and one for selectivity. The design 
also includes a patented switch and 
connection for phonograph pick-up. 





This unit, 
comprises the new push pull am- 
plifier being introduced by the Na- 
tional Co., Inc., Malden, Mass. It 
is for A. C. operation with the 
National high voltage power sup- 
plies by use of UX-227 tube in the 


completely wired, 


first stage. An additional first 
stage socket is provided to permit 
use of UX-112A operated from 
six volt storage battery when so 
desired. UX-210 or 250 power 
tubes may be used in the last 
stage. This amplifier is particu- 
larly adapted for use in electrifi- 
cation of phgnographs and for at- 
taching to two tube tuners or for 
modernizing present sets by re- 
placing the audio end of the re- 
ceiver. 
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The Sterling Mfg. Co., Cleve- 
land, has added the type R-522 
“All-Purpose” tester to its line of 
radio service instruments. Features 
claimed for this tester are: Line 
voltage checking facilities, and six 
meters are used to eliminate the 
necessity of having more than two 
scales on any of the meters. This 
unit is contained in a Morocco 
leather-grained case. 











The International Resistance Co., 


Philadelphia, offers the “Durham” 








type MF4-2 resistance unit for re- ° 
placements in power packs and al- 
ternating current sets. The tinned 
wire pigtail leads are simultaneous- 
ly moulded with the end of the 
unit. This device is furnished in 
ranges from 250 ohms to 10 meg- 
ohms, 











June, 1929 


THE JOBBER’SAIJSALESMAN 





143 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Summertime Radio Then 
and Now 
By J. L. Ray 


President, Radto-Victor Corporation 
of America 


As the warm 
weather ap- 
proaches, we 
are reminded of 
the early days 
of broadcasting 
when the ad- 
vent of summer 
meant a virtual 
suspension of interest in radio. 
Radio had not yet assumed the 
position of importance in our 
daily lives that it now holds. The 
conditions of reception coupled 
with a general let-down and dis- 
organization in the program efforts 
of the broadcasters during the hot 
season discouraged many. 

But now the whole picture is 
changed. The eighth summer in 
the eventful history of radio broad- 
casting comes unheralded and 
almost unnoticed by the broadcast 
listener. A good part of this 
change is due to the remarkable 
organization and development of 
broadcasting. With the establish- 
ment and continued expansion of 
network broadcasting, the highest 
grade of entertainment from the 
principal program centers was 
made available to a collective audi- 
ence numbering in the tens of mil- 
lions, in practically every section 
of the country. 

The development of the commer- 
cially sponsored program has come 
as a logical solution of the problem 
of how the costly burden of broad- 
casting is to be borne. Through 
the sponsored program, business 
provides high-grade radio talent of 
diversified interest in return for 
public goodwill. Conscious of the 
benefit of a repetitious and cumu- 
lative message, most of the large 
commercial program sponsors are 
carrying their radio efforts through 
the summer months, in distinct 
contrast to the earlier days of 
broadcasting. 

Broadcasters for their own part 
are featuring outdoor events prom- 
inently during the summertime. 
These will include accounts of the 
baseball series, important boxing 
matches, and racing classics of the 
turf and track. Besides an abun- 
dance of the lighter variety of en- 





J. L. Ray 


tertainment, outdoor presentations 
like the Goldman Band Concerts 
will be brought to music lovers 
regularly. 

Not the least important factors 
contributing to the wider appre- 
ciation of radio in the summertime 
are the technical advances in 
broadcasting and broadcast recep- 
tion. Most stations are now oper- 
ating with greatly increased trans- 
mitting power, sufficient to over- 
ride atmospherical disturbances. 
The prevalent use of improved 


power amplifier vacuum tubes pro- | 
vides a greater undistorted power | 
receivers. | 
More efficient circuits have come | 
into use; and refinements in loud- | 
speaker design have done their | 
share in furnishing a realistic re- | 
production of the original program. | 


output in present-day 


oK * * 
Radio Interference 


Stating that “man-made inter- 


ference is growing in its relative | 


importance as an obstacle to the 
service value of broadcast recep- 
tion,’ Edgar H. Felix, radio con- 


sultant of the National Electrical | 


Manufacturers Association, urged 
cooperation with the 
manufacturing industry in elimi- 
nating electrical interference, in 
an address before the recent na- 
tional convention of the Institute 
of Radio Engineers at Washington. 

“There is a real field for engi- 
neering effort in eliminating inter- 
ference by household equipment 
such as electric fans, oil burners, 
cash registers, electric refrigera- 
tors, vacuum cleaners and violet 
ray machines,” said Mr. Felix. 
“All of these must be designed 
with elimination of radio inter- 
ference in mind.” 

In presenting the radio engi- 
neer’s responsibility in this con- 
nection, Mr. Felix was of the opin- 
ion that the most economical ap- 
proach to the solution of the prob- 
lem lies in eliminating electrical 
interference at the source rather 
than attempting to over-ride it 
where its effect is felt by means 
of superpower broadcasting sta- 
tions. 

“But to thrust the responsibility 
of silencing electrical equipment 
upon an industry,” he continued, 
“which many radio manufacturers 
regard as entirely separate from 
theirs is a task of no small magni- 





electrical | : 


= “~s 
CLARITY 





Noted for the 


Bell-Like Clarity 
of their Tone 


ECO’s exquisite tone quality is not 


accidental. It is the result of de- 
liberate effort in design, a higher 
quality of materials and special and 
exclusive processes which are em- 
ployed in the rugged construction of 
these beautifully toned, long-lasting 
tubes. 

Don’t miss CeCo—on the air 

every Monday evening, 8.30 

Eastern Daylight Time, on the 

Columbia Broadcasting Sys- 

tem. 
CeCo’s are easy to listen to—and 
easier to sell. For full information, 
prices, and discounts—write 


CeCo Mfg. Co., Inc. - Providence, R. f. 





Radio Tubes 


FOR EVERY RADIO NEED 
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SHERMAN 
Ground Clamps | 




















No other clamp is as good and few 





are as cheap. It is the only all-copper 
clamp which can be drawn up abso- 


A screwdriver only is 


| 
| 
| 


lutely tight. | 


The roll keeps | 
| 
| 
| 


necessary to apply. 
the ears parallel when tightened. Brass 
washer and sloped countersink prevent 
copper. 
best for telegraph and signal work and 


tearing The Sherman is the 
the best ground clamp that can be 
used for either soldered or solderless 
Also 


weight for use where underwriter’s ap- 


connections. made in light 


proval is not required. | 
ALSO MANUFACTURERS OF 


Battery Clips, Soldering 


Lugs, Connectors, Fuse 
Clips, Sheet Metal Ter- 
minals, Heavy Duty 


Lugs } 


Sold Through Jobbers | 


H. B. SHERMAN MFG. 
CO. 
Battle Creek Michigan 


Ground Clamp Headquarters for the U. S. A. 


| “Sign Flasher Interference.” 


tude. No progress whatever has 
been made in fixing the responsi- 
bility for radio silence upon the 
makers of interference creating 
equipment. 

“The radio engineer must exert 
his influence in electrical stand- 
ardization. Instead of viewing the 
electrical industry as competitive 
or disassociated he must work hand 
in hand with the appliance, power 
and traction engineers; in fact, as 
closely as the product of the radio 
engineers’ ingenuity, the radio re- 
ceiver itself, is conductively and 
inductively connected in the same 
power circuits as the products of 
these allied electrical industries.” 

Sign Flasher Radio 
Interference 

When we consider the fact that 
Canada has a tax of $1.00 on every 
radio set user and that this is used 
for the maintenance of. radio in- 
spectors whose duties are to trace 
down interference and recommend 
suitable methods for eliminating 
it, we realize how important this 
subject is, and also how far behind 
this country is on the subject of 
tracing and suppressing radio in- 
terference. 

W. K. Fleming, who is chief 
engineer of the Tobe Deutschmann 
Corp., Canton, Mass., has just 
written and published a paper on 
Elec- 
tric sign flashers are almost omni- 
present in all cities and towns and 
few realize what an effect they 
have on our reception of radio pro- 
grams. The average jobber’s sales- 
man wishes to familiarize 
himself this subject will 


who 
with 


probably find some _ interesting 
reading in this paper of Mr. Flem- 
ings, a copy of which would no 
doubt be sent to any jobber or 
salesman requesting it. 

Kk * x 


Modern Developments in 
Television 

Speaking under the auspices of 
the National Radio Institute of 
Washington, D. C., C. Francis 
Jenkins, pioneer television experi- 
menter and _ vice-president in 
charge of research of the Jenkins 
Television Corp., recently gave 
the radio audience an interesting 
five-minute talk on “Modern De- 
velopments in Television and 
Radiovision.” 

Mr. Jenkins explained the sim- 
ple principles on which television 
is based and added that it is al- 
ready an accomplished fact, not 
only in the laboratory, but in 
actual practice as well. He pointed 
out that he and his assistants have 
been broadcasting “radio-movies” 
from W3XK in Washington ever 
since last July, and that these pro- 
grams were being received by an 
ever-increasing body of enthu- 
siastic amateurs, ranging in age 
from 15 to 75. Mr. Jenkins voiced 
a profound faith in the innate clev- 
erness of the radio amateur, who, 
he asserts, assisted materially in 
the development of the once-de 
spised short-wave channels. “He 
will doubtless do the same for vis 
ual radio if given a chance to exer 
cise his ingenuity,” added the vet 
eran Washington inventor. 

In conclusion, Mr. Jenkins ad- 


mitted that television was _ far 








_ The above picture represents the riot squad of Smith Bros. Hardware Co., 
Columbus, O., on a three-day visit to the plant of the Temple Corp. in Chicago, 


under the leadership of E. F. Roberts, their sales manager. 


These men have 


pledged themselves to sell one million Temple receivers in the Ohio territory. 
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from perfect at this time, but 
scouted the idea that we should 
“stop to wait alleged perfection 
in the development of this new 
art of entertainment.” “Perfec- 
tion,” he said, “is never a Minerva 
birth, and it is never attained. It 
is only the un-attainable rainbow 
of promise that leads the inventor | 
and the research man on to a 
greater service to his fellows, and 
perhaps a steady strengthening of | 
a patent situation as his ultimate | 
reward for persistence.” | 
es 2 


High Quality of Radio 


Programs to be Maintained 
One of the most significant radio 
developments of recent months and | 





one which carries tremendous im- 


portance for the whole radio world | 
is the establishment of chain broad- 
casting on a basis that will insure 
quality entertainment the whole| 
year round. Broadcasters have 
announced that the biggest and 
most popular radio programs that | 
have been heard weekly during the 
cold winter evenings will be en-| 
‘hanced rather than deleted this} 
year and will be found in their ac- | 
customed places with clock-like | 
regularity. In short there will be | 
no summer slump in radio broad-| 
casting! | 

Sales figures of the big broad- 
casting systems prove definitely 
that hot weather programs this 
year are bound to keep radio in- 
terest at a high pitch and that 
radio enthusiasts will listen in on 
radio as much if not more than 
they do now. In past years there 
has been a definite sag in the sum- 
mer months’ broadcasting pro- 
grams. 

The artists and directors decided 
they had worked hard enough 
during the winter months and that 
the summer could take care of 
itself. This year things have 
changed. They have, in fact, been 
changing for the past few years. 


= 


Belmont Celebrates 
Birthday 


The Belmont Corp., Minneapo- | 
lis, celebrated its second birthday | 
by reversing the usual order of | 
things, and giving gifts. To every | 
customer who sent in an order in| 
May, an attractive gift was mailed. | 


Added Recognition! 


HE greatest compliment that can be 

paid to any product is its imitation. 
It is then that its true value is recog- 
nized and envied. The mediocre is 
never copied. It usually remains un- 
noticed. 


An effort to equal the original is added 
proof ofits superiority. This is strong- 
ly confirmedin products recently placed 
on the market in direct imitation of 
the various types and designs com- 


prising the original KAYLINE UNIT 


line. 


As pioneers in the development of 
these unusually artistic and highly 
efficient lighting units we naturally 
take pride in their enviable reputa- 
tion and complimentary position in 
the field of commercial illumination. 
Such recognition further serves to 
strengthen the acceptance of KAY- 
LINE superiority. Investigate for 
your own satisfaction. 


The most complete catalog we have ever 

issued comprising our entire line is now 

ready for distribution. It will benefit you 

to have a copy on file for ready reference. 

Write for one today! Without obliga- 
tion of course. 


THe RAELINE Coe 


602 Huron Road 
CLEVELAND, OHIO 
Manufacturers of Lighting Equipment 
SINCE 1895 
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F you are not handling the entire Kes- 

ter line—five solders; one for every 

need—you are not collecting all of the 
profit that is being earned for you. 
31,600,000 messages in 64 national publi- 
cations are selling Kester Flux-core Solder 
for you this season, adding to the tre- 
mendous advertising campaigns of previous 
years. 
Mechanics, electricians, farmers, home 
hand-crafters, housewives, boy-builders and 
others have been made customers for you 
if you have the particular Kester Solder 
they want. One needs one kind; another 
needs another. Kester national advertis- 
ing, backed by the quality and complete- 
ness of the Kester line—makes added prof- 
its for the dealer who handles the com- 


ROSIN-CORE 








plete line. Because of this advertising, 
each Kester Solder sells without effort! 


Acid-core—for general work. Metal Mend- 
er—for household use. Rosin-core—for 
delicate electrical work. Radio Solder— 
for radios. Paste-core—for electricians. 
A solder for every need and a package 
for every class of user. 


THE FLUX IS RIGHT IN THE CORE 
OF THE SOLDER 

That is the secret of Kester success! Only 
heat is needed. No skill—no_ trick—no 
acid pot—just heat—and the job is done. 
The public knows this. That is why Kester 
Flux-core Solders lead—sell more easily— 
and earn greater profits for the dealers 
who handle the complete Kester line. 


Order today from your jobber to fill out your line 


KESTER SOLDER COMPANY 


Formerly Chicago Solder Company 


4251 Wrightwood Avenue, Chicago, III. 


KESTER, SOLDER 


Established 1899 


ACID-CORE METAL RADIO PASTE-CORE 
1-lb. coil; MENDER 1, 5, 10, 20-lb. SOLDER 1, 5, 10, 20-lb. 

5, 10, 20-lb. 10 cans to carton; spools; 10 cans to carton; spools; 

spools 10 cartons to case 5-lb. box 10 cartons to case 5-lb. box 
” 
Get All the Profit the 

K Line Holds for You! 
ester Line Molds for You: 




















Sales 
and 


Profits 


Grow 








~“S 


Electrical dealers and contractors are increas- 
ing sales and profits with GuTH-LiTE. Beauty 
of design and remarkable lighting efficiency 
are available at a surprisingly a price. 


Gutu-Lire eliminates all ceiling shadows and 
the adjustable reflector controls the direction 
of the light vertically and horizontally. These 
features make it ideal 
for office, factory, store, 
hotel or school. 

















The Ewin F. Gurmt COMPANY 


DESIGNERS - ENGINEERS - MANUFACTURERS 





Aglite, the porcelain enamel 
unit, is easily cleaned. Will 
not rust, tarnish or peel. Eas- 
ily installed, low in price. 





Lighting Equipment 
Sr. Louis, U.S.A. 























Norbert Garfunkel was _ snapped 
standing in front of the new headquar- 
ters of his company, the Tyro Lighting 
Fixture Co., New York City, of which 
he is president. This company, which 
was formerly the National Electric 
Supply Co., is now located at 54 Park 
Place. 





Service Electric Uses 


Biddle System 


The Service Electric Supply Co., 
San Jose, Calif., advises that it has 
adopted the Biddle Plan, together 
with other jobbers in that section 
of the state. 

* * * 
Capitol Goes in For 
Radio Exclusively 

The Capitol Electric Co., Indian- 
apolis, Ind., announces that it has 
given up the electrical supply end 
of the wholesaling business and 
will devote itself exclusively to the 
sale of “Majestic” radios. 








Jack Silverman, formerly with Ed- 
singer Electrical Co., has joined the 
Dearborn Electric Corp., 119 West 23rd 
St., New York City, as store manager. 
In his former position he was manager 
of the retail store for two and a half 
years. 
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Screen-Grid Tube 
Possibilities 

“It became evident in 1927 that 
the alternating current screen-grid 
tube was destined to become an 
important factor in the radio indus- 
try,” says C. H. Braselton, presi- 
dent of Arcturus. “Several leading 
manufacturers of standard sets 
have announced screen-grid models 
but to what extent the set manu- 
facturers as a whole will adopt the 
screen-grid tube is yet to be 
learned. I hesitate to make predic- 
tions for I am mindful of the fact 
that automotive engineers, after 
25 years, still differ as to the re- 
spective merits of four, six, and 
eight cylinders in automobile en- 
gines. It may be stated, however, 
that the development of a commer- 
cially practical screen-grid tube 
opens up a wide range of possibili- 
ties in radio set design. 

“Without going deeply into 
technicalities, the outstanding 
characteristic of the screen-grid is 
that it greatly increases amplifica- 
tion in both radio and audio fre- 
quency stages, thereby increasing 
the distance reception. Important 
from the public utility viewpoint 
is that the screen-grid tube re- 
mains unaffected by small line 
voltage changes common to central 
station systems which nowadays 
are supplying the newer types of 
radio sets with lamp socket power. 
Due to the high amplification pos- 
sibilities, the screen-grid permits 
the design of an extremely sensi- 
tive set, and because of other 
characteristics it eliminates the ne- 
cessity for certain balancing or 
neutralizing practices in design. 

* * * 
Commercial Radio Service 
Radio spanned the American 

continent for the first time in com- 
mercial telegraph service on May 
15, when R. C. A. Communications, 
Inc. opened its New York-San 
Francisco circuit to the public. 
Messages will be accepted in New 
York, Boston and Washington for 
transmission to San Francisco, and 
vice versa, at the same rates which 
now apply to land wire telegraph. 

The new service, which includes 
photoradio transmission as well as 
messages, is the first step in a plan 
for establishing a nation-wide do- 
mestic radio system, according to 
General James G. Harbord, presi- 

















FOR THE 


Individual Control 
of 
Lighting Units 


In knockout 











of outlet i 
The Lever is operated _ 
straight up and down 
or sideways at any 
angle, making it the 
smoothest work- 
ing, most flexible in a 
installation and of the Canopies 
greatest adaptability 
of any pull switch 
made. 
This universal toggle ae 
movement with its 
small size, rugged ; a 
construction and ceiling pans 
great durability make \ 
it especially suitable 
for the control of all 
small motor-driven sinned 
appliances. ath ar 
OW kitchen units 
Will take the initial 45-ampere surge 
Ask us for a of switching a cold 500-watt 
Sample gas-filled lamp. 


rf 
Fixture, Lever, Pull 
and In-Between 


Switches 
Hickeys ESTABLISHED 1904 


VALPARAISO - INDIANA 
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MURRAY 


Sear el Y a Ae & OR eB oR 


—every contractor who is in- 
terested in bringing down his 


installation costs, uses,— 


MURRAY 


eer i TY Peet t CHES 


—because plenty of knuckle 
room makes them easiest to 


wire,— 


MURRAY 


- woe Se WOR 5 Bo 


—a profitable line for progres- 


sive jobbers. 


METROPOLITAN 
DEVICE GORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN +: NEW YORK 




















Long years ago these two were 
rival jobbers’ salesmen in the same 
territory. T. B. Cabell, on the left, 
was operating for the old Electric Sup- 
ply Co., Memphis, under W. R. Her- 
stein, while Claude P. Smith travelled 
for the Gulf States Electric Co., 
afterwards bought by Wesco, in New 
Orleans. When this was taken, Claude 
was supervising some jobs in Jackson 
being done by his firm, the Smith- 
Whitehead Co., Inc., Birmingham, Ala. 





dent of the Radio Corporation of 
America and of R. C. A. Com- 
munications, Inc. An application 
on behalf of R. C. A. Communi- 
cations, Inc., is now pending be- 
fore the Federal Radio Commis- 
sion at Washington for short-wave 
frequencies sufficient to serve thir- 
ty cities. 

The New York-San Francisco 
circuit will bridge the 3,000 mile 
transcontinental span without a re- 
lay, utilizing an improved “beam 
projector” system developed by 
R. C. A. and its associated engi- 
neers. The circuit has been tested 
under all operating conditions and 
weather variations for a period of 
two years, and in experimental 
operation speeds as high as 250 
and 300 words a minute have been 
maintained. 


* 


President Hoover Heads 
Committee 
President Herbert Hoover has 
accepted honorary chairmanship 
and will head the general com- 
mittee for the international and 


national celebration of Light’s 
Golden Jubilee, it was announced 
at a luncheon given by Paul D. 
Cravath at the Bankers’ Club, 
New York, on April 30.  Presi- 
dent Hoover’s message read: “I 
have your kind letter of March 30 
requesting that I accept honorary 
chairmanship of the sponsorship 
committee of the Edison Pioneers. 

“T shall be delighted to act in 
any capacity that will mean a 
genuine tribute to Mr. Edison’s 
services.” 





RAYTHEON 


RAYTHEON has done something more than imitate the design of 
other tubes. Raytheon has made a very real contribution to radio. 


RAYTHEON was FIRST 


To produce a practical, heavy duty rectifier tube for B- 
elimination. 


And when Raytheon brought out a full line of A.C. 
and receiving tubes, RAYTHEON was FIRST 


To anchor receiving tube elements at the top with mica, increasing 
rigidity and uniformity of performance. 
To produce a long-life, quick-heating tube for A. C. operation. 


And RAYTHEON ALONE 
Builds a tube of FOUR-PILLAR CONSTRUCTION, cross- 


anchored top and bottom—a tube so sturdy that its laboratory- 
tested performance cannot be changed by the shocks and knocks 
of shipment and handling. 

In addition to the many outstanding improvements and patents 
which can be used by Raytheon only, Raytheon will benefit by 
all R. C. A. tube patents, present and future. 

Due to the license granted Raytheon—jobbers and dealers can 
sell these high-quality tubes with no danger of legal entangle- 
ments or “frozen” stock. 


RAYTHEON 





RAY THEON 


THE NEWEST NAME IN RADIO 


NATIONAL CARBON COMPANY, Inc., now controls production and 
sale of licensed Raytheon Tubes. This combines not only the 
names, but the facilities of these two companies. 


Effective June 1, 1929, Eveready Raytheon Tubes will be 
produced and merchandised under the control of the great 
Eveready organization. 


Plant enlargements are now under way. Additional equip- 


ment is being installed. Production of Eveready Raytheon Tubes 
will be enormously increased. An adequate supply is assured. 


Eveready Raytheon is a large individual division of the 
National Carbon Company, Inc., and will have all of the usual 
aggressive Eveready advertising and merchandising activities 
back of it. Extensive Publicity ... Broadcasting ... Advertising. 


This means increased opportunities for present Raytheon 
dealers. Additional franchises will be allotted. There will be 
full co-operation with the trade. 


Plan now to take full advantage of this great new development 
in the radio tube market. Be sure to order an adequate stock of 


Eveready Raytheon Tubes. 
NATIONAL CARBON COMPANY, Inc., New York 


Branches: Atlanta, Chicago, Kansas City, Long Island City, San Francisco 


Unit of Union Carbide eo and Carbon Corporation 


RAYTHEON 











EVEREADY 
RAY THEON 


EVEREADY Raytheon Tubes 
will be sold in this package, 
made in the Eveready colors— 
red, blue and gray. It brings the 
prestige of two well-known 
names together in a striking 
display. 

The change in name will 
mean even more than a great 
expansion of production and 
distribution. In addition to the 
specialized activities of the fa- 
mous Raytheon laboratories at 
Cambridge, Eveready Ray- 
theon will have the benefit of 
all research and development 
facilities of the National Car- 
bon Company, Inc. 


Eveready Raytheon will con- 
tinue to lead in radio tube 
development. As an Eveready 
Raytheon dealer, the many 
developments in principle and 
design which are constantly in 
progress in the Eveready Ray- 
theon laboratories assure you 
of radio tubes abreast of the 
moment... ahead of it. 


Don’t miss this opportunity 
to profit by all that Eveready 
Raytheon will have to offer 
you. Get in touch with your 
jobber or distributor today. 








NATIONAL CARBON COMPANY, Inc., New York 


Branches: Atlanta, Chicago, Kansas City, Long Island City, San Francisco 


Unit of Union Carbide CE and Carbon Corporation 


RAYTHEON 








an x oy: 


EVEREADY 
RAYTHEON PACKAGE 
and great new E R 224 

Screen Grid Tube 


pte? SEA te se 


“EVEREADY 
RAYTHEON 











Eveready Raytheon Tubes are a 
complete line 


ER Rectifier BH ER 240 
ER Rectifier BA ER 280 
ER 201-A ER 281 
ER 200-A ER 226 
ER 112-A ER 227 
ER 171-A ER 224 
ER 210 ER Type A 
ER 250 Cartridge Rectifier 
ER 245 ER Photo-cell 
ER Kino Lamp 





ER 224 tube with exclusive four-pillar 
construction, cross-anchored top and 
bottom 
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he 


R. M. A. 


“[tade Show 


(( \£O )N the following pages is displayed an 
exhibit of outstanding radio prod- 
ucts available to jobbers for the 


1929-1930 season. It is presented on the 
occasion of the R. M. A. Trade Show in 


Chicago the week of June 3. 


This exhibit of radio products that 
are “sold through jobbers” is a convenient 
index for the use of jobbers in compiling 
their catalogs for the coming season. 
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MODEL 523—9 tubes including rectifier and two 245 type 

tubes in push-pull. .. Tone-Balanced Dynamic Speaker 

..Cabinet of American Walnut and er ~ 2 4 re) 
wood. Price (less tubes)..... 


(Prices slightly higher w west st of | Rockies) 


MODEL $24—10 tubes including rectifiers and two 
50 wer tubes in —— Tone-Balanced 
Far aker... Beautiful cabinet design of 
— walnut with inlaid marquetry $ 29 5 


Models 


Distinctive Beauty 


+ Price (less tubes) 
(Prices slightly higher west of Rockies) 


: ; . cabinets of assured sales appeal—moderately priced to 
bring Kellogg Quality within reach of all. 

The keynote of 1929 Kellogg Radio is POWER! Not power 
for power alone... but power for rich, pure TONE, for sharp 
SELECTIVITY and for effortless tuning of distant stations. TEN 
times the undistorted power output of most sets of a year ago. 

Distribution is rapidly nearing 
completion. If interested either 
in distributor or dealer franchise, 
we recommend that you get in 
touch with us at once. 


.tadio 


MODEL $25—Combiastion pron per od pono - 
tubes 


has 10 tubes including rectifiers and two 250 # 
in Cabinet of modern design wa Feautifully ; 
matched grin cece of American and Oriental $395 es 
walout . . . Price complete (without tubes)... : 
‘Prices slightly higher west of Rockies) Te 


Sy ideas <a etkonae tien 








See the new 
KELLOGG 
at the R. M. A. Trade Show 
STEVENS HOTEL 





Booths 113 and 114 Exhibit Hall 
Demonstration Rooms, 605A-606A 














KELLOGG SWITCHBOARD & 
SUPPLY CO., CHICAGO 
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Screen-Grid Tube Stages 
R. F.. Amplification 


Super Power Tubes 
in Push-Pull Audio 


(Using 250 Type in 2 Models—245 Type in 1 Model) 


Automatic Volume Control 
> Tone-halanced Dynamic Speaker 


Condenser Tuning 


8 Tubes in Addition to Rectifiers— 
All Standard Base 


athedral 
Zone 
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M RAD has very keenly felt its respon- 

sibility in producing a fine radio line, 
not only in mechanical and electrical per- 
ie formance, but also in the beauty of its con- 
| soles and the maintenance of its reputation 
for “the finest tone in radio.” 


It is all the more gratifying, therefore, that 

we are able to offer to authorized AMRAD 

dealers what we believe to be the finest line 
| of radio receivers in the market and at 

‘A moderate prices but out of the extremely 

competitive field. 

The Amrap distributor in your community now has 


a line which you can be proud to sell and which will 
be backed by a powerful national advertising campaign. 






















The new extra-heavy 
Amrad chassis, built for 
ultra sensitivity and se- 
lectivity, is especially de- 
signed for the new screen 
grid tube used in three 
stages. Tubes used are: 


3 UX-224 or C-324 


Each Amrap model represents a fine, exquisitely a 
beautiful piece of furniture. Each AmMRAD model is 1 UX-280 


Enormous power is pro- 
vided by use of two 245 
ubes in push-pull. 


designed to give the listener gloriously beautiful tone. 


Write today for full information 
as to sales opportunities and com- 
plete detail of the 1929 line. 


THE AMRAD CORPORATION 


MEDFORD HILLSIDE, MASS. 























JAMES EF. HAHN POWEL CROSLEY, Jr. 
President Chairman of the Board 
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The SYMPHONY 


Beautiful cabinet of Art Moderne design. Front and _ sides 
veneered in highly figured East Indian Laurel Wood, with base 
rail of Macassa Ebony, decorated with inlays of ebony and holly. 
Rounded and recessed top of Oriental Walnut. Inside panel of 
matched Oriental Walnut Veneer. The Amrad screen grid chassis 
is especially designed for utmost selectivity and sensitivity. The 
special audio system, in combination with the built-in R. C. A. 
106 Dynamic Speaker, gives an unequalled rich tone production. 


> The chassis uses 8 tubes. List $295 f. 
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THE JOBBER’S MI SALESMAN 





WHAT PART of the 
$100,000,000* 


worth of tube business 
will you get this year? 


OGUE 


NON PAREIL 


You Can't Miss 


with this Profit Producing 
Line! 












~fo r full Lnformation 
ROOM 450A 








MANUFACTURING Oy ELECTRIC CORP 


HARRISON, N. J. 
407 East Pico St.~~ Los Angeles, Cal. 





— 
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e 2 «SEMLAUTOMATIC” 


TUNING 


© 
a © 
1930 
BROWNING- DRAKE 


Five tuned circuits—nine tubes 

Tuned antenna 

Push-pull audio (245 power tubes) 
Power Detection (plate rectification) 

Hum Eliminator 

Dial in kilocycles and stations 

Band-pass filter effect (10 KC selectivity) 
A. C. Shield Grid and Heater type tubes 
Mershon trouble proof condenser 

Voltage regulation 

Power unit integral part of chassis 

Hand rubbed satin Duco finish RROWNING 
Large size (12 in.) Dynamic speaker ; 
Phonograph and short-wave connection 3) RA at E 


Four models, tables and console, ranging in price > COR Dp 
from $98.00 to $172.50 : 


(Prices slightly higher west of the Rockies ) 


f fn ‘ 


AYN = SCPNAYRwN— 
sas 





SSEnio 


Kilocycles and important stations on the dial! This exclusive feature will be seen for the first time in 
the new Browning-Drake. Admittedly this season’s outstanding idea, it is one of the many points of 
Browning-Drake supremacy for 1930. Price is another. 

Available territories are now being allotted, so write or wire for detailed information regarding the 
Browning-Drake jobber franchise. 


BROWNING-DRAKE CORPORATION 
WALTHAM — MASS. 
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Pinpiay Rapro Furniture 


e 





exclusive 
models 
for 
all 
popular 
makes 


of radio 
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Illustrated is the new 
Findlay Console Grand 
with the Radiola No. 





33. in place. The 
Pewter Torchiers and 
y, : Modernistic Console 


Mirror complete the 
ideal radio corner. May 
be retailed with RCA 
Speaker No. 100B 
Chassis for $169.50 
complete, less tubes. 


, nr 











pone ee 


a diola 53 Ensemble 





Mr. Salesman:—We lay our case frankly before you. The 
Radio Furniture Field is already so crowded that it has reached 
the state of the “battle of adjectives’—each manufacturer saying 
fine, finer or finest. Yet, only Findlay Radio Furniture is made of 
sturdy, durable metal by Master Craftsmen. 


We will let you tell yourself just what is to be said about Findlay 
Consoles—we don’t know any words descriptive enough to do 
Findlay Radio Furniture justice. 

You listen to your favorite set and speaker properly placed on a 
Findlay Console. Note the improved tone—the exclusive Findlay 
Baffle Construction makes even the finest sets sound finer. 

Give your customers a break—sell them Findlay Radio Furniture. 
Earn bigger profits! 


‘makes even the finest sets sound finer”’ 


Atwater-Kent 


FINDLAY Cabinet No. 
RF 2/55M designed ex- 
pressly for the new 
Atwater Kent No. 95, 
and to accommodate 
AK Dynamic Speaker 
F 4C. Finished in rich 
African Mahogany with 
exceptionally ornamental 
statuary bronze finished 
speaker grill and es- 
cutcheon frame. Chassis 
set will fit perfectly on 
shelf provided. Dials 
will protrude through 
escutcheon frame. 








FINDLAY Console 
Grand No. RF 2/550 
Modernly simple speak- 
er console with top 
especially molded — to 
accommodate Atwater 
Kent No. 95. This 
Console Grand is de- 
signed especially for 
and finished to match 
the Atwater Kent No 
5§ Table Model. For 
the modern home 
where space is at a 
premium—this Console 
Grand is the _ ideal 
piece of furniture be- 
cause of its compact- 
ness. 


CROSLEY 


FINDLAY Console 
Grand No. 3/84—De- 
signed exclusively for 
Crosley Table Models 
and in finishes to har- 
monize. The same ex- 
clusive Findlay Baffle 
Construction that  dis- 
tinguishes all other 
Findlay Radio Furniture 
is incorporated in this 
Console Grand. When 
set is in place it gives 
the appearance of a 
single piece of furniture. 


Write us for more information about Findlay Radio Furniture 
and Findlay Radio Accessories —these Build Dealer Profits. 


Findlay Consoles are made by ROBERT FINDLAY MEG.CO, Inc. 


Metropolitan & Morgan Avenues, 


See Our Display, Chicago R.M.A. Show—Booth 74, Hotel Stevens 





BROOKLYN, N. Y. 











PERRYMAN HEADQUARTERS 
HOTEL STEVENS 


SUITE 1405-06 













EXHIBITION HALL BOOTH No. 112 
€ 
CHICAGO OFFICE 


McCormick Building 
332 South Michigan Avenue 


a 


Jobbers! Dealers! Manufacturers! 


Ask for complete details about the 


NEW MERCHANDISING PLAN 
in: back of the 


\ Perryman National Advertising Campaign 


P 





| Perryman Ecectric Co.. Inc. 


NORTH BERGEN, N. J. 


PERRYMAN 


RAOIO TUBES 


The NEW 
CARTON | 
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vate | RADIO TUBE. 
aeet ||| PLA, 207 | 


| nap an 4 | q DETECTOR anp AMPLIFIER I 


HEATER V.25 _ 
HEATER A.1.75 
PLATE Vv, 
180 MAX, 








This new, bright, attractive i [a 
carton now identifies Perryman [ 

Radio Tubes. Its sturdy con- 
struction protects the tube 
against the possibility of break- 
age. All shipments from the fac- 
tory since May Ist have been 





made in this new carton. 








PERR/NAN PAD TWA PERRYMAN ELECTRIC COMPANY 


INCORPORATED 


Men OIEYLIE lel cait =) 4cicl da Be 





Keep these new bright Perryman cartons before the eyes 
of your customers. Pyramid cartons in the window, put sev- 
eral on your counter. This means more sales 
and greater profits for you. 


W rite today for Dummies 























PERRYMAN 











RAOIO TUBES 





A Perryman Tube for Every Purpose 


PERRYMAN A. C. TUBES 


and accompanying Rectifiers and 
Power Amplifiers 


DETECTOR-AMPLIFIERS 


P. A. 227—heater type, for use with unrectified A. C. 
current direct on the filament through stepdown trans- 
former. Exclusive Perryman processes have eliminated 
excessive hum and produced far above average life for 
this type of tube. 


*P. A. 226—for use with unrectified A. C. current 
direct on the filament in radio frequency amplification 
stages and first audio frequency stages. 


POWER AMPLIFIERS 


All tubes in this group are equipped with exclusive 
Perryman process oxide coated filaments. A product of 
Perryman chemical laboratories, unusually rugged, 
active and long-lived. 


*P, A. 245—This is the new power tube with longer 
life and greater undistorted output. 


*P, A. 112-A—a general purpose tube for radio fre- 
quency and audio frequency amplification. Can also 
be used as a detector. Filament current, one quarter- 
ampere. 


*P. A. 171-A—for last stage audio amplification. Quar- 
ter-ampere filament current. 


*P, A. 210-A—Super- power ampli- 
fier, delivers full volume of undis- 
torted output. Especially suitable as 
an oscillator for amateur radio trans- 
mission. 





*P. A. 250—Super-power amplifier specially designed 
for amplifying circuit devices. Used in last audio stage 
of many new A. C. receivers. 

*P. A. C, 224—This is a new radio frequency amplifier 
of the screen grid type for A. C. operation. 


RECTIFIERS 


*P. R. 280—a full wave rectifier, employing exclusive 
Perryman process oxide coated filament, insuring long 
life, satisfactorily used in power plants of most A. C. 
sets. Maximum D. C. output 125 mils. 

*P. R. 281—a half-wave rectifier, using exclusive 
Perryman process oxide coated filament, delivering an 
output of 110 mils. Used chiefly in the power plant of 
power amplifiers and B eliminators. 


PERRYMAN D. C. TUBES 
DETECTOR-AMPLIFIERS 


*R. H. 201-A—a general-purpose tube famous for its 
long life and fine quality. 

R. H. 199—built in two type bases, miniature (small 
U.V.), long pin (standard V.X.). Rigidly made and 
especially reinforced. 

P. A. 120—for last audio stage operated with 3-volt 
dry battery supply. 

P. A. 200-A—a super sensitive detector tube of soft 
vacuum (gaseous) type. Pronounced ability to 
strengthen weak signals. Uses 45 volts on plate. 


*P. A. 240—especially designed for 
first audio resistance coupled ampli- 
fication. It is a high mu tube and 
may also be used as a detector. 


(*) Perryman Tubes equipped with 
the Patented Perryman Bridge. 











The Patented 
Perryman Bridge 
















The 
( Perryman Spring 








. . « holds the filament, plate 


. allows for the uniform ex- 





and grid, top and bottom, in 
permanent, parallel alignment. 
This sturdy construction fea- 
ture is exclusive to Perryman 
Tubes. 


Go 
PERRYMAN 
RADIO 











P. A. C, 224 


P. A. 171-A 








pansion and contraction of the 
filament due to temperature 
changes. Another construction 
feature exclusive to Perryman 
Tubes. 








P. A. 250 





















PERRYMAN 


RAOIO TUBES 











THE NEW PERRYMAN 


Merchandising Plan 
increases your tube protits 


HE 1929 Perryman Merchandising 
ie Le Br Plan includes you. National news- 
paper advertising is under way. Schedules are planned in 
conference with jobbers and dealers—newspapers are 
chosen in your own territory —right where it will do you 


ARI TR LI ee 


the most good. 


The extensive national newspaper advertising is your 
advertising. Cash in on it. Display Perryman Tubes—in 
your window —on your counter. Keep them in front of 


your customers’ eyes. 


Use the attractive, modern window and counter displays 
—consumer booklet, Perryman cuts and electros in your 
own advertising. Mats of the very same advertisements 
Perryman is using in the national advertising campaign 


are available for your use. 


A Remember, the Perryman Merchandising Plan means 
ZN greater tube sales—more profits for you. Ask your jobber 


for complete details. 
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T tente THAT 
actually sell themselves 


O GLOWING superlatives are needed to 

interest prospects in cabinets by ADLER- 
ROYAL. Place any ADLER-ROYAL beside 
any other cabinet of comparable price, and 
let your customer make his own decision. 


ADLER-ROYAL thoroughness of workmanship, 
perfection of finish and acoustical accuracy are the 
results of twenty-five years devoted to the produc- 
tion of cabinets for musical application. 





Today in radio, the cabinet itself is a powerful in- 
fluence in making sales. . . Dealers who appreciate 
this fact will appreciate ADLER-ROYAL. ADLER 
MANUFACTURING CO., Incorporated, Louisville, Ky. 


The new ADLER-ROYAL Cab- 
inets on display at R. M. A. 
Trade Show, Space 5, Ball 
Room, Blackstone Hotel. 


ADLER-ROYAL 
Model No. 324 


ADLER-ROYAL 
Model No. 325 


ADLER-ROYAL 
Model No. 322 
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N ‘ . WV 
Tests Only 
The New $40.50 
Screen Net 
Grid Tube To Dealer 
o by ‘ mee pees | 


/ 





Sterling’s New All-Purpose Radio Tester 


i ERE is Sterling’s new complete radio set and tube tester. This tester 
shows at one reading the filament voltage, plate voltage, “C” bias, milli- 
ampere drain, in fact, everything a radio service man should know about an 


A. C. or D. C. radio set. Yes, it fully tests the new screen grid tubes, types 
UY-224 and UX-222. 


The Sterling R-522 Tester and its acces- | Equip each of your service men with the 
sories are mounted in a light-weight, neat- New Sterling R-522 All-Purpose Radio 
appearing ; leather- ,ecccccccccccccocococcococsooooosoos Tester. Complete ac- 


grained, convenient cessories, except the 
carrying case which, 44 V. “C” battery, 


Six meters are employed with meter scales of 


0-3 — A.C. for fila- 0-125 Volts D.C. for 
0-15 ment voltage plate and grid 


with its business-lik voltage . 
be ” sr 0-150 Volts A.C. for line 0-500 Volts D. C. for for making all tests 
battery of instru- voltage plate voltage of 
t ill inspi 0-10 Volts D.C. for fila- 0-10 smmneepeses for are furnished with 
men S, wt inspire ment voltage Sises plate current : 


the tester. Size 
1034,” x 97” x 4l/,”. 
Weight 71 pounds. 


Type R-522 .... . . List Price, $67.50 


Prices slightly higher"west of the Rockies, Canada, and in certain Southern States 


THE STERLING MANUFACTURING CO., CLEVELAND, O. .« 


Visit us at the Chicago R. M. A. Show 
nat AN Display at Booth No. 145 and Demonstrating Room No. 11 
Bo Hotel Stevens 


confidence when car- 
ried into the homes of 
your customers. 


Booklet showing general use of tester on all A.C. 
and D.C. sets and tubes furnished with tester. 


PPOHEI ST STEOHHEOEOOD 
FEHR EAROREREDEDO HOE 


SPOOSSSSSSSSSSSSCSSSSSSOSSSSOSOSSOOOOOSD 


4 
er. 


23 Years of Electrical Manufacturing 
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tubes 


To meet the requirements ‘of the 
modern Screen-Grid Radio Sets— 
the De Forest laboratories have 
developed the improved “high 
vacuum’”’ screen - grid Detector- 
Amplifier, Audion 424. It has the 
usual amplification factor of 420, 
eliminates all hum and crackle 
and will give new performance 
standards with screen-grid sets. 
Another development of the De 
Forest Laboratories is a perfected 
humless Audion 427, the improved 
A. C, Heater type detector which 
gives to sets operated by socket 
power, the same purity of tone 
that characterizes battery sets and 


“HIGH 

































AUDION 424 


The 21% Volt A.C. 
Humless Screen-Grid 
Detector Amplifier. 





























AUDION 427 


The 2\% Volt A. C. 
Humless Heater Type 
Detector-Amplifier. 


AUDION 445 


The 2% Volt A.C. 
Power Tube. 





















VACUUM” 





reduces the heating time to 10 to 
15 seconds. 

The third achievement of the De 
Forest Engineers is Audion 445— 
an A.C. Power tube that produces 
an amazing purity of tone with 
freedom from distortion under 
heavy loads. 

Visit us in June at the Chicago 
Radio Show (Booth No. 12 and also 
Suite 410 at the Blackstone Hotel) 
and learn more about the per- 
fected De Forest “Shigh vacuum” 
Audions, the only radio tubes with 
23 years history behind them. 


De Forest Radio Company 
Jersey City, N. J. 


AUDIONS 


RADIO TUBES 
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“Rest Renews the Current You Use” 


The above slogan, so descriptive of the astonishing “Recuperation” feature of 
BOND Batteries, captured the first prize of $2000 in the great nation-wide BOND 
$10,000 Prize Contest. To a greater extent than any others, BOND Radio Batteries 
recuperate—rebuild their used energies during rest hours— and deliver a premium 
of steady, vigorous power ... No wonder that so many thousands of contestants 
instinctively picked the “Recuperation” feature as the one on which to write 
their slogans ... No wonder that the tremendous interest aroused by the contest 
is sending an army of customers into Authorized BOND Dealers’ stores . . . No 
wonder that our daily reports from the trade indicate a bigger business on BOND 
Batteries than ever before! 


“BOND BATTERIES COST LESS PER RADIO HOUR” 
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A NEW TUBE 


WITH A RENEWABLE 
HEATING UNIT 


+4H BE He+ 


ERE is a radio tube—a tube of phe- 
nomenal performance — which marks 


a great step forward in tube history. 
















To dealers it means a great reduction of 
his servicing costs and radio troubles. To the 
radio user it means that when a tube burns out 
he does not have to buy a new tube. He buys 
only the heating element. 


A Big Saving in Tube Costs 


The heating element of this tube is contained in 
a hollow sleeve which goes up through the grid 
from the base. The heating element does not burn 
in the vacuum. 


This absolutely eliminates humming and pre- 
vents breaking down of the vacuum by gases given 
off as the heating unit slowly disinte- 
grates—a condition to be found in 
other radio tubes. The element may 
be renewed at a comparatively low 
cost. 


This tube may be used in 
all types of either DC or AC 
sets—it is necessary only to 
insert the proper heating ele- 
ment! It’s been tried—it’s 
been tested—it’s been 
proved. See us in Booth 
S-108, RMA Trade Show. 
If you'll not be at the show, 
let us send you complete de- 
tails. 
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TO RADIO 


PATENT NO. 1667977 





















A tube is only as good as 
its heating element—and 
its vacuum. This new 
tube insures perfect vacu- 
um and one heating ele- 
ment will last the life- 
time of an ordinary tube. 





The development of this tube was made 
possible by many years of experimental 
and development work of C. E. Quinn. 


“THE QUINN TUBE” 


1890 East 40th St., Cleveland, Ohio 
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J RADIO TUBES 


Them 





when they’re advertised, either. 


When you talk to your dealers about the Sylvania business 
proposition, you have something to talk about. 


Fifty-two weeks of highly admired radio program—the Sylvania 
Foresters—goes forth over the NBC network to remind some 
twenty-five million | radio listeners that/ Sylvania tubes are 
dependable for long service. 









And consistent newspaper advertising| And a wealth of 
personal sales help for\every Sylvania deajer—large or small. 


fact. Sylvania is a 
ho have learned the 


That's all. Except pbne little bragga 
friendly name to five thousand dealers 
value of broad-gauged] business friendship. ' 





SYLVANIA|PRODUCTS COMPANY 


Emporium ~ ,,— . ;Pennsylvania 


Y b 2 











Licensed Under RCA Patents 
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Let us help 


HEN we gave our dealers the C. A. Earl radio we gave them a set with a new 

Hair-line Super-selectivity—a set proved by actual test for outstanding per- 
formance in each particular locality. Yet our job is only half done. We must now 
help those dealers to sell more C. A. Earl sets this year than their biggest previous 
records for all other makes combined. 


We propose to do this by the most practical and comprehensive retail selling co-opera- 
tion ever put behind a radio. 


A Complete Price Range 


enables you to concentrate on a single line. Thus 
you will reduce your Stock Investment, increase 
your Turnover and Profit and get more Results per 
advertising dollar expended, 


Coast-to-Coast Broadcasting 


by the C. A. Earl Orchestradians, Phil Spitalny con- 
ducting. Every Tuesday evening these headliners 
of the air, with brilliant guest artists, delight millions 
of radio fans. And these fans represent millions 
of prospects for C, A. Earl dealers. 


National Magazine and Newspaper 
ADVERTISING 


A list headed by The Saturday Evening Post, and 
including the leading newspapers of the country, 
carries a_ selling message whose powerful appeal 
is made doubly effective hy dominant space. 


Co-operative Campaign for Dealers 


This three-fold campaign includes all three types 
of advertising—(a) “‘Producer,’’ such as newspaper 
advertisements, booklets, folders, etc. (b) ‘‘Identi- 
fier,” such as window and store displays, etc. (c) 
‘“*Reminder,” such as attractive novelties carrying 
the dealer’s name. 


A Unique Merchandising Service 


by which our ‘Trade Research Bureau solves many 


a 








of the dealer’s practical retail selling problems, IN 
and helps him in all kinds of ways, from selling over LJ 


the telephone to arranging partial payment terms, 
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you sell 














MODEL 22 $9.50 
(less tubes) 
All Electric 8-Tube Set 
Complete with 
Arcturus tubes $120 

Neutrodyne. Four tuned 

circuits. Push-Pull am- 

plification. Inductor Dy- 

namic Speaker. Walnut 
finish cabinet. 


MODEL 32 S169 
(less tubes) 
All Electric 8-Tube Set 


Complete with 
Arcturus tubes $194.50 
Neutrodyne, Four tuned 
circuits. Push-Pull am- 
plification. Dynamic 
Speaker. Phonograph 
Pick-up. Walnut cabinet 
with contrasting panels. 





Super-Selectivity—that 
picks the particular station 
you want out of the thickest 
**traffic jam” on the air. 


Sensitivity—that brings in 
a program with a lifelike 
fidelity never attained in 
radio until this season. 


All Neutrodyne Four Tuned 
Circuits. 


Antenna Variometer — for 
increased selectivity on 
short waves and increased 
sensitivity on long waves. 
This is an exclusive feature. 


Single Control with Illum- 
inated Dial. 





Earl Radio 


























MODEL 31 3139 
(less tubes) 
All Electric 8-Tube Set 


Complete with 
Arcturus tubes $164.50 
Neutrodyne. Four tuned 
eircuits. Push-Pull am- 
lification. Inductor 
enced Speaker. Phono- 
graph Pick-up. Open type 
cabinet, walnut finish. 


MODEL 41 $995 
(less tubes) 
All Electric 9-Tube Set 


Complete with 
Arcturus tubes $253.50 


Neutrodyne. Five tuned 
circuits. Push-Pull am- 
plification. Dynamic 
Speaker. Phonograph 
Pick-up. Walnut cabinet. 


The Price Range of C. A. Earl Radios is 


$7 to $925 (less tubes) 


Prices slightly higher in Canada 


IMPORTANT 


Earl Radio 


SALES G Phonosraph Pick-up is 2 


feature of all console mod- 


els with the exeeption of 
FEATURE Sy Models 21 and 22. 


r: Push - Pull Amplification — 


using the latest develop- 


Write or wire for information regarding C., A. Earl ment of audio amplifiers 
Franchises still available—and where you —the 145 tubes. 


may hear C. A. Earl Radio. 
8 Artistic Cabinets—each a 
CHAS. FRESHMAN C®@., Ine. really beautiful example of 
C. A. Earl, President the cabinet-maker’s craft 
122 East 42nd Street, New York, N. Y. — will prove particularly 
: appealing to your feminine 
CHICAGO—SAN FRANCISCO— LOS ANGELES Pes cena l 
KANSAS CITY—ATLANTA 
Canada: Freshman Freed-Eisemann Radio, Ltd., 
20 Trinity Street, Toronto, Ont. 








Light Socket Antenna with 
all sets except Model No. 22. 
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Be guided by a name that has meant absolute tube 

integrity for the past fourteen years. & The name 

is Cunningham —choice of the American home. 
Cunningham Booth No. 5, R M A Trade Show, Congress Hotel, Chicago, June 3-7 


E. T. CONNINGHAM, INC. 


NEW YORK CHICAGO SAN FRANCISCO DALLAS ATLANTA 
Manufactured and sold under rights, patents and inventions owned and/or controlled by Radio Corporation of America 


Mi —~ ea AERTS BNE CAS sors Ss 











Announcing the 


MAIRVIN 


MASTER~BUILT 
RADIO TUBES 












These companies 
have consolidated into the 


MARVIN RADIO TUBE CORP. 


UNIVERSAL ELECTRIC LAMP CO. 
Newark, N. J. 


SUNLIGHT LAMP CO. 
Irvington, N. J. 


SPECIALECTRIC CORP. 
Newark, N. J. 


CONTINENTAL CORP. 
Chicago, Ill. 


GLOBE ELECTRIC Co. 
Newark, N. J. 


A.C. M. CORP. 
Newark, N. J. 


t.. Marvin Radio Tube Corporation is now located in its new 
modern plant at Irvington, New Jersey, which provides the largest capacity of any 
independent radio tube manufacturer. The combined laboratories and engineering 

departments of these several companies insure Marvin customers that 
they will get Master Built radio tubes that will 
Serve Better and Live Longer. 


MIAIRVIEN 


MASTER~ BUILT 


RADIO 


a 
Mly227 creates a new world’s 


record for heater type detector tubes in heating up 
in five seconds flat. This tube is the product of 
Marvin Laboratories and is in production now. You 
will find it invaluable for demonstrating purposes 
and more profitable to sell. We will gladly send 
you complete information on the Marvin 
line of Master Built radio tubes. 


MARVIN RADIO TUBE CORP. 
IRVINGTON N°oJ- 


General Sales Offices: NEW YORK CITY, 225 BROADWAY, Transportation Building 
Western Sales Office and Warehouse: 1603 South Michigan Avenue, Chicago, Il. 
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Cased in brown to 
harmonize with any 
radio cabinet. Un 
breakable bowed 
crystal; New Haven 


movement. Winds 
and sets like an 
alarm clock. Elec 


trical rating 200 
watts, 110 volts, any 


frequency Has 6 
foot cord with re 
ceiving receptacle 


and plug attached: 
no wiring required 
“just plug in™! Set 
to any time desired 
and throw © switch 
lever to “on” on 
“a At the time 
set, the Radio 
Switchman turns ra 
dio or appliance on 
or off. 


\utomatically Starts or Stops Radio Sets At Any 
Time Desired. 


Radio Switechman 


has met enthusiastic reception all over the country. ‘The “fans” 

know that radio isn’t quite modern and complete without a “self- $°/50 
starter” and “stopper’—and they immediately appreciate this great 

little convenience—this very attractive, compact and low-priced 

time-switch clock for the home—which operates, not only radio, but 
lamps, fans, and other appliances! 


liberal 


; discount 
Is your ear to the ground¢—then we'll leave it to your good 


judgment if the signs don’t indicate the Radio Switchman as a 
self-selling radio adjunct, the coming season. From its present 
popularity, we'd bet on it;—already pioneering jobbers and dealers 
have “mopped up” profits on trial stocks and are coming back for 
more. 


P.S. In his handsome new box, the Radio Switchman is all dressed 
up for bridge parties—a perfect prize—or gift. for either sex. 


P.P.S. SAVE 'TIME!—Write now for sample Radio Switch- 
man Clock to be sent C. O. D.—P. P.— less full discount. 


R-V Manufacturing Co. 


Marshfield, Mass. 

















180 THE JoBBER’SA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


















H 


AR@IURUS 
DEWyECTOR 
ei? 


| 1 
|] il, 
| 

4 Y 






— 





ARCTURUS 


GLUE 





Y gps BLUE A-C TUBES, 
introduced less than a year 
ago, gained instantaneous popular- 
ity with radio listeners and radio 
dealers. 

Better performance, demonstrable 
superiority, explain this swift suc- 
cess. Arcturus tubes act in 7 seconds, 
bring in programs with satisfying 
volume, operate with no hum, and 
hold the world’s record for long life. 

Now, with Arcturus superiority 
firmly established, with Arcturus 
production increased, with Arcturus 
distribution perfected from coast to 
coast, we announce a great national 
newspaper campaign to stimulate 








There’s an 


ARCTURUS 
Blue Tube 


For every socket 
in every set 








‘Tensiiedl Nationwide 
ADVERTISING campaign 
creates new demand for 


ARCTURUS TUBES 


still further the demand for these 
fast moving tubes. More than 185 
newspapers in 164 cities will carry 
Arcturus advertising regularly. 
Radio fans everywhere will be 
constantly reminded of Arcturus 
quality—the demand for Arcturus 
Tubes is certain to increase. 

You can profit by this powerful 
advertising. Feature Arcturus Blue 
A-C Tubes. They bring the in- 
creased business that comes from 
satisfied customers—they help your 
sales of sets as well as tubes. 
Write us today for all the facts, and 
put your A-C tube trade on a 
better basis than ever before. 


ARCTURUS RADIO TUBE COMPANY 
260 Sherman Ave., Newark, N. J. 


Lo 7 FE 





TUBES 
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TTE 


The Device that is making 


RADIO HISTORY 


UBLIC demand for Filterettes to silence electrical apparatus 
during broadcasting is universal and imperative. A number of states 
have passed laws making the use of such devices compulsory. 
Others are following the lead. Radio owners everywhere are tak- 
ing direct action by organizing interference clubs that seek out 
owners of noisy appliances and persuade them to attach Filterettes. 


You've been through it yourself. You know the annoyance. You 
know how welcome a remedy would be. Thousands of radio owners 
in your territory are but waiting to swamp you with orders when 
you offer them Filterettes through your dealers. 


There is a Filterette for every application; from the flashing sign 
that interferes for a mile around, to the electric fan that affects only 
the set in the room with it. Filterettes fit the market and the market 
is enormous. Full details will be sent. Just ask. 


No. 110 for Oil Burners, Etc. 


a-ha : 





















TOBE DEUTSCHMANN CORPORATION 


FILTERETTE DIVISION 


CANTON, MASS. 


Pioneers in Eliminating Interference Problems of Every Description 
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-A Sales Booster 


for the Dull Months 


The Fifth Annual 
Summer Sales Contest 


Conducted by 
THE JOBBER’S SALESMAN 


J uly and August 


Cr” KOBE SD 


Jobbers and Salesmen—this Contest is simple to operate. 
It provides the salesmen with scores of opportunities 
to win $25 cash prizes. 


Helps to increase sales during the two slack summer 
months. Every salesman cooperating wins some kind 
of a prize—no “blanks.” 


Over 1200 salesmen already entered. Come on, you 
salesmen, get entered before the race starts. 


See Page 12 of This Issue for Full Particulars 


CH” XIE ND 


THE JOBBER’S SALESMAN 


520 No. Michigan Ave., Chicago 
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announcing 























a complete new radio receiver 


in two models by 


Sterling of Cleveland 


The Stuart 


an eight tube re- 
ceiver using 
three screen grid 
tubes .... push- 
pull output.... 
dynamicspeaker 





Sterling 





see them at booth 145 


The Oxford 


an eight tube re- 
ceiver with 
one screen grid 
tube...push-pull 
output... 
dynamicspeaker 


hear them in rooms 1122-23 





hotel stevens 
r. m. a. show 
chicago 

















The Sterling Manufacturing Co. 


Cleveland, Ohio 
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MANUFACTURERS 


NEWS 











Grinnell Reorganized 

The Grinnell Washing Machine 
Corp., of Grinnell, Iowa, has been 
reorganized under the laws of the 
State of Delaware. Its capitaliza- 
tion is now $400,000. Charles G. 
Adsit has been elected president. 
I. N. Merritt, who was sec- 
retary and treasurer of the lowa 
corporation, is now vice-president 
and general manager. 

Mr. Adsit brings to the Grin- 
nell Washing Machine Corp. his 
long intimate association and ac- 
quaintance in the public utility 
field, and his nationally known 
engineering ability. Mr. Merritt is 
well known to retailers of electri- 
cal appliances throughout the 
country as a successful merchan- 
diser. He was formerly secretary 
of the Street Railway Commission 
in Detroit and was comptroller of 
the Detroit Street Railways. 

The company is now manufac- 
turing and selling two low priced 
washing machines of the _ sub- 
merged agitator type—the “Laun- 
dry Queen” and the “Princess.” 
They plan to place on the market 





a complete line of electrical house- 
hold appliances by the end of the 
present year, and the “Princess” 
ironer and “Grinnell” exerciser 
are now ready. These will be sold 
through the electrical, hardware 
and some other classes of jobbers 
under territorial arrangement. 


x S 


Sears Moves Chicago Office 

Henry ‘D. Sears of Boston, Mass., 
announces that his Chicago” office 
and warehouse has been removed 
to 118 South Clinton St., where 
with a 50 per cent increase in floor 
space and improved facilities he 
will be able to better handle the 
constantly increasing demand for 
Weber wiring devices in the mid- 
dle west district. 


New York Office of Trico 
Moved 

To take care of increased busi- 
ness, and to better serve its cus- 
tomers, the Trico Fuse Mfg. Co., 
Milwaukee, recently moved its 
New York division sales office to 
41 Park Row. 





J. W. Ward with Illinois 
Electric Porcelain 


for the 


J. W. Ward, past six 
years General Superintendent of 
the Porcelain Insulator Corp., 


Lima, N. Y., and previously in the 
Same capacity at the Westinghouse 
plant at Derry, Pa., resigned his 
position at Lima, March 1, and is 
now associated with the Illinois 
Electric Porcelain Co., Macomb, 
Illinois, and will give the Illinois 
company the benefit of his long ex- 
perience in the manufacture of 
high tension insulators. 


Brickwede to Manage West- 

inghouse Lamp Branch 

D. C. Brickwede, who has tray 
eled Illinois and Missouri for about 
ten years for the Westinghouse 
Lamp Co., with headquarters in St. 
Louis, has been appointed mana- 
ger of the company’s branch at 
that point. His old territory has 
been taken over by E. H. Mon 
crieff, another St. Louis old timer, 
who time with the 


was at one 





Practically all 


the contractors of greater 
northern Kentucky and surrounding territories attended a 
meeting recently given by Wadsworth. 
over by L. G. Kuhlman, treasurer and general manager 
of the company. The speakers of the evening were Mayor 
T. F. Donnelly of Covington, Ky.; H. G. Leidy, president 


Cincinnati, 


It was presided 
and Forrest 


J. Alvin, 
Wadsworth Company, who spoke on various subjects re- 
garding the electrical contracting business. 





of the Northern Kentucky Electrical Club; Charles Beltz- 
hoover, president, and Larry Coen, manager, of the Cin- 
cinnati Electric Club; D. H. Wadsworth, vice president, 


merchandising manager, of the 
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SINCE 1895 
“Crystal Mica” Windows 





Blown Fuses 
Instantly Spotted 





And in Addition 
Improved Packing 
of the 


“Old Reliable” 


Weber 
Fuse Plugs 


For more than 20 years, 
Weber Fuse Plugs have 
been the undisputed 
preference of the electri- 
cal trade. 


Now, to keep them well 
in the fore-front, they 
are packed: 


Retail Cartons of 5 
Master Cartons of 50 
Shipping Cartons of 500 


No need to specify any- 
thing but “Weber Fuse 
Plugs.” Our entire pro- 
duction is packed this 
way. 


HENRY D. SEARS 


General Sales Agent 
60 BOYLSTON STREET 
Boston MASSACHUSETTS 








——22 pea! 


Central Telephone & Electric Co., 

then with the McGraw Electric 

Co., and later managed the electri- 

cal department of Sears, Roebuck 

& Co., in St. Louis. 

Famous Old Company Enters 
Electrical Field 

The Proctor & Schwartz Elec- 
tric Co., with headquarters in 
Cleveland, and factories in Phila- 
delphia and Cleveland, announces 
that it has purchased the business 
of the Liberty Gauge & Instrument 
Co., in the latter city, makers of 
Liberty automatic irons, Liberty 
hot plates, etc., and will merge all 
Liberty products in the new line of 
Proctor “Safety Automatic” elec- 
trical appliances. 

The Proctor & Schwartz Elec- 
tric Co. is owned and operated by 
Proctor & Schwartz, Incorporated, 
of Philadelphia, manufacturers of 


| commercial drying machinery. This 


company has for many years been 
engaged in the development of 
automatic heat controlled devices, 
and holds numerous patents cover- 
ing, among others, the thermostatic 
control of electric heat. The new 
Proctor line will embody this ex- 
clusive heat control method which 
is reported to be positive, simple, 
and efficient. The Proctor line 
will include iron, toaster, waffle 


iron and other appliances, to be 
announced in the near future. 

The company has been awarded 
space number 571 at the forthcom- 
ing convention of the National 
Electrical Light Association, where 
the entire Proctor line will be ex- 
hibited. An extensive advertising 
and merchandising campaign is 
already under way. It is reported 
that Proctor products will be 
priced and sold on an exclusively 
quality basis, through representa- 
tive electrical trade outlets. 

* * * 
Adler Holds Conference 

The Adler Mfg. Co., Louisville, 
Ky., held a sales conference at its 
plant on April 15 and 16. Repre- 
sentatives from all sections of the 
country, except the far west, at- 
tended. New models for the com- 
ing season were displayed, and 
advertising plans for the coming 
season were announced. 

Several new appointments have 
been made by the company. They 
are: James G. Bakrow, secretary- 
treasurer, also director of adver- 
tising and sales promotion; Harry 
G. Fay, district representative, 
Baltimore territory; Otto E. Heil- 
mann, St. Louis territory ; Handel- 
Davies Co., Cleveland, Ohio, terri- 
tory, and F. B. Hill, northwest 
territory. 








This group of representative radio men was assembled recently at the 
southern sales meeting of the DeForest Radio Co., which was held in Atlanta, 


Ga. 


From left to right, in the first row, they are: H. C. Holmes, general 


sales manager; W. J. Barkley, assistant to the president; Dr. Lee De Forest, 


inventor of the radio tube, and Paul Staake, advertising manager. 


Back row, 


southern DeForest sales leaders: R. A. Farmer; W. A. Schuler, C. W. Chap- 
man and J. T. Fulwiler, of the firm Fulwiler & Chapman, DeForest district 


representatives, and F. C. Manning. 
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NEW ISSUE 






46,500 Shares 


Curtis Lighting, Inc. 


Common Stock 
(No Par Value) 


Transfer Agent 
First Union Trust and Savings Bank, Chicago 


The following information is furnished by Mr. Augustus D. Curtis, President of the Company: 


CAPITALIZATION: (After giving effect 
to present financing.) 


To be presently 
Common Stock, Outstanding 


no par value. .300,000 shs. 150,000 shs. 


Authorized 


BUSINESS: Curtis Lighting, Inc., is an 
old-established engineering and manufac- 
turing organization which for 34 years 
has been engaged in the development, 
engineering, designing and manufactur- 
ing of scientific electric lighting equip- 
ment. The Company has acquired an 
international reputation as engineers, de- 
signers and manufacturers of artistic and 
scientific electric lighting equipment, and 
its products are known in every part of 
the world. 


ASSETS: The balance sheet as of Decem- 
ber 31, 1928, prepared by Messrs. Mur- 
phy, Lanier & Quinn, after giving effect 
to the present refinancing, shows current 
assets of $818,195.79 as against current 
liabilities of $192,758.16, so that the ratio 
of current assets to current liabilities is 
more than 4.24 to 1. The total net tangi- 
ble assets as reported by the appraisers 
amount to $1,475,000. 


Registrar 
Continental Illinois Bank and Trust Co. 


EARNINGS: For the three years ended 
December 31, 1928, net earnings after 
depreciation, federal income taxes at 
present rates and after giving effect to 
the withdrawal of certain assets, as cer- 
tified by Messrs. Murphy, Lanier & 
Quinn, are as follows: 


Year Net Income pny a 
SN «+ «vans $268,569.34 $1.79 
SS ss oes 236,490.22 1.57 
a 303,675.43 2.02 


The above earnings do not reflect any in- 
come from the Company’s recent invest- 
ment in the Curtis Lighting of Europe, 
which it is expected, will return profit 
during 1929. For the first two months of 
1929 net sales of the Curtis Lighting, Inc. 
will approximate 27% in excess of net 
sales for the corresponding period of 1928 
and 35% for the corresponding period of 
1927. 


MANAGEMENT: The Company will re- 
main under the same management which 
has been responsible for its success in the 
past and the control remains in the hands 
of the executives who are active in the 
management. 


This Stock Is Listed on the Chicago Stock Exchange 


Established 1880 


Haine, Webber & Co. 


209 South La Salle Street, Chicago 














BOSTON 
80 Devonshire St. 


NEW YORK 
25 Broad St. 


PHILADELPHIA WORCESTER PORTLAND CLEVELAND MILWAUKEE 
ALBANY SPRINGFIELD CONCORD DETROIT MINNEAPOLIS 
HARTFORD PROVIDENCE NEW HAVEN GRAND RAPIDS ST. PAUL 
SYRACUSE PITTSBURGH DULUTH 


This information and statistics presented above have been obtained from sources that we deem reliable, 


and while not guaranteed, are accepted by us as correct. 
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New Electrical Products, Illustrated 


























The Wise-McClung Corp., New 
Philadelphia, Ohio, announces the 
“Sunshine” electric exerciser, 
available in two styles—stand 
model with springboard base and 
table model. It has seven stroke 
adjustments, from three eighths to 
two inches, at 580 vibrations per- 
minute at adjustment arm. The 
stand model is 46% inches high and 
requires floor space 41 by 17 
inches. Both models are finished 
in polished aluminum, nickel, and 
seafoam green lacquer. Special 
color combinations are furnished 
at additional cost. 





This piece of control apparatus is a product of the Reynolds Electric 
Co., Chicago, and is controlled by a Reynolds motor. It consists of a 
four-plate dimmer and a four-brush flasher. Lights in four colors are 
dimmed from full bright to cherry red and back to full bright. The 
flasher section acts as a control for the dimmer plates. This equipment 
will be used in connection with a display at an exposition to be held in 


3arcelona, Spain. 




















The Bryant Electric Co., Bridge- 
port, Conn., is distributing a dis- 
play stand printed in four colors 
containing reproductions of three 
styles of its “De Luxe” genuine 
mahogany or Circassian walnut in- 
laid, and all metal receptacle and 
switch flush plates. The stands 
are perforated at the mounting 
holes of these devices and three 
“De Luxe” plates, two wood in- 
laid with mahogany and Circassian 
walnut and the third an all metal 
nickel silver or bronze plate, are 
mounted. 





The _ Benjamin Electric 
Mfg. Co., Chicago, announces 
a sensitive relay for use in 
those locations where the 
length of lines or the num- 
ber of devices on the line has 
caused sufficient voltage 
drop to render a standard re- 
lay inoperative. It is designed 
to respond to exceptionally 
weak current impulses of al- 
ternating current telephone 
ringing circuits in operating 
loud extension signals and is 
recommended by the manu- 
facturer for power transmis- 
sion lines, oil pipe lines, mine 
shafts and all operations or 
locations requiring long com- 
munication system. It con- 
sists of a polarized unit con- 
nected into the telephone 
ringing circuit and a delay 
relay and is mounted on a 
white porcelain insulating 
base fitted into a six by eight 
in. black japanned steel box 
with one-half in. knockouts. 














The Consolidated Lamp & Glass 
Co., Coraopolis, Pa., has added to 
its line the “Futuristic Ruba Rom- 
bic,’ which includes the units, 
bowls, and wall pockets. These 
may be had in French crystal, 
honey, jade, and rose. 











A feature of the new H. & H. 
“Hegemite” plate No. 3974 is the 
switch and receptacle combination. 
The receptacle is designed to take 
the attachment plug of any electric 
appliance, while the switch controls 
the lights. It is finished in lustrous 
brown with a border and vertical- 
ribbed surface. 
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Regardless 


of Price 










---makes selling easy 
for Jobber Salesman 










Here are three of the fellows who 
are doing a big job for the Rodale Mfg. 
Co. of New York. From left to right 
these dynamiters are Mack Shemer, Joe 
Hirshman and the famous Billy Blei- 
man, who is known nationally to all 
jobbers, sheriffs, railway conductors, 
Canadian customs officials, Grover 
Whalen, Mayor Walker, Mussolini and 
other people. It is he to whom Rodale 
has dedicated the ditty: ‘“You Made 
Me What I Am Today.” Billy goes 
everywhere while Joe Hirshman is 






S'TTEADY mounting sales in- 
crease is indisputable evidence 
that Wadsworth Electrical 

Safety Switches stand upon a posi- 
tive and substantial foundation—the 
preference of Electrical Contractors. 































a big Boom-Boom man from Chicago No. 142 ry ne RES . ee 
and covers the middle west. Mack Sealed Fuse Type lhe Wadsworth line is complete and 
ee ee ee No Branch Cireuits = gives the quality, service and protec- 
ixie Irom aitimore to san Antonio. : ° ‘ 
With or without Test ~tion necessary to build volume and 


When a prospect is reluctant to buy, Switches 
Mack croons a mammy song, speaks 
several negro dialects and just natu’ally 
mesmerizes him into buying something. 
When these boys come to town, the 
townspeople run for cover, dogs slink 
up alleyways and jobbers say: “It Won't 
3e Long Now.” They are the three 
original ‘“Musty Steers.” 


profitable sales. ‘The many superior 
features of Wadsworth Safety Elec- 
trical Switches are apparent to your 
contractor friends. Write for Bulle- 
tin No. 352 describing Wadsworth 
Channel Banking Type Switches and 
Bulletin No. 41 giving complete in- 











Big Display for CeCo 





at R.M.A. Show | a“ formation on Wadsworth Flush and 
The CeCo Mfg. Co., Inc., Provi- Sealed Main Fuse T aefane Ty Yo hi 
e CeCo Mig. Co., Inc., Frovr | Hin beat tice, Surface Type Cabinets. 
dence, R. I., will have, in addition | in same cabinet 


to living quarters for its represen- | 
tatives to attend the R. M. A. | 
Show at the Stevens Hotel, Chi- 


cago, a suite of rooms and display 
booth. The main exhibit will be in WA D “y W O R ! fo 
booth 96, with five demonstration 

d two additional d - 
Stee neces“ iomgrens METER SERVICE & 
.: INDUSTRIAL TYPE 


The company’s exhibit is being 


designed by Martin Jenter, a well- T C 


Cutler-Hammer Appointee 
Cutler-Hammer, Inc., Milwau- 
kee, announces the appointment 
of H. E. Steyerman as_ mer- he WADSW 
chandising representative in south- , 


eastern territory with headquarters 
in Atlanta. 





TRICMFGE INC. 
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New Electrical Products, Illustrated 









The Columbia Cable & Electric Co., Long Island City, N. Y., formerly 
the Columbia Metal Hose Works, has brought out a new type of ar- 
mored cable known as “Triple I” (triple insulated). It embodies three 
layers of insulation consisting of a rubber compound, an elastic sleeve 
of impregnated fibrous paper and over this a heavy cotton braid. There 
is no over-all braid or wrap. 








This is the “Super Type” heater 
recently announced by the Auto- 
vent Fan & Blower Co., Chicago. 
It has adjustable deflectors at the 
front of the unit to direct the 
heated air at any desired angle and 
is equipped with a tapered dis- 
charge. designed to increase the ve- 
locity of the air leaving the heater. 





A household appliance, called 
the “Kitchen Kaddie,” has been 
developed by the Do-All Appliance 
Corp., Buffalo, N. Y. Through 
the use of separate attachments it 
is designed to perform the follow- 
ing operations: Extract juices, mix 
drinks, polish, grind, beat and 
whip. It may be attached to any 





The “Sun-Bath” therapeutic lamp 
is a product of the Jackson Elec- 
trical Co., Chicago. The reflector 
is made of pure copper which fea- 
ture, they claim, permits the heat 
and light rays to be reflected, none 


Even distribution of the air over 
the coils is achieved through the 
provision of an air chamber. This 
heater is constructed so that it 
may be placed practically flush 
with the ceiling, and angles at- 
tached to the top allow for suspen- 
sion from ceiling hangers or wall 
brackets. Recirculating ducts for 
floor mounting are also available. 


d socket, )-120 voits, A. C. . 
ee socket, 110-120 volts, A. C. or being absorbed. 














The Westinghouse Electric & 
Mfg. Co., Mansfield, O., has an- 
nounced an automatic adjustable 
temperature controlled iron known 
as the “Adjustomatic.” The adjust- 
able feature which allows for a 
range of 150 degrees consists of a 
finger throttle directly beneath the 
handle which the operator merely 
turns over a graduated scale to 
whatever temperature is desired. 
No further attention is required. 
The iron is finished in chrome plate 
which is said to produce 30 per 
cent less friction than other fin- 
ishes. 





The Ideal Commutator Dresser Co., Sycamore, IIl., is now manufac- 
turing the new improved “Bowlus” boring machine. This device is de- 
signed for both overhead and floor work and is adjustable to any height 
from seven to 11 ft. Another feature claimed for the machine is that 
it will drill holes at right angles (or at an angle) to rafters, joists or 
studdings: A light pull on the sprocket chain is said to be sufficient to 
drill through the wood and a reverse pull backs the bit out without 
breaking or bending it. 
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William Keily Succumbs 
to Heart Disease 
William E. Keily, a man who 
had done much for the cause of 
electrical development, died at his 
home in Chicago April 23, of heart 
failure. For the past 14 years he 





W. E. Keily 
had been custodian of the Com- 
monwealth Edison Co.’s historical 
records, and had written and edited 


innumerable articles, pamphlets, 
booklets, good will advertisements, 
etc. 

But his electrical activities ex- 
tend much farther back than that. 
After an early newspaper reporto- 
rial experience, he became associ- 
ate and later managing editor of 
the Western Electrician, one of the 
oldest electrical trade papers in the 
country, now no longer in exist- 
ence. In 1909 he became western 
editor of the Electrical World, re- 
taining that position until 1915, 
when he became connected with 
the Commonwealth Edison Co. 

A man of high reputation in the 
field of technical journalism, Mr. 
Keily was still a modest and kind- 
ly counsellor. His varied experi- 
ence, wide acquaintance, and sound 
judgment were generously placed 
at the disposal of all who brought 
their problems to him. High ideals 
and good craftsmanship are the 
characteristics of all his work, yet 
he was tolerant, instinctively 
friendly, and enjoyed the respect 
of all who knew him. 

* * * 
J. C. Boyton Resigns 

J. C. Boyton, general manager 
of The Adapti Co., Cleveland, O., 
has resigned his position. 


Professor Fessenden Joins 
Grigsby-Grunow 


The special research department 
organized by Grigsby-Grunow Co., 
Chicago, has added to its personnel 


Professor R. A. Fessenden, inter- | 


MEE 





“It has a grip like its namesake”’ 


nationally noted engineer and in- | 


contributions 
in all 


ventor, whose 
radio communication, 
markable achievements of recent 
years. 

Professor Fessenden’s promi- 
nence in the radio field began in the 
late 90’s with the discoveries that 
led to the introduction and prac- 
tical application of wireless tele- 
graphy and telephony. The many 
patents granted to Professor Fes- 
senden include; Magnetic receiv- 
ers; Fessenden’s Barretter; wave 
chute, etc., in 1902; Fessenden’s 
microphone with improvements in 
1906; later the adaptation of the 
dictaphone to record Morse sig- 
nals; special devices in_ radio 
telegraphy and telephony, and di- 
rectional aerials in 1907. 


Promotion of E. J. Brennan 
in Kellogg Organization 


E. J. Brennan, for the past two | 


years assistant to J. K. Utz, radio 
sales manager, Kellogg Switch- 
board & Supply Co., Chicago, has 
been advanced to the position of 
Chicago district sales manager. 
This responsibility comes to Mr. 


Brennan at the age of twenty- | 
seven years, making him one of the | 


youngest district managers in the 
radio business. 

“Ed” Brennan gives some of the 
credit for his success to the Loyola 
Law School and the DePaul School 
ot Commerce, where he studied be- 
fore starting his business career. 
His first connection was with the 


to | 
its | 
phases, constitute one of the re- | 




















‘Biull Dag 
Split Knobs 


“Trese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 








Shell Oil Corp., where he helped | 


organize the sales promotion divi- | 


sion. Mr. Brennan also has had 
diversified selling experience in 
several lines during the past few 
years. 

* o* *x 


Tenth Anniversary of 
Murlin Fixtures 


The Murlin Mfg. Co., Philadel- | 


phia, Pa., has issued a new catalog 
on its lighting fixture line to sig- 
nalize the tenth anniversary of the 
founding of the company. 


Sold Through Wholesalers 


‘Illinois Electric Porcelain Co. 


Macomb, Illinois 



























































— 


198 THE JOBBER’SM]SALESMAN 











FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 

















GUTH AGLITES 


—a Type for Every Place and Purpose 


Aglite is the ideal Lighting Fixture for 
Bedrooms, Bathrooms, Dressing 
Rooms and similar locations. It is per- 
manently clean and sanitary. Its white 
or old ivory porcelain finish, baked on 
in three coats at a temperature of 
1600 degrees, never peels nor discolors. 
It stays new. 
No exposed metal; nothing to collect dust. All 
| insulated parts concealed in the base. Many of 
the largest hotels and public buildings in the 
country have installed Aglites throughout. 
There is an unlimited market for these prac- 
tical Fixtures. Dealers will find them preferred 
for quantity equipment orders. 

A special folder describing and pricing 

the Guth Aglite will be sent on request. 


The Ewin F. Gurm COMPANY 
2615 Washington Ave. St. Louis, Mo. 


MAKERS OF THE WORLD-FAMOUS BRASCOLITE | 


























DAYLIGHT SAVING 


does not affect the demand for 


LUMINOUS LOCATORS 


HERE is nothing seasonal about the demand for LUMINOUS 
LOCATORS. They are an all-year necessity. 





Don’t let any dealer tell you that “summer is a slack time” for this in- 
dispensable convenience. You know better. A moment’s straight talk 
will show him that householders are looking for their lights in May just 
as much as in November. Darkness is always dark. 


We want to emphasize at this particular time this all-year selling fea- 
ture of LUMINOUS LOCATORS. Dealers don’t stop to think some- 
times. They are used to seasonal goods, they associate winter with dark- 
ness, summer with light. Teach them otherwise. 


How much daylight is “saved” aften ten PM? The better part of 100 
million people will still be going to bed after that—and want to find their 
switches and pulls in the dark. 


UNITED STATES RADIUM CORPORATION 
535 Pearl Street, New York City 


Manufacturers of UNDARK Radium Luminous Compound and owners of UNDARK 
Construction Patents, under which most Luminous Locators are made. 

















Clark Returns to R. & M. 
C. H. Clark has been appointed 


merchandising manager of Rob- 
bins & Myers, Inc., Springfield, O. 
Mr. Clark returns to the company 
after six years with Montgomery 
Ward & Co., Chicago. 

Going to Montgomery Ward in 
1923 as an assistant to the vice- 
president in charge of sales and ad- 
vertising, Mr. Clark was _ later 
placed in charge of the sales pro- 
motion, sales research and _ field 
survey departments. In 1927, he 
was transferred. to the general 
merchandise department as assist- 
ant to the vice president in charge 
of merchandising and manager of 
the general merchandise office. 

Before going with Ward’s, Mr. 
Clark was connected with Robbins 
& Myers for nine years as adver- 
tising manager and a member of 
the general sales committee. Pre- 
vious to his former connection 
with Robbins & Myers he was with 
Western Electric, General Electric 
and Goulds Pump, Inc. in sales 
promotion and advertising capaci- 


ties. 
ok * * 


New Tube Company 
Formed 


The Marvin Radio Tube Corp., 
Irvington, N. J., a consolidation of 
six companies, has been recently 
formed. 

The new corporation is a con- 
solidation of the Universal Elec- 
tric Lamp Co., the Sunlight Lamp 
Co., the Special Electric Corp., the 
Continental Corp., the Globe Elec- 
tric Co., and the A. C. M. Corp. 
Although the merger is compara- 
tively recent, plans for packaging 
and merchandising the new Mar- 
vin radio tubes are well under 
way, with an advertising campaign 
scheduled for the near future. The 
company is featuring its MY- 
22% detector. The slogan and 
trade-mark of the new product 
will be “Marvin Master-Built Ra- 
dio Tubes.” 

One of the features of the con- 
solidation of six independent com- 
panies is that every tube, in its 
entirety, will be manufactured by 
the Marvin company. The new 
factory at Irvington, N. J., will 
shortly bring all these companies 
together under one roof. 

P. D. Jackson is chairman of 
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the board of the concern, with 
Thomas F. James as _ president. 
Other officials include: William J. 
Jennert, first vice-president; 
Stephen F. Dunn, second vice 
president; William F. Tait, treas- 
urer; Harold T. Wakefield, secre- 
tary, and Raymond Pitchell, 
assistant secretary. 
* * x 
Hurley and Roche Buy Binks 
Spray Equipment 

Neil C. Hurley and J. F. Roche, 
operating as a company, known as 
the Chicago Utilities Corporation, 
have pur- 
chased and 
taken over 
the active 
manage- 
ment of the 
newly reor- 
ganized 
Binks Mfg. 
Co., manu- 
facturers of 
spray paint- 
ing equip- 
ment and spray cooling systems. 
This company was formerly known 
as the Binks Spray Equipment Co., 
and is located at 3124 Carroll Ave., 
Chicago. 

Mr. Hur- 
ley, presi- 
dent of the 
new com- 
pany, was 
former- 
ly vice 
presi 
dent, presi- 
dent and 
d chairman of 
J. F. Roche t he board 

of directors 
of the Hurley Machine Co., and is 
well known as one of the pioneers 
and leaders in the development of 
the washing machine industry. 

J. F. Roche, who was formerly 
manager of the Montana Power 
Co., vice-president of the Apex 
Electric Distributing Co., and as- 
sistant to the president of the Edi- 
son Electric Appliance Co., is ex- 
ecutive vice-president and treasur- 
er of the reorganized company. 

The board of directors contains 
names of many outstanding busi- 
ness and industrial leaders in Chi- 
cago, including George A. Hughes, 
president of the Edison Electric 


Neil C. Hurley 
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Increase Your Sales 
with the 


DETROIT No. 44 


VERY electrician appreciates 
the worth of a compact, sturdy 
torch that will perform right 


under every working condition and takes 
pride in displaying it to his friends while 
he talks about its merits. That is why 
jobbers and dealers who are handling and 
recommending the Detroit No. 44 are 
continuously increasing their sales and 
profits. 


If your house does not carry Detroit 


Torches, write for a catalog and complete 





information. 


[sux] DETROIT 


——j Because bk» TORCHES & FIRE POTS —— 
They're | DETROIT TORCH & MEG. CO. 


Better | petTRoir SS MICHIGAN 
New York Office B.S. Alder Co. - 5 Warren St. 












































Fretz-Moon 





FRETZ-MOON TUBE CoO., Butler, Pa. 





Conduit ceases to be 
“Just conduit” when it 
bears the name of 


FRETZ-MOON! 














RIGID 


ONDUIT 
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Trade Mark 


WIRE CONNECTORS 


THE BETTER KIND 


== ae 


A perfect joint every time plus 
simplicity and dependability. 


A-1 


A joint which is safer, stronger 
and better mechanically and elec- 
trically. SRK’s embody everything 
necessary to make such joints. 
There is nothing more to ask for 
—and the job is done in a Jiffy. 1 
size for combinations of No. 14, 
No. 16 and No. 18, solid or 
stranded, up to 4 No. 14 and 2 No. 
18, or equivalent. 


Listed by Underwriters Labora- 
tories. Samples upon request. 
Pat. No. 1635293. Other patents pending... 


Manufactured by 


JIFFY WIRE CONNECTOR CO. 


HACKENSACK, N. J. 


General Sales Office 


G. Denn. Montgomery, Jr. 
522 Broadway, New York City 
Phone Canal 7533 


























And then say, 
“How many 
Yager’s—?” 


In Yager’s Soldering Salts and 
Paste you have one of those small 
but necessary items that help to 
build up every order—and which 
should always be mentioned. 

Safe, quick, and economical, they 


are well known and deservedly 
popular. 

Samples?—Price list?—Sure—just 
write. 


Alex R. Benson Co., Inc. 
Hudson, N. Y. : 





Appliance Co.; N. L. Howard, 
president of the Chicago and Great 


| Western Railroad; Neil C. Hurley; 


Robert Chambers; J. F. Roche; 
William Hoch, and Paul Morrison. 
x * ok 
E. P. Edwards Dies 
Edmund Perkins Edwards, 
manager of the radio department 
of the General Electric Co. since 
its organization in 1921, died at 


_his home in Schenectady on April 
| 27 following an illness of nearly a 


| will be built at once. 


year. Graduated from Rose Poly- 
technic Institute in 1899 with the 
degree of bachelor of science in 
electrical engineering, he entered 
the employ of the General Electric 
Co. in the same year. 

* K ok 


Wiremold to Build 


New Factory 
The Wiremold Co. announces 
that it has purchased a 10 acre 
tract of land, including 1100 feet 
of railroad siding, in Hartford, 
Conn., upon which a new factory 
Upon com- 


| pletion of the building the latter 
| part of this year, the general offices 
_and several of the manufacturing 


departments will be moved into the 


| new quarters. 


The original Wiremold home at 


| 83 Woodbine St. will be retained 


until such time when additional 


_factory units may be built on the 


| newly acquired land. 


*x* * * 


Arcturus Moves Offices 
The offices of the Arcturus Ra- 
dio Tube Co., Newark, N. J., has 
been moved from 220 Elizabeth 
Ave., to the second floor of plant 


' number five at 260 Sherman Ave. 


| on 


These offices are only temporary, 
and will be permanently situated 
in the company’s new plant upon 
its completion. It will be located 
Frelinghuysen Ave., where 


| Arcturus will have 110,000 square 


feet of additional space. 
kK ok oK 


Freshman Sales Helps 


In an _ elaborate - presentation, 


|Chas. Freshman, Inc., has given 
| its dealers all the necessary facts 


they need in merchandising the 
“Earl” radio. Following an intro- 
duction by the president is a brief 


| history of the sales personnel of 


1929—_ 


the company. Vital facts about 
the industry are then given, then 





is shown the new line for the com- 
ing season. From that point the 
book goes into a detailed descrip- 
tion of the advertising plans for 
the year. 
* * 
Dorfman Sales Manager 
Electrical Division Gold Seal 
L. E. (Lew) Dorfman, who, 
since radio began commercially has 
been one of the best known figures 
in the radio trade, has been ap- 


* 





L. E. Dorfman 
pointed sales manager of the Elec- 
trical Division of the Gold Seal 
Electrical Co., 250 Park Ave., 
New York. 

In his new capacity, however, 
“Lew” will not divorce himself 
entirely from the radio picture but 
will handle certain important work 
in the radio department. His 
principal effort, though, will be 
directed toward the upbuilding of 
appliance sales which will be 
through wholesale channels. To 
better centralize the company’s 
activities the appliance plant is 
being moved from Cleveland to 
Poughkeepsie, N. Y. Mr. Dorf- 
man came to Gold Seal from the 
Chas. Freshman Co., for whom he 
was western sales manager. 

x x * 
United Reproducers to 
Make Sets 

The latest addition to the ranks 
of set manufacturers is the United 
Reproducers Corp., which has just 
merged with the Arborphone divi- 
sion of the Consolidated Radio 
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A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturd Glade Shop 
Lights. They are oil, gasoline and 
rease-proof and have absolutely un- 
reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
ee Sok pen right to give you a 
andsome margin of profit and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
‘ers and electros are ready for you. 

d at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 
1603 So. Michigan Ave. 
Chicago, U.S.A. 





























Corporation, Ann Arbor, Mich., 
the latter being dissolved. The re- 
ceivers will be made under Arbor- 
phone’s RCA license. 

In addition to Selden May, pres- 
ident of United Reproducers, the 
officers will be Jesse B. Hawley 
and Arthur T. Haugh, vice-presi- 
dents. C..‘A. Verschoor, formerly 
of Consolidated, becomes a mem- 
ber of the board. 

ok ok OK 
Curtis Names “Lumitone” 
Manager 


Curtis Lighting, Inc., announces 
the appointment of Howard L. 
Wright as manager of the new 
“Lumitone” division, to direct all 
sales and merchandising activities 
in connection with the “Lumi- 
tone,” a device recently introduced 
for automatic and manual remote 


control of mobile color lighting. 
* * * 


Chicago Steel Tank Opens 
Stock at Three Points 


The Chicago Steel Tank Co., 
Electrical Division, Chicago, an- 
nounces the opening of warehouse 
stocks at New York, San Fran- 
cisco, and Los Angeles. 

The New York stock will be lo- 
cated at 116 Broad St., the new 
offices of the Burg Electric Sales 
Co., who are the Chicago Steel 
Tank Co.’s eastern representatives. 

The company has also appointed 
a new representative, Callahan- 
Harris, Inc., 618 Harries Bldg., 
Dayton, O., to cover southern 
Ohio. 

K K *K 
Appleton Purchases Power- 
let Line 


On May 3, the Appleton Elec- 
tric Co., 1701-29 Wellington Ave., 


Chicago, Ill., purchased from the| 


Jefferson Electric Co., Chicago, 
the complete “Powerlet” line in- 
cluding threaded and threadless 
conduit fittings as well as the com- 
plete line of “Powerlet” entrance 
fittings and everything pertaining 
to these lines. 
* ok ok 
Columbia Metal Hose 
Changes Name 

The name of the Columbia Metal 
Hose Works, Long Island City, 
N. Y., manufacturers of “Colum- 
bia” armored cable and flexible 
steel conduit, has been changed to | 
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WIREMOLD | 


BUSINESS BUILDER 
NEW HEADQUARTERS 


FOR.W.B.B. ARMY — 


SAY, FELLOWS! 


Do you get “The Wiremold 
Business Builder?’’ You ought to 
— it’s free—and every electrical 
contractor will find it interesting 
and instructive. Contains news 
items, business building ideas. 
VALUABLE BLUEPRINT IN 
EACH ISSUE. 


Send in your name now for mail- 
ing list. Also get latest Wire- 
mold Catalog and literature. 
KEEP UP WITH THE WIRE- 
MOLD LINE—CONSTANT IM- 
PRO V E- 
MENT, BUT 
NO RADICAL 


The 


Wiremold Co. 
Hartford, Conn. 











c en 

amel or zinc coatings 
used on “Central” 

} Conduit have made it 
| famous for its ability 
| to resist the most se- 
vere bending strains 
without cracking, 


chipping or flaking. 


Central Tube Co. 
First National Bank 
Building 
PITTSBURGH 


Manufacturers of 
“CENTRAL 
WHITE” 

| “CENTRAL 

| 3) 


“WHITENRED” 


| 
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HESE gigantic reflectors for out- 

door floodlighting are particularly 
profitable items for Electrical Jobbers. 
They need not be stocked—shipments 
are made direct and the Jobber is fully 
protected in the matter of price. Other 
designs are also available, as well as a 
complete line of theatrical lighting 
specialties, including: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 








Footlights 
Borderlights 
Connectors As you were, men, it’s only the Colo- 
Spotlights nel. Vincent J. Lonergan, one of St. 
Floodlights Louis’ veterans in the electrical game, 


Aisle Lights 
Music Stands 
Color Mediums 

Stage Cable 

Sundry Supplies 


KLIEGL BROS 


Universat ELECTRIC STAGE LIGHTING CO., Inc. 
32! West 5Oth Srreetr 
NEW YORK, N.Y. 


is now representing the McGraw Elec- 
| tric Co., Omaha, Neb., selling Clark 
| electric water heaters. His territory is 
| | southern Illinois and southeast Mis- 

souri, so we presume he still resides in 
| the Mound City. Vincent got his early 
| training at Wesco and later was with 
Westinghouse and the McGraw Elec- 
tric Appliance Co., St. Louis. 


Write for a copy of 
our Electrical Trade 
Catalo: 





.| Columbia Cable & Electric Co. 
According to the company, this 
|'change was made in order to have 
'its name more descriptive of the 
|products manufactured. The or- 
| ganization and management of the 
company remains the same. 




























* * * 


Crosley Appoints New Gen- 
eral Sales Manager 

Powel Crosley, Jr., president of 
The Crosley Radio Corp., Cincin- 
/ nati, announces the appointment of 
| Neal E. Newman as general sales 
manager. Mr. Newman comes to 
the Cincinnati corporation with a 
wealth of sales and executive expe- 
rience developed during seventeen 
years’ experience in the specialty 
| sales field. In his capacity as sales- 
man, distributor, district manager 
and finally as assistant general 
sales manager of the Felt and Tar- 
rant Co., he hired and trained a 
national sales force and directed 
their efforts for five years. He was 
also associated with Northwestern 
University for three and one-half 
years, during which time he organ- 
ized the School of Commerce sales 
| training course. 

Edgar V. M. Gilbert has been 
appointed sales promotion manager 





Hotel Melbourne 


Grand and Lindell Blvds. 
Highways No. 40 and No. 60 


St. Louis, Mo. 


15 Minutes From Anywhere 
Center of St. Louis 
Night Life. 


Rates: $2.50 Up per day, Single 
$4.50 Up per day, Double 


The Melbourne is convenient- 
ly located to the electrical man- 
ufacturers section of St. Louis. 

W. J. WALTON, Mgr. 
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1844 and PINE Opened Mar 1928 250 Rooms 


CITY 


4346 SWYANDOTTE 4 she Heart of America 200 Rooms 


SAN ANTONIO 


A CITY of CHARM On the OLD SPANISH TRAIL 


LAREDO 


ON THE RIO GRANDE In TEXAS 
RIGHT ON THE MEXICAN BORDER. 
















5299 


WE Quose OUR TOP RATE 
EVERY R WITH PRIVATE BATH 
AND CEILING FANS 


_ a 
SONOMY _ 
























Subscribers 


You can’t afford to miss a 
single issue..Give us your 


new address if you have 
moved. 


Be a Booster 


Tell your friends about 


The Jobber’s Salesman 

















Wrigley Toggle Bolts 


‘‘Wrigley 
For Quality’’ 






Made of heavier 


=z 

no 55 gauge steel. 

= == Can be put through 
cc = S smaller holes than 
a = Ss the ordinary toggle 
i=] = bolt. 

So 

= First Toggle Bolt 


made. 


THE THOMAS WRIGLEY CO. 
609-613 West Lake St., Chicago, III. 
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Outstanding 
FEATURES 





Killark Bell-Ringing 
Transformers 


1. They are approved by the 
Underwriters. 

2. They have been sold for the 
last fourteen years. 

3. More than a million are 
now giving satisfactory 
service. 

4. They are absolutely guaran- 
teed. Defective transform- 
ers replaced without :charge. 


Manufactured by 


KILLARK 


ELECTRIC MANUFACTURING CO. 
3940 Easton Ave. St. Louis, Mo. 














Distributors! 


Here’s a ham- 
mer designed 
especially ‘for 
electricians. Us- 
ers praise its 
merits; dealers 
say it taps a 
lively market. 



















Long poll reaches into 
outlet boxes with ease. 











Reach over pipes and 
into wimaccessible_ cor- 
ners. The long poll 
makes this possible. 


There is good profit for distribu- 
tors and dealers in this No. 77 Elec- 
trician’s Hammer. The tool retails 
at $2.00. We pack two in a box 
that opens into a flashy counter dis- 
play. We'll be glad to make a 
sample shipment. Write for prices. 
Ask for Catalog of Evansville 
TESTED Tools. 


EVANSVILLE TOOL WORKS, Inc. 
re eri So 


For Forty Years, Forgers of Hammers, 
Hatchets, and Azes. 





















| Plainville, 


| of the company. 


Mr. Gilbert, for 


| the past three years was general 


sales manager of Landay Bros., 
Inc., New York and eastern states 


| chain store operators. 


| trical Corp. 


*- * * 

Allan in New Plant 
Allan Manufacturing and Elec- 
is now permanently 
located in its new plant at East 


| Newark, N. J. 


Mr. Connors, in charge of sales, 
states that the company is now 
in a position to fill all back-orders 
and can conscientiously serve all 
new accounts. 

With increased facilities this 
expansion, it is said, has made 
possible a production of between 


| 12 and 15 thousand tubes per day. 


Refinancing has just been ar- 


| ranged for and stock will be of- 


fered for public participation in 
the near future. 
* * * 
Square D Advertising Man- 
ager Appointed 


G. F. Kelly has been appointed | 


advertising manager of the Square 
1) Co., Detroit, Mich. 


* * * 


Latest Trade Literature 


Globe Lighting Fixture Mfg. 
Co., Brooklyn.—This company has 


just issued a new catalog which 
illustrates, among other features, 
a complete line of modernistic 
residential and commercial electric 
lighting fixtures. 

* * * 

National Appliance Co., Jackson, 
Mich.—This company has just is- 
sued its new catalog No. 34, con- 
taining full description on its line 
of exterior and interior floodlights. 

* * * 

The Bulldog Electric Products 
Co., Detroit, Mich.—This company 
announces its 1929 catalog devoted 


to “Bull Dog” electric controls, 
including safety switches, knife 


switches, 


elboards and cabinets, 


switchboards., 
* * * 


The Trumbull Electric Mfg. Co., 
Conn., has discontinued 


| the manufacture of all push and 
| snap switches, pages 140 and 144, 


| three of Catalog 13. 


and receptacles and attachment 
plugs, page 149, as listed in section 



































ere Toca) ae 
Whee Duty 


Transformer 


PRODUCTS 








Where transformers of 
larger capacity and 
heavier duty are required 
it will pay to use the 
Dongan Heavy Duty 
Transformer. 

For use with Annuncia- 
tors and alternating cur- 
rent transformer bells. 

Special Transformers for All 
Requirements 


Complete information on request. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


(TRANSFORMERS of MERIT f or FIFTEEN YEARS ) 




















light and power panel- | 
boards and cabinets, metering pan- | 
and safety | 































































Orders taken by our own 
permanently assigned sales- 
men are placed through the 
jobbers salesmen and through 
the jobbers who stock the 
guards. 

Orders for Flexco-Lok and 
Flexco lamp guards are or- 
ders of profit for the jobber. 


Flexible Steel’ Lacing Co. 


4698 Lexington St. 
Chicago, III. 
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Are only three of the items 
dealers will find profitable 
this summer. Signal Fans 
include the Signal Induc- 
tion Motor Type, at $26 
and $30, and others priced 
bet ween, to the Cool Spot 
jr. at $3.95. The Signal 
Juice Extractor is a pop- 
ular item with thetrade. 


































Be sure your stock of 
Signal products is com- 
plete this summer. 


SIGNAL ELECTRIC 
MFG. CO. 


Menominee 
Michigan 
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Whar'll I Charge 


him for these 


Plates? 
Says the 


Contractor 


June, 1929 








And Right There comes up one of the great 
questions of today~ Not only affecting the 
Contractor’s business but your Jobbing 
business as well! 


oo question has been finally solved, for all 

the products that the contractor uses, by 
ELECTRICAL CONTRACTING, the magazine published 
by the same company as your JOBBER’S SALESMAN. 
In every issue, ELECTRICAL CONTRACTING publishes 
a 32-page resale price list for the contractor, telling 
him just what to charge for all the thousands of 
items and sizes of materials and devices he uses in 
his daily work, so that he will derive a profit from 


each. It is the biggest and most constructive piece 


of work ever done to help the contractor make 
money. As such it is something for every jobber 
and jobber’s salesman in the country to get back of. 


It is your best bet to see to it that every con- 
tractor subscribes to ELECTRICAL CONTRACTING; 
15,000 do now, but some may not be getting it. 
Then you should urge him at every opportunity 
to make use of the price list, so that he gets the 
habit. 


It’s money in your own pocket. 


WE WILL SEND ANY JOBBER OR JOBBER'’S SALESMAN A SAMPLE COPY OF ELECTRICAL CONTRACTING CONTAIN- 
ING THIS PRICE LIST FREE UPON REQUEST. THE JOBBER’S SALESMAN, 520 N. MICHIGAN AVE., CHICAGO 
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Stanley 34” Heavy 
Duty Electric Drill 
No. 342 





A Stanley %4” Heavy Duty That is why you can talk about 
Electric Drill will withstand the power in Stanley Electric 
a pressure of 1000 pounds’ Drills. You can positively 
and keep drilling *4” holes. | recommend them to your cus- 
tomers where extreme require- 
ments are made for power and 
performance. 


Do you realize what that 
means? 


The combined weight of six men. 

Or in a Drill Stand a pressure If you haven’t already stocked 
of 175 pounds at the end of a Stanley Electric Drills let us dem- 
six foot lever. onstrate their superiority to you. 


Catalog S59s sent on request 
THE STANLEY RULE & LEVEL PLANT 


/ New Britain, Connecticut 


STANLEY TOOLS 




















— socially prominent are ever seeking some- 
thing really new with which to decorate their 
homes. Buchsbaum Switch Plate creations, availa- 
ble in gold, silver and 12 assorted colors, each 
with rich designs are certain to satisfy this desire. 





Wholesalers now being appointed —write for our 
proposition. Avail yourself of these modern switch 
plate creations—something really new, to sell your 
contractor friends. 


~ Switch Plate Creations by 
PYyUCHSBAUM 


Twelve Colors and Gold and Silver 


S. BUCHSBAUM & COMPANY 
Makers of Fine Jewelry for Forty Years 


159 NO. STATE STREET 
CHICAGO, ILLINOIS 


oe Niche rs of ‘Fine Jewelry for “FO rty Uf e “ar 
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GEORGE COBY 
President 


ELY EGNATOFF 
Treasurer 


HARRY H. STEINLE 
Vice-President and 
General Sales Manager 
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WILLIAM CEPEK 


G 


a . ~— 
We “Ask for the tube in the A % 
} yellow and black r 


triangular box” 





PAWTUCKET, R..J. 





See us at the 
K. M. \ 

Trade Show, 
Booth & Ex 

hibit Hall, 
= €eve nes 
Hotel, Chi- 
cago, June 


bral. 





